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So... drop by our Suite and 
relax with our boys between the 


Convention’s business sessions. 


We think they are the most 
congenial group in the business. 
Let them prove it to You 


with their warm welcome. 
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Up your LP-Gas sales through 


service to lift truck users 


Your fastest growing market for LP-Gas is 
among lift truck users. Manufacturers are mak- 
ing more lift trucks with LP-Gas power than 
ever before. Many lift truck users now are con- 
verting to LP-Gas power. 

Hackney engineers, working with lift truck 
manufacturers, have developed approved cyl- 
inders in 4 sizes...20 models. These cylinders 


are right for part-time or continuous operation 
...-any refueling method... vertical or horizontal 
installation...replaceable or permanent mount- 
ing...liquid or vapor service...and meet all 
safety code specifications. 

Write today for specifications of Hackney LP- 
Gas lift truck cylinders recommended in lift 
truck manufacturers’ list. 


Hackney lift truck cylinder Models H14LV, H20L-12, H33L and H43L. 


Close-up of strong, long-lasting, full-curled foot ring 
that can take the rough handling involved. 
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fuel ranks for 
trucks and tractors 





lift truck tanks 
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: new 
UNITROL 
PANY 


for new eye-deas 
to sell more 
water heaters? 


.... change to 


ROBERTSHAW UNITROLS 


with built-in gas pressure regulators 


The Robertshaw Unitrol 200R with built-in gas pressure regulator offers you an eye- 
catching, eye-appealing new way to increase your water heater’s appearance. .. rating 

.. reliability! Give your water heater the modern, smooth look ...convenient new 
“slip-top” cover slips off in a second to give easy access for pilot lighting. This exciting 
new feature with its clean design, no sharp corners, eliminates dust catching, dirt 
marks... provides a concealed control without recessing...makes all previous con- 


trols obsolete! Make your water heater the apple of every eye with an attractive new 
Robertshaw Unitrol 200R! 


FOR MORE INFORMATION, CONTACT: Ko ortehour: y 


De TmON® 
GRAYSON CONTROLS DIVISION + LONG BEACH, CALIFORNIA - ’ 


New ‘‘slip-top"’ cover conceals 
knobs reduces tampering 





Philgas Technical Service is as close as 


your telephone! 


Phillips Petroleum Company maintains a staff 
of trained and experienced men, located through- 
out the entire Philgas marketing territory, to 
give prompt, personal assistance on your oper- 
ating and technical problems. Their business is 
to help solve your problems. This valuable serv- 
ice helps you build a successful business in the 
profitable, rapidly expanding LP-Gas field. 

Phillips is America’s largest producer-mar- 
keter of LP-Gas. Cash in on the Philgas reputa- 
tion for quality and dependability . . . sell 
Philgas! For complete information call the near- 
est Phillips Sales Office. 


* Philgas is the Phillips Petroleum Company trademark 
for its high quality LP-Gas (propane, butane). 


AIDS FOR PHILGAS DISTRIBUTORS 


1. The Philgas Business Con- 
trol Workshop helps you run 
your business more successfully. 


2. Philgas advertising in farm 
publications and radio helps 
you sell more Philgas. 


3. A Cooperative Advertising 
Plan for you includes news- 
papers, radio, TV, signs and 
other approved forms of ad- 
vertising. 


4. Sales Promotion Aids. . . 
streamers, point-of-sale, win- 


Re flaas 


—™~ 
THE ALL-PURPOSE FUEL 


dow signs, mailing pieces. 


5. Philgas distributors are as- 
sured of an adequate supply 
at all times, due to Phillips 
underground storage, pipe- 
lines, and tank car fleet. 


6. Planned Delivery System 


for efficient use of your trucks 
and drivers. 


7. Even Payment Plan... 


more convenience for your Cus- 
tomers and you. 


EMBER 
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PHILLIPS PETROLEUM COMPANY 
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See RegO at the 
LPGA National Convention 
Chicago, May 3-6 

















Complete outfits with pigtails, 
mounting bracket, and direct or 
remote indicator available. 
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NEW upright indicator tells the world! 
Va YOUR CUSTOMERS CAN SEE IT 


A” VOUR DRIVERS CAN SEE IT 


from 30 feet away 


Not just a vertical red signal, but brilliant, 
reflective Scotchlite in a non-breakable, 
molded plastic prism shouts its warning to 
your drivers and customers whenever cy]l- 
inder replacement is needed. This new eye- 
catching, vertical signal now is standard 
on all RegO CertiMatic Regulator Outfits. 
Drivers can see it without dismounting 
from truck, a “plus” that saves you money. 


performance at its best 


CertiMatic outfits combine two-stage regu- 
lation and automatic throwover from 
service to reserve cylinder with uniform 
delivery pressure on loads from pilot light 
to 225 cfh (568,000 btu/hr). Body and bon- 
nets are die-cast aluminum—tough, rugged, 
corrosion-proof. Nylon handle in brass 
liner resists impact, won't break in freezing 
weather. Entire unit is RegO quality-built 
for long-lasting durability, and effectively 


BASTIAN-BLESSING*"~ 


DO YOU KNOW 
it will pay you 
dividends to join! 


sealed to prevent leakage, and entry of 
water. 


convenience for customers... profits for you 


With RegO CertiMatic Regulator Outfits, 
your cylinder-gas customers enjoy the max- 
imum benefits of LP-Gas dependability. 
This encourages more uses, results in 
greater loads. Added sales volume — per 
stop — means more profits for you. 


Once you've installed these low-cost 
automatic regulators, you can start add- 
ing fully automatic gas appliances almost 
without limit, for each will handle all 7 
major gas appliances combined. Uninter- 
rupted service and maintained uniform 
pressure—the two “musts” if you're looking 
for profits—now can be yours as never 
before with new Prism-Signal CertiMatic 
Regulators made only by RegO. 


4201 West Peterson Avenue, Chicago 46, Illinois 


WORLD'S LEADING MAKER OF VALVES, MANIFOLDS, 


REGULATORS, AND CYLINDER OUTFITS FOR LP-GAS CONTROL 
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"Feedback" 


A new word, which has particu- 


lar meaning for rocketmen, elec- | 
tronics engineers, and communica- | 
tions experts is beginning to creep | 


into the vocabularies of us less 


technical folk. Advertising men | 


now use it with a knowing offhand- 
edness. So do editors. 
The word is “feedback.” It’s 


what Perry Como meant when he | 
sang “We get letters.’”’ That’s the | 


way we use it, too. Feedback is the 


all-important response we get from | 


readers. It’s our best indicator 
that we’re being read, that we 


make mistakes (you’re quick to | 


pick up on those), and that edito- 
rially we’re headed in the right 
direction. 


So naturally we’re pleased to get | 


them, and we do get them—by the 
scores—every month. But some- 
times we hit a particularly respon- 
sive chord and the feedback be- 
comes a roar. Such as in January, 
when we wrote about the new home 
study courses for servicemen now 
under preparation. The piece 
wasn’t necessarily intended as a 
plug for Earle Clifford’s courses, 
but it certainly had that effect. 
Within the month, we were del- 
uged with requests for more infor- 
mation from readers in New Mex- 
ico, Florida, Oklahoma, California, 
and a lot of other places. We even 
had an inquiry from Asociacion de 
Companias do Gas Licuado de Pe- 
troleo de Cuba, Havana, about a 
Spanish version. This led to the 
preparation of a translation by 
P. K. Stiles of the association. 
The distance prize, however, 
must go to the article (in the same 


issue) about Allen Butane Gas | 
Co.’s newspaper, Allenews. One in- | 


quiry came from Rhodesia. 


We'd like to think these re- | 


sponses illustrate the power of the 


press. Not so, though. It’s the | 


power of good ideas. We just pass 
them along. 
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gem 


cat. 840 
175 CFH 
(propane) 


Field proven, heavy duty 
version of the 551 LP-Gem 
regulator 





‘O’ ring 
type 
seal plate location seat area bolt holes 


positive reinforced no 
diaphragm relief valve troublesome 


LUSIVE os . of new LP-Giant 


Only Weatherhead offers this exclusive diaphragm design 
- it’s molded (not die cut) to give longer life, 

better seal and more positive working area. The LP-Giant 

regulator has an anti-corrosion die cast 

aluminum body and parts, molded rubber poppet and 

pinned linkage for accurate, 


responsive regulation. 


ATTENTION TRAILER DEALERS! 
Magic Model 3400 Trailer Package 
for the mobile home market... 

SEE IT ALL AT THE SHOW 





ur & 
we 








coin youte laskity fot 


COMPETITIVE PRICES 


QUICK 
TURNOVER 





Tay . 
LIQUEFIED PETROLEUM GAS isit our 
evreen-runnann sores ate: fou ons Booth +44 
DEPENDABLE Al Wars at the 
National 
Convention 
in Chicago 


D. W. WHITEHEAD MFG. CORP. 
Nationally 


145 EAST STATE STREET. TRENTON. N. J liberal Advesticell 
10-year guarantee 
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Now America’s only bonded line of home heating and air conditioning is bigger and better than ever 





DB) =here) 7 NE 


New | Cal 





the most beautiful room heater in the world 


Color-keyed to any home — Exclusive front Decorator 
Panel* for unlimited choice of color harmony. Circulat- 
ing warmth with specially engineered heating chamber; 
large, one-piece top grille. Heats up to two rooms — 
*May be replaced with 20,000 BTU input through drilled-port cast iron burner. 
Ny “4 Sahara Sand or Safe-Cool Cabinet directs more heat into warm air 
pam pe ig og stream for extra comfort... extra safety. Vented and 
in complementary color. 4 G A. approved. Backed by Coleman’s exclusive $500 
Bond! Write for prices, specifications: 


The Coleman Company, Inc.. Wichita 1, Kansas 
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Inbieduem@... 


MISSISSIPPI TANK’S ALL-NEW 
Titan, Jn. 2,600 Water Gallon 


Delivery Unit 


Here’s the delivery unit that has all the factors you 
need to increase profits: big capacity, durability 
and economy. Constructed of A 202-B steel under 


ever you operate. Electrically - welded seams are 
completely X-rayed. The 72”-inside-diameter tank 
is hydrostatically tested to 400 psi, sand blasted and 


latest ASME Code, the 2600-wg Titan, Jr. weighs 
less than 23,000 lbs. loaded! The secret is Missis- 
sippi Tank’s exclusive design which insures perfect 
weight distribution and maximum loading. 

This brand new delivery unit is ruggedly engi- 


finished with two coats top-grade porcelain enamel 
over primer. Heavy-duty components are used 
throughout. 

And practical Mississippi Tank engineering en- 
ables us to offer you this high quality unit at a 


neered to give years of trouble-free service wher- 


OUTSTANDING FEATURES 


FOR LONG-LASTING SERVICE 


@ Large 3" high flow plumbing 
. Streamlined aluminum fenderettes 
s 


surprisingly low price. 


Mail coupon for literature on the 
latest in profit-designed equipment 


MISSISSIPP! TANK COMPANY, INC. 
Hattiesburg, Miss. 


Aluminum cabinets 
ICC-approved vapor proof lights, stop lights, 
rear directionals 

@ IHC factory pressed or channel bumper 


A Product of Advanced Engineering by 


Please send literature on: 
ettog Sot. Single & Twin Barrel Delivery Units 
putas Load-King T-1 Transport 


Domestic and Bulk Storage Tanks 





py Ore 
MISSISSIPPI 
TANK COMPANY 


INCORPORATED 
Hattiesburg, Miss. JUniper 3-0262 


RISD 600A 0 e a CPR eV Saw nd Ks Ce ers pas N se OR CS RMD 


CITY and STATE 


See the Titan, Jr. at the LPGA Convention 
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Quietly, unobtrusively, the Grayson Controls division of Robertshaw-Fulton 
early in April launched the LPG industry's first concerted consumer safet 
campaign. Thirty-five management-level men went out to cover every LPG 
dealer in the nation via across-the-desk talks with owners and managers 

to sell them on two ideas: 1. Giving a Robertshaw-Fulton-provided brochure 
to every LPG customer, and 2. Making a safety survey of every customer's 
appliance system, using Robertshaw-Fulton-supplied survey forms and tool 
kits. The response was both instantaneous and overwhelming. A. C. Hanson, 
assistant to Grayson's general manager, reports complete cooperation from 
every large company and 98 per cent of the smaller companies contacted in 
the first ten days. First day's orders completely wiped out the initial 
Supply of over 100,000 brochures and survey forms! LPG Council Director 
George Schulte notified Hanson shortly thereafter that the Council's Dealer 


Sales Aid Committee "wholeheartedly approves the program and authorizes its 
promotion." 








Gas equipment sales will rise 15 per cent in 1959 instead of the expected 

9 per cent, GAMA President Clifford D. Coons told 300 delegates to the 
group's 24th annual meeting in Bal Harbour, Fla. February shipment figures 
released by GAMA include: 242,400 water heaters, up 12.1 per cent from last 
February's 216,300; 156,600 gas ranges, up 16.4 per cent from 134,500; 
64,700 gas furnaces, up 46.4 per cent from 44,200. Sales for the first two 
months are up 10 per cent for water heaters, 16.1 per cent for ranges, and 
39.35 per cent for furnaces. 





While daily natural-gas liquids production in January was up 6 per cent to 
36.1 million gal. and refinery production was up / per cent to 7 million 
gal., demand was up 13 per cent to 31 million gal., bringing stocks down 
to 502 million gal., 14 million below a year ago. (Underground stocks were 
down 58 million gal. to 306 million gal.) 





Suburban Propane Corp., Whippany, N. J., reveals a $2 million increase (5 
per cent) in sales for last year. President Mark Anton is confident that 
Suburban's growth would continue, citing that: suburban areas are growing 
seven times faster than cities, his per customer monthly consumption has 
risen from 47 pounds in '46 to 87 pounis in '58, and farm uses are con- 
stantly expanding. 








HIGH-NOTES: Arkla Air Conditioning Corp. has purchased the Humphrey line 

of gas heating equipment from General Gas Light Co. . . . Propylene rather 
than acetylene or ethylene will be the raw material for making acrylonitrile 
in a new Sohio Chemical Co. plant at Lima, Ohio. . . . Old Mac Industries 
Inc., Ft. Lauderdale, Fla., will manufacture an LPG-powered golf cart for 
national distribution via LPG dealers. 





plus 


GAS TABLE TOP 


AUTOMATIC WATER HEATER 


MODERN DESIGN FOR 
MODERN KITCHENS AND LAUNDRIES 


Compact automatic water heater with por- 
celain top. Easy to install—provides luxurious 
hot water service for homes where space is 
limited. Glasslined and galvanized—full war- 
ranty. John Wood Table Top gives you more 
opportunities for sales. 
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Letters 


"Cost" or “net worth"? 


Louisiana 


I read with great interest Gor- 
don Allard’s article, “Should You 
Sell Stock, etc.” beginning on page 
37 of your March 1959 edition. 

A serious error begins at the 
top of column 3 on page 42. The 
“net book depreciated value of your 
company—$150,000” is the same as 
“net worth” in accounting and fi- 
nancial jargon. In all probability, 
this figure is definitely not “Your 
Cost,” as stated by Allard. 

Your cost for tax purposes is 
your tax basis, i.e. what the seller 
paid for the 25,000 shares in his 
corporation, which probably would 
be $25,000, or maybe $2,500 or 
even as little as $250. Whatever his 
tax basis was in his old corpora- 
tion, in the event he swaps stock 
for stock, will be his tax basis of 
the shares he receives in the new 
corporation. If he makes the mis- 
take of taking a few nickles in 
cash in lieu of a fraction of a share 
of stock in the new corporation, 
Uncle Sam will kick out the tax 
free aspect of the whole deal on 
the contention that it was not a 100 
per cent stock-for-stock deal. 

I agree with Allard (except the 
taxable profit will probably be much 
greater than $100,000, as explained 
above) in connection with “selling 
on installments,” starting in the 
second column on page 44; how- 
ever, I feel that your readers should 
have been warned of a menace con- 
cerning the 30 per cent down pay- 
ment rule. If more than 30 per cent 
is collected in the seller’s taxable 
year in which the sale is made, the 
entire capital gains tax is payable 
that year. 

Allard’s example calls for 25 per 
cent down, with the balance payable 
in 10 annual installments, which 
is okay. Many sellers have been 
caught taking 29 per cent down and 
the balance in monthly install- 
ments, resulting in more than 30 
per cent paid in the taxable year 
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in which the sale was made and 
therefore 100 per cent of the capi- 
tal gains tax being due. Also, when 
he sells on the legal installment ba- 
sis, he is gambling that the future 
capital gains rate will average no 
more than 25 per cent. 

Name Withheld 


The reader is absolutely correct 
with reference to the example at the 
top of column 3, page 42. In selling 
a company by exchanging stock, your 
cost is what you originally paid for 
the stock and has nothing to do with 
the depreciated value of the assets 
nor the net worth. 

My example was probably a poor 
one, but I was attempting to point 
out the situation with which the ma- 
jority of LPG dealers would be faced, 
should they desire to make a tax-free 
exchange of stock. The vast majority 
of dealers would probably have to 
incorporate first and then make their 
sale, in which event their tax liability 
would be about as shown by the ex- 
ample. In the interest of brevity and 
simplicity, it was felt that it would 
not be desirable to go into too much 
detail in trying to explain this type 
of transaction in the article. 

One thing which was not mentioned 
in the article and probably should 
have been is this: if a sole proprie- 
torship or partnership is sold and re- 
ceives stock in the buying company, 
even though the entire payment is 
made in stock, the capital gains tax 
is due when the stock is received. 

J. Gordon Allard 


ae 


Rating of boilers 


Pennsylvania 

We have two prospective cus- 
tomers who want to fire steam boil- 
ers with L. P. gas. One is a fac- 
tory built boiler for LPG—input 
336,000 Btu per hr, output 268,000 
per hr. Capacity is shown as 268.8 
(doesn’t say whether this is lb or 


cu ft of steam per hr) working at 
15 lb pressure. 

The other is a 5 hp boiler (for- 
merly used on natural gas) oper- 
ating at 60 lb pressure, intended to 
operate 5 to 7 Hoffman Model “X” 
steam pressing machines. We find, 
however, that this model machine 
can operate entirely satisfactorily 
on a boiler of either % hp or %4 
hp. This being the case a 5 hp 
boiler should produce sufficient 
steam and the necessary pressure 
to handle most likely the seven ma- 
chines. 

What we want to know is the 
amount of fuel (propane) neces- 
sary to fire these two boilers at full 
capacity per hr. There is no re- 
covery of used steam in the first 
case and very little in the second. 
Make-up water to the boilers 
would be about average tap water 
temperature in this part of the 
country. 

C. J..&. 


The first boiler you mention has an 
input rate of 336,000 Btu per hr and 
this is the amount of heat which 
must be supplied to the burners. 
Since commercial propane has a heat- 
ing value of about 2500 Btu per cu 
ft of vapor or 91,600 Btu per gal. of 
liquid, it will require 336,000 + 2500 
= 134 cu ft of vapor per hour or 
336,000 + 91,600 —3.67 gal. of liquid 
L. P. gas per hr. 

The output rating of 268,000 Btu is 
the heat from the fuel which actually 
reaches the water and converts it to 
steam. This means the boiler has a 
potential efficiency of 268,000 + 336,- 
000 x 100 = 79.8 per cent. 

The second boiler poses a little 
more of a problem on which to accu- 
rately determine the exact fuel needs. 
The practice of rating boilers by 
boiler hp is an old method and gen- 
erally had little if any relationship 
to the quantity of steam that could 
be generated. The boiler hp as origi- 
nally standardized by the American 
Society of Mechanical Engineers in 
1889 was based on a conventional en- 
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gine steam rate of 30 lb per hp per 
hr at 70 lb per sq in. gage pressure 
and feed water at 100 deg. F. This 
corresponds to the evaporation of 
34.5 lb of water per hr from and at 
212 deg. F (33,472 Btu per hr); 
which means the conversion of 34.5 lb 
of water per hr from water at 212 
deg. F into dry and saturated steam 
also at 212 deg. F and therefore at 
atmospheric pressure. 

The above is purely a_ technical 
definition and denotes the amount of 
heat (33,472 Btu per hr) represented 
by a boiler horsepower. To find the 
heat input required the efficiency 


must be considered. If this boiler is 
as efficient as the one discussed above, 
namely, 79.8 per cent, then the heat 
input to deliver 5 hp must be (5 x 
33,472) + .798 = 210,000 Btu input. 
If it is not as efficient a boiler, say 
only 70 per cent, then the heat input 
required will be about 240,000 Btu or 
about 2.6 gal. of propane per hr. . 
You should, if possible, determine 
the burner requirements of the boiler. 
As mentioned above, the practice of 
rating a boiler by horsepower has 
little to do with its capacity to gen- 
erate steam. Many of the large 
power boilers were often operated at 











we 








FOR SUCCESS 
you must have the 


Right *‘Connections.”’ 


Even a large, independent LP-Gas distributor 


needs the right “connections” if he wants to grow. 
It is important for him to do business with a com- 
pany that can be depended upon to furnish top 
quality product, good service, engineering assistance, 
practical merchandising and sales helps. 


If you feel you do not have the RIGHT “con- 
nections” call Sinclair. The new TRUFLAME 50/50 
advertising program, offered to Sinclair distributors, 
is tailor-made for either the large or small inde- 
pendent. Write or call for the facts about the 


TRUFLAME program today. 






LIQUEFIED PETROL A DEPARTN 
SINCLA 
Telephone LUther 4-0411 


SINCLAIR 
Oll & GAS COMPANY 


IR OIL BUILDING — TULSA 2, OKLAHOMA 




















































200 or 300 rer cent of rating. That 
is, a boiler rated at 500 boiler hp by 
the above method could actually pro- 
duce a 1000 or even 1500 boiler hp 
when adequate heat was supplied. 
Generally, however, the small boilers 
such as the one which you refer op- 
erate fairly close to their rating and 
2 to 3 gal. of propane per hr should 
handle it. 

A rule of thumb method of estimat- 
ing the heat input required on boil- 
ers rated in horsepower is one-half 
gal. of L. P. gas per rated horse- 
power. However, if it is known that 
a boiler will operate and may be ex- 
pected to operate at more than 100 
per cent of the rated horsepower, the 
fuel input should be based on the ex- 
pected output of the boiler.—Ed. 
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POL valve connection 
is standard for cylinders 


The Netherlands 

Our butane and propane bottles 
are provided with the well-known 
POL valve outlet connection. 
Some firms in Belgium are also 
using this connection, but none of 
us has had more than seven years’ 
experience with it. 
Though we still find it an excel- 
lent coupling, it may be possible 
that in the long run some com- 
plaints arise (for instance the 
nipple may be easily damaged) 
which are serious enough to prefer 
another connection system. 
We shall be very pleased to 
learn, what your experiences are 
in this respect. 
C. O. G. 


The POL valve outlet connection 
has been used in this country for 
more than 30 years. It is the most 
prevalent connection used and is 
considered the standard for cylinder 
valves. 

There is no indication or history 
to show that this type of connection 
is weak. 

The threaded connection we term 
an SAE thread, and which is a male 
thread connection, is often used on 
valves which may be used on auto- 
motive L. P. gas fuel tanks. 

On larger connections to stationary 
type and transport tanks, connections 
such as filler valves, vapor return 
valves, hose connectors and similar 
devices use an “Acme” thread. These 
connections employ a gasket or wash- 
er for effecting the seal and con- 
nections that are made easily and 
quickly by hand tightening.—Ed. 
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THERMOCOUPLE 
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GAS OUTLET 
MODEL 
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; PILOT “B” vate 


Modified designs for your gas heaters... 


ALVES 





e@ CONSERVE, SPACE 
e SIMPLIFY INSTALLATION 
e@ INDEPENDENT PILOT VALVE 





a 
i3 Space-saving Baso valve designs bring 
you new economy and unexcelled flexibility in 
installation on room heaters, wall heaters, and 
central heating appliances. 


The Series B815 and B1815 valve can be 
mounted in any position... furnished for either 
manually or automatically operated gas heaters. 
Independent pilot gas control permits these valves to 
be used either upstream or downstream from an 
automatic valve and still provide complete shutoff 
and safe lighting. Baso design features also pro- 
vide internal pilot gas takeoff valves for safe 
lighting and complete shutoff for manually- 
operated units. Pilot gas inlet and outlet can 
appear on either side to meet product require- 
ments. The thermoelectric power unit housing 
can be assembled to the body in either of two 
positions to facilitate pilot gas and thermocouple 
connections. 


The 825 and 1825 Series Baso valves, com- 
panions to the above series, have a built-in pilot 
gas plug valve. These units are used with manu- 
ally operated, complete shutoff systems. Same 
pipe sizes are available as for the B815 and 
B1815 Series. 


The Basotron bipolar magnetic valves make an 
ideal automatic valve for use with the B815 and 
B1815 Baso valves. 


Check these specifications and tell us about 
your product design requirements, 


For more information about Baso valves, WRITE 


BASO INC. 


DEPT. SB-3 * MILWAUKEE 1, WISCONSIN 



































SERIES INLET AND —_| NATURAL GAS CAPACITY 
OUTLET "BTU./HR. @ 1” P.D. 
BS15-400 | "x %" FPL. 172,000 
B18i5-400 | 4%” x” FPLT. 258,000 
B18i5-500 | %”x%” FP.T. 306,000 
825 %" x" FPL. 137,640 
825-400 A" xh" PPT. 159,850 
1825-500 | WK" x%" EPI. 252,390 














New, strong federal 
fair trade law bill 
now in 

House committee 


Double taxes in sight 
for firms 

doing business in 

two or more states 


REA moving toward 
independent status, 
broader power to "raid" 
private utility areas 


TVA gaining in fight 
to break away from 
Congress and taxpayer 
control 


Bills requiring 
“normal” taxes 
for farm co-ops 

may pass this year 


% A House COMMERCE SUBCOMMITTEE opened hearings in March on the new, 


strong federal fair trade law proposal made by Rep. Oren Harris (D), 
Ark., Chairman of the Commerce Committee. Present laws permit states 
to enact their own fair trade laws, but many such laws have been ruled 
invalid and are sagging in other states. The Harris proposal would 
permit: federal fair trade laws to operate in any state not specifically 
forbidding them, a manufacturer to set resale prices by notifying one 
distributor in a state, and damaged businessmen or manufacturers to sue 
for damages. 


RECENT U. 8. SUPREME COURT DECISIONS upholding the right of states to 
tax out-of-state corporations will result in new taxes and double taxation 
for many firms. Thirty-five states now have corporate taxes, but their 
rights. to tax profits of out-of-state concerns were indefinite until the new, 
broad rulings which uphold their right to tax on almost any basis. 


THE House GOVERNMENT OPERATIONS COMMITTEE has approved legislation 
that would take control of REA away from the Agriculture Department, 
making it the independent agency it was before 1939. The bill was touched 
off by Agriculture Secretary Benson’s decision to personally approve larger 
REA loans to co-ops, a move REA claims is part of an Administration 
plan to destroy the agency. The power-broadening move, in the form of a 
congressional resolution, would reinforce rights of REA co-ops to expand 
into areas served by private utilities. 


House SPEAKER SAM RAYBURN (D.), Texas, has promised a showdown 
vote on the house floor this year for a bill that would allow the TVA to 
sell up to $750 million of its own revenue bonds to finance expansion 
of its own electric-generating facilities. The precedent-setting self-financ- 
ing plan was set up after Congress repeatedly refused funds for such 
purposes. 


PERHAPS THE ONLY EXCEPTIONS in the President’s apparently-to-be-defeated 
tax program are a pair of bills removing a 1951 court-created loophole 
giving farm co-ops virtually tax-free status. One bill, by Rep. Clifford 
Davis (D), Tenn., would .require that taxes be paid on all rebate certifi- 
cates issued by co-ops fo members and would require co-ops to pay 
“normal” taxes on its income without setting aside a portion for such 
rebates. The other bill, by Rep. Thomas B. Curtis (D.), Mo., would tax 
co-op income when earned, not permitting it to be placed in never-to-be- 
redeemed rebate certificates, allowing profits to be retained for working 
capital or price-cutting. 

(Detaiis on pages 118-120) 
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o sell them on LP-GAS 








AUTOMATIC 


SIEGLER’S TROUBLE-FREE PERFORMANCE 
GUARANTEES WARM FLOORS 
AND SATISFIED LP-GAS CUSTOMERS 


Siegler’s outstanding performance and features help 
you sell LP-gas heating. Build volume sales with 
satisfied customers and cut your service costs. 

Exclusive ‘‘Traveling”’ Floor Heat ends the cost and 
discomfort of overheated ceilings. Siegler’s Patented 
Inner Heat Tubes capture the heat others waste. 
The Patented Built-in Blower System “‘travels’’ it 
over the floors. That’s why Siegler alone can offer 
this guarantee: more and hotter heat over the floor— 
or money back. 

Here’s performance and features you can demon- 
strate and sell! And Siegler makes warm friends 
for LP-Gas and all LP-Gas appliances! You get higher 
profits, higher earnings for salesmen, and no worries 
for the service department, when you sell Siegler. 


HOW SIEGLER HELPS YOU SELL: 


1. Solid Advertising Support. Siegler gives you 
@ generous dealer advertising plan that sells Siegler 
heaters and your store! Nationally, Siegler backs you 
with the biggest advertising campaign in the business. 


2. Special Promotions. Make big profits running 
tested promotions that fit your business to a“T.” Siegler 
supplies a complete package of material for each 
promotion, and we help you run it! 


3. Selective Distribution. When you merchan- 
dise Siegler, you’re the dealer who cashes in on national 
and local advertising. Get all the facts on Siegler 
Selective Dealership plan. 





4. Your profit stays in your pocket... no 
loss for call-backs and complaints. Siegler quality 
sees to that and makes every customer an enthusiastic 
salesman for you. 


5. A Complete Line. There's a Siegler with 
“traveling” floor heat that’s just right for every home 
from 2 to 7 rooms. You can solve any home heating 
problem with Siegler. 


6. Your Own Merchandising Man. Your Siegler 
Representative is a full-time, trained specialist in the 
home heater field. He will show your salesman how 
to “sell ‘em up” to Siegler, and help you plan your 
advertising, promotions and demonstrations. 








See the amazing 


NEW SIEGLER MARK Ill 
AT BOOTHS 195 ano 196 

















= BIGGER 
UZ PAYLOAD 


DELIVERY UNITS 


2500 WG Units Now Weigh Under 23,000 Ibs. Loaded! 


STANDARD TWIN * PAYLOAD SPECIAL * CUSTOM TWIN ° DE LUXE TWIN 


Nor-Tex presents the newest development in sleek, LIGHT- 
WEIGHT, stream-lined, twin or single barrel LPG Delivery 
Units and again Nor-Tex is FIRST with ALUMINUM SKIRTING 
and CABINETS and engineering designs which have re- 
duced over-all weight. 3000 WG units and over are also 
available for use on cab over or cab forward trucks and 
are still within the 18,000-Ib. axle limit. 


Nor-Tex Custom units haul ‘‘extra'’ gallons each trip! You 
deliver ‘‘extra’’ gallons faster with Nor-Tex custom designed 
high flow plumbing. You take fewer hours and travel less 
miles to deliver a gallon of gas. For day in, day out 
efficiency, durability, payload, fast loading, high rated 
delivery, perfect balance and appearance Nor-Tex delivery 
equipment can't be beat! 


Ideal In States Imposing Ton Mile Tax 


TRANSPORTS 


You can now haul MORE GAS and LESS STEEL than ever before with skillfully engineered, smart looking, 
streamlined Nor-Tex transports of T-1 and A-202 steel. These easy-to-maneuver, road-tested units are 
hauling more gas and substantially boosting profits for users everywhere. Nor-Tex transports are safe and 


dependable .. . 


built by men with years of bulk plant experience. May we help you? Phone, wire or write 


today! Interested attention, experienced assistance and helpful suggestions are yours for the asking. 





Be Sure to Visit 
Booths 36 and 37 
LPG 


National Convention 


We Are Truck Distributors 


As authorized new truck distributors Nor-Tex 
can save you hundreds of. dollars on Interna- 
tionals ... Chevrolets... Fords and GMC's. 
Order any unit you need. You can’t beat a Nor- 
Tex deal for all around value. 








PRODUCTS 
COMPANY 








NORTH TEXAS 
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(2: ROCKET 


Boosting LP Gas Sales Everywhere 


New 1000 and 2000 WG Nor-Tex ‘'Rockets"’ (stra- ae 
tegically placed for best distribution) will substan- 
tially boost year ‘round sales and quotas for bulk 
plants everywhere. Makes an excellent attention 
compelling ad to attract LPG customers. Large, en- 
closed cabinet at base, with convenient arrange- 
ment of fittings, is flexible to any type of installa- 
tion. Complete self-contained unit (pump-valves- 
meter-strainer-hose) occupies only 72” diameter. 


Completely Flexible 


Nor-Tex Rocket Service Stations can be used as 
storage with any type or make of dispenser... 
installed on base of rocket or on an island. 


* 





EXTRA STRENGTH 


Custom Made Hood 
Multi-Valve 
Rego Regulators 









” Interwel Relief Valve 
On All STAR Systems 


HITCH YOUR PROFITS TO A STAR 


* Can't be beat for Quality .. . Features . . . Design or Price. 
* Nor-Tex construction exceeds all safety requirements 

* Thoroughly buffed and cleaned for finest appearance. 

%* The Nor-Tex STAR is completely fitted and ready for use. 

* Bottom outlets are standard on all above ground tanks. 

* Immediate delivery on one Nor-Tex STAR or a truckload. 











2% - 10 days, on 
truckload lots de- 
livered in our trade 
area or ask about 
our finance plan. 
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gas cylinder paint 
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Gallonage UP ease 


but NET diiin 
then try ANCO now! 


























Anco can handle all or any 
part of an LP Gas plant, new or 
modernization project, on land 
or water. Two plate shops and 
complete warehouse stocks en- 
able ANCO to meet delivery 
requirements and competition. 


ANCO has the answer to 
increased profits, ask us first. 





Improve Your L P Gas Storage and 
Handling Equipment the ANCO way 


Profit can’t stay up if you are handicapped by inadequate 


storage, inefficient layout and slow transfer equipment. 


Anco Engineers will help you make an operating survey of 
your plant. If remodeling or higher capacity equipment will help, 
an Anco engineered plan is immediately available — complete to 


the smallest ell or tee. 


MANUFACTURING & SUPPLY CO. 


Tulsa, Oklahoma @ 21st at Union @  LUther 4-6187 
Memphis, Tenn. — 241 Industrial Avenue — Whitehall 6-1694 
East St. Louis, Ill. — 6503 St. Clair Ave. (Hy. 50) — Express 7-0200 . 
Des Moines, la. — 327 Insurance Exchange Bldg. — CHerry 4-5347 
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«».for motels ..»for bathrooms 


PROFITS WAITING EVERYWHERE 


SAFETY- SEALED 


Dealers handling Stewart-Warner Saf-Aire Heaters never run out of 
money-making opportunities! Saf-Aire units can be installed so easily 
...with such complete safety...in so many places...and with such cus- 
tomer satisfaction, that they represent a substantial source of profits. 

Saf-Aire units are space-savers—extending only 514” into the room. 
They’re handsomely, finished in baked enamel—harmonize with any 
decorative scheme. Easy to install...no chimney—no ducts—no electricity 
needed! 

The diagram shows the “Safety-Sealed’”’ design of Saf-Aire Gas 
Heaters. Gas is burned in a ceramic lined steel chamber completely 
sealed from the room air being heated. Sealed vents through the wall 
supply outside air for combustion and discharge products of combustion 
directly outdoors. No stuffy, suffocating rooms. 

Saf-Aire is safe under all conditions of use...approved for bedroom 
installation. Its many exclusive features have been tested and proved 
in over 12 years’ operation in the field. 


Symbol of 


sw 


Excellence 





OUTSIDE ” 


AIR FOR 
COMBUSTION 











Easy installation. 
Square hole simpli- 
fies installation in 
any type of wall. 


Terminal exhaust 
tube is aluminized 
steel—will not rust 
or corrode. 


Easy servicing. 
Loosening two 
screws permits re- 
moval of entire 
burner assembly 
and controls. 


Air for combustion 
enters the unit at 
bottom of burner as- 
sembly. Positive air 
direction minimizes 
pilot outage. 


Write today for information on how 
to obtain a Saf-Aire Dealership. 


Dept. AT-59, Lebanon, Indiana 


oTEWART-WARNER 


HEATING AND AIR CONDITIONING DIVISION 
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METERED LP-GAS SERVICE 


AMERICAN® 
WELDED 
STEELCASE 
WC-45-LPG 
METERS 


SPECIFICATIONS 
Rated capacity 45 cfh propane and 40 cfh 
butane at %-inch w.c. differential — 
5 psi working pressure — 
%-inch F.P.T. connections — 
shipping weight 8 Ib. F.0.8. Philadelphia. 


CONSTRUCTION 
Sturdy, light weight, welded steelcase 
construction — removable soldered top for 
easy meter accessibility — new lifetime 
corrosion protective finish. 


INDEX 
Internal, counter-type index for easy meter 
reading — one-piece, plastic index box 
glass eliminates breakage problems. 


FEATURES 
Bellows-type, molded Duramic diaphragms 
for LP-Gas service — one-piece, Nylon valve 
guides — grommet-type flag rod seals 
for minimum friction. 
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One satisfied customer sells another when you build con- 
fidence and give economical, dependable LP-Gas metered 
service with American® meters. More and more industry 
leaders every day are profiting from the load-building 
advantages of metered service ...and making big SAV- 
INGS: savings in delivery costs—savings in storage space 
— savings in man hours — savings in maintenance costs. 

LP-Gas meters bring “utility-type” service to your cus- 
tomers—helps you sell more gas and gas appliances. To 
learn how you can build loads faster and reduce operating 
costs, write for American’s free booklet, “Guide to LP-Gas 
Metered Service”, or ask your American representative 
for a copy. 

American’s attractive new WC-45-LPG Welded Steel- 
case meters are ideal for average domestic service and 
provide accurate measurement from pilot to full capacity. 
Larger capacity Welded Steelcase, Aluminumcase and 
Ironcase meters also available for small commercial and 


home heating loads. © q 
AMERICAN 


METER COMPANY 


INCORPORATED #tESTABLISHMED 'a367 


GENERAL SALES OFFICE: Pamesetgite 16, Penna. * Albany * Alhambra 


Omaha « Pittsburgh * San Francisco * Seattle * Tulsa * Wynnewood 
IN CANADA: Canadian Meter Company, a Milton, Ontario + Calgary 
Edmonton * Montreal * Regina * Vancouv 

SUPPLIERS TO THE GAS INDUSTRY for pence Tinned Steelcase, Alumi- 
numcase, and Welded Steelcase Meters + rican-Westcott Orifice 
Meters + instruments « Reliance Regulators * Apparatus * Valves 


(Cmmoeage RICAN Atlanta * Baltimore * Birmingham « Boston « Chicago * Dallas * Denver 
METER Erie * Houston * Kansas City * Los Angeles * Minneapolis * New York 
y r 
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TULOMA 


More and more growing distributors and dealers across the 
nation are contracting with Tuloma for better LP-Gas service. 
Here’s why: 


Tuloma has production from more than 50 plants 
and refineries 


Tuloma has strategically located storage — both 
underground and aboveground facilities 


Tuloma has large, modern tank car and truck 
fleets to assure you dependable, on-time delivery 


Tuloma has experienced service personnel who 
are able to help you with your LP-Gas problems 


For a supplier that will help you grow— 


SHIFT TO TULOMA! 


























CUSTOMER 
SERVICE 


DISTRICT OFFICES: Williamsburg, Virginia * Moor- 
head, Minnesota * Salt Lake City, Utah © Billings, 
Montana * Des Moines, lowa * Russell, Kansas ° 


Houston, Texas * Midland, Texas « E! Dorado, Ark. 


TULOMA GAS PRODUCTS COMPANY 
Pan American Building « Phone CHerry 2-3261 
Tulsa, Oklahoma 
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With WILLIAM W. CLARK * Editor 


Make Way for the "Golden Sixties" 


What we feel is the most comprehensive sur- 
vey ever made of the L.P. gas industry is the 
central feature of this, our annual May conven- 
tion number. It was a gigantic task, but it’s 
one we intend to repeat every year, with varia- 
tions. In this way, we’ll build a moving picture 
of the industry, not as it is statically, but as it 
progresses and grows. 

The current survey, however, shows things as 
they are today, not as they will be tomorrow. 
The only crystal-balling is the estimate of equip- 
ment purchases and sales during the current 
year, already four months along. 

Fortunately, a dynamic presentation of a 
highly profitable segment of the industry is now 
at hand. This is the report of H. N. Forman on 
National Propane Corp., the. gigantic LPG dis- 
tribution company which he heads. It ties to- 
gether the pictures of yesterday, today, and 
tomorrow, and it shows tomorrow as a time of 
great promise. 

The story has industry-wide significance be- 
cause of the size of this one company. National 
Propane, organized just five and one half years 
ago, had as of last December 1 more than 300,- 
000 customers and was selling gas at a rate of 
213 million lb per year. 

The chronicle of National Propane shows a 
strong growth trend. From the end of 1956 to 
Dec. 1, 1958, the roster of customers increased 
from 281,558 to more than 300,000. Gas sales 
rose from 183 million lb to 213 million. Con- 
sumption per customer grew from 649 lb to 710. 

The picture of National Propane will be even 
brighter at the end of 1959. On December 1, 
National acquired Arrow Gas Co. of New 
Mexico, adding more than 60 million gal. to the 
sales scale and an amazing 2000-gal. per-cus- 
tomer annual consumption to the total company 
average. This impressive record was built pri- 
marily on the tractor load, for in New Mexico 


it is estimated that more than 98 per cent of all 
farm tractors are fueled with LPG. 

This condition, related to certain other fac- 
tors, has particular meaning for LPG dealers 
everywhere. First, consider that average con- 
sumption in National’s two eastern divisions, 
Conservative in the New York-Long Island area 
and Lehigh in southern New England, is only 
150 gal. per customer. Those markets, obviously, 
have hardly been nicked. In January, the trend 
toward increased freight rates was reversed. 
This, coupled with increased supplies in the 
East, means laid-in costs are going down. 

“As a consequence,” says Forman, “in a few 
years new markets will be opened to us. We 
already have a promising start in the use of 
propane for fork lift trucks. Tractors, irriga- 
tion, weed burning, home heating, and a host 
of other applications will be available to us when 
supplies, at the appropriate price, are available.” 

Similarly, in the Great Plains Division, which 
covers eight midwestern states, per-customer 
usage stands at a modest 250 gal. per year. 
Here too, transportation costs are heading down- 
ward. Furthermore, as Forman points out, “Our 
predecessors had not wanted to come to grips 
with the problem of bulk service. Recognizing 
that the trend in our industry is toward volume 
applications of our product, we took immediate 
remedial steps.” Already, 6000 of some 215,000 
customers in this region have been converted 
to bulk. 

So the best, for National Propane and for 
virtually all LPG dealers, is yet to come. We’re 
moving into what Forman terms the “Golden 
Sixties,” when the boom birth rate of the ’40’s 
will be felt in a sharply increasing rate of family 
formation. Concurrently, the trend toward sub- 
urban living will continue, opening up new 
fringe markets for LPG dealers all over the 
nation. 

This is the sort of story we expect our “mov- 
ing picture” to portray in the years to come. 





H 
i 
4 
{ 
; 
{ 


If your sell the liquefied petroleum 
gas industry... you can sell best in 





l\ ... the pioneer publication of the industry and the leader in advertising volume 
| sisenmmeme, ses? nee for 20 straight years. Published monthly, BPN gives audited circulation of 
BUTANE PROPANE oe more than 15,000 in some 11,600 liquefied petroleum gas plants. It reaches 

s, WA) ~ i every known bulk plant—where 85% of the industry’s buying power is con- 

' centrated—plus all known full-time bottled gas dealers. It serves the men 

actively engaged in the sale and distribution of LP gas and the appliances and 

equipment necessary for its use. A plant count and a job-title analysis of 

readers reflect the breadth and quality of market coverage. Known as “head- 

quarters for LP gas information” since 1931, BPN has won every reader sur- 

vey independently made by advertisers—and by an average margin of nearly 
3 to 1. 


© tu) tu) 


Butane-Propane News is published by Chilton—a company with the resources 
and experience to make each of 17 trade and industrial publications outstand- 
ing. In keeping with policy, the staff of Butane-Propane News devotes full 
time to the publication, striving for editorial excellence and quality circula- 
tion, earning the confidence of readers and advertisers alike. 





hilton 


COMPANY 


Chestnut and 56th Streets + Philadelphia 39, Pennsylvania 


Publisher of: Department Store Economist « The Iron Age * Hardware Age * The Spectator * Automotive Industries * Boot and Shoe 

Recorder * Commercial Car Journal * Butane-Propane News * Electronic Industries * Jewelers’ Circular-Keystone * Motor Age + Gas 

Hardware World * Optical Journal & Review of Optometry * Distribution Age * Aircraft and Missiles Manufacturing * Product Design 
and Development * Business, Technical and Educational Books 





A dependable supply of 
LP-Gas is essential to 
service and sales. More 
independent distributors 
and dealers are teaming up 
with Texas Natural where 
production capacity, storage 
facilities and delivery 


anticipate your needs. 
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Regardless of season. .}. 





Texgas is geared to serve 
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you with product, aids and 
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services to help your sales! 
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TULSA, OKLAHOMA 


PRODUCERS OF: BUTANE ¢ PROPANE ¢ NATURAL GASOLINE 
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In place of the BPN “bug” 
that always identifies 

the first feature page, 
this month's "lead edit" 
sports the 

BPN Market Study “bug,” 
symbol of the monumental 
industry portrait market study 
that begins on page 33. 
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A simple direct-reading 


leak-testing device 


for L. P. gas installations 


EARLE A. CLIFFORD 
Industry Training School 
Farmington, Maine 


LL who have anything to do 
with L. P. gas installations 
agree that no installation should be 
placed in service until it has been 
properly leak-tested. NFPA Pam- 
phlet No. 58 specifies that an L. P. 
gas piping system shall be proved 
free from leaks by the use of a 
manometer or equivalent device 
which will show a drop in pressure. 
The leak - testing device explained 
here is not intended to take the 
place of the conventional pressure 
test, nor is it recommended for 
testing new installations or for any 
installation where, for one reason 
or another, a thorough leak test 
should be made. 
eb wees cae Ook This new idea in leak testing is 
Fig. 1. Direct reading leak testing equipment in operation. Test gauge indicates a very particularly applicable to gas in- 
slight leak in the piping system. Equipment was constructed by students in the Gas Fuel stallations where an occasional test 
Technology department at Southern Technical Institute. is made to assure the operator that 
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Fig. 2. Flow diagram showing the operating principle of the direct-reading leak-testing 


equipment. 


the gas system continues to be free 
from leaks. If a leak is indicated, 
the device shows at once whether 
the leak is minor or serious enough 
to warrant immediate attention. 
The special merit of this method is 
that a test can be made in a matter 
of minutes without the necessity of 
connecting test equipment to the 
system. The gas supply is shut off 
and a glance at a pressure gauge is 
all that is necessary to tell the 
tightness of the piping system. 
Since this test can be made quickly 
and easily, the operator will apply 
it in many cases where he would 
not take the time to make a conven- 
tional check. 


Possible applications 


A few of the specific applications 
for this leak testing method are: 

1. Any commercial or industrial 
installation in which there are more 
than the usual opportunities for 
leaks to develop, whether because 
of the size of the system or because 
the piping is subject to physical 
damage. 
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2. A laboratory or shop where ap- 
pliance testing, experimental work, 
or other use of LPG takes place. 
Frequent changes in gas piping 
may be made and at times a valve 
may be left open or some outlet 
may be left unplugged. 

3. Installations in public places 
where periodic leak tests should be 
made, either voluntarily in the in- 
terest of safety, or as required by 
law. 


The components 


A leak-testing device in actual 
operation is shown in Fig. 1. It 
includes: 

1. A main shut-off valve control- 
ling the piping system to be tested. 
Normally this would be installed 
outside or immediately inside the 
building which the _ installation 
serves. This device tests only that 
part of the system which is down 
stream from the main shut - off 
valve. 

2. A bypass with manual valve 
through which gas at normal pres- 
sure can be introduced into the 


system when the main shut-off 
valve is closed. 

3. A restricting orifice in the by- 
pass line which limits the amount 
of gas which can enter the system 
during the leak test. 

4. A gauge which serves a two- 
fold purpose: it indicates the 
normal operating pressure of the 
system at all times, and it shows 
how much pressure is built up in 
the system during a leak test. The 
operating range of the gauge is 
marked off in three divisions, which 
—assuming a low pressure system 
operating at 11 in. we—would be: 

0-5 in. we (marked in red)—If 
the pointer comes to rest in this 
pressure range, a serious leak is 
indicated. The gas should not be 
turned on until the leak is located 
and repaired. 


5 to 6 in. we (marked in yellow 
or orange)—When the pressure is 
at this point, it indicates a leak or 
leaks equivalent to the restricting 
orifice in the test equipment. The 
orifice size has been selected for a 
particular installation and was de- 
termined on the basis that a leak 
of equivalent size would not result 
in a combustible mixture of gas and 
air being formed in less than some 
predetermined time. Usually this 
time limit would be the longest 
period during which the room or 
building would be unoccupied. 

6 to 11 in. we (marked in green) 
—Pressure in this range indicates 
a “safe” leak, one that is smaller 
than the predetermined standard, 
as represented by the size of the 
restricting orifice. If the gauge 
indicates the full pressure of 11 in. 
we, there is no leak. With a tight 
system it will normally read more 
than 11 in. we because it is register- 
ing the lockup pressure of the regu- 
lator with no load. Actually, this 
test for absolute tightness is supe- 
rior to the manometer test because 
it is operated at slightly more than 
normal operating pressure, rather 
than at 9 or 10 in. we, as is fre- 
quently the case. This test method, 
of course, does not test the system 
between the main shut-off valve and 
the fuel container. 


Facilitates leak searches 


One interesting and valuable 
feature afforded by the method un- 
der discussion is that it facilitates 
the search for leaks, if they are 
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Leak-testing ... Orifice should be equivalent 
in size to that of the maximum leak 





indicated. Assume, for example, 
an installation with several auto- 
matic appliances, all of which are 
equipped with 100 per cent pilots. 
If the system is shut down, the 
safety valves close and no gas will 
escape, provided, of course, there 
are no leaks. This method shows 
the condition of the system from 
the instant the gas is shut off. 
The gauge immediately indicates 
a serious leak. Then, as one safety 
valve closes, the pointer jumps up 
a little. Another one closes and 
the pressure comes up still more. 
When the final safety shut-off 
closes the pointer goes up to 11 in. 
we or a little higher, proving that 
there are no leaks. 

The same pattern is followed 
when searching for leaks. At the 
start, the gauge may be in the red 
indicating a serious leak. A branch 
line to a space heater is shut off 
and the pressure remains the same, 
so the line is apparently tight. 
Next, the water heater line is shut 
off. Immediately, the pressure 
comes up a few inches, but is still 
in the red. Evidently there is a leak 
in this line, but there are other 
leaks. A floor furnace line is shut 
off and immediately the gauge 
swings up into the green, register- 
ing about 10 in. we. The leaks have 
been reduced to safe proportions 
and the gas may be turned on so 
the remaining small leaks can be 
located with soap and water. After 
all leaks are located and repaired, 
the main valve is closed and an- 
other test made. 


Operating principle 


The operating principle of this 
testing method is shown in the ac- 
companying drawing (Fig. 2). With 
the main valve, “A,” closed, gas 
travels through the shut-off valve 
“B” and the restricting orifice. The 
pressure which the gas is able to 
build up in the piping system is 
registered on the pressure gauge. 
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Full pressure will be registered on 
the gauge if the system is gas tight. 
On the other hand, a serious leak 
in the system prevents pressure 
from building up because it escapes 
through the leak as quickly as it 
enters through the orifice. 

When a leak is equivalent in size 
to the restricting orifice, the gauge 
will register between 5 and 6 in. 
we. Assume that such is the case 
and that with a normal line pres- 
sure of 11 in. we the gauge reads 
5% in., which is the pressure in 
the piping system under test. At 
the orifice, the pressure on the up- 
stream side is 11 in. while on the 
downstream side, there is a back 
pressure of 5% in. we. The net 
pressure available to force the gas 
through the orifice is 11 minus 514 
or 5% in. Therefore, both the ori- 
fice and the gas leak are subject 
to the same pressure. With the 
pressure stabilized, it is obvious 
that the same volumes of gas are 
flowing through both the orifice 
and the leak. If the pressure and 
volume of flow are the same, the 
openings through which the gas is 
flowing must also be the same. 

It is obvious, too, that if the test 
gauge shows only 1 in. we pressure, 
the leak must be larger than the 
restricting orifice, since at only 1 
in. of pressure, it is passing the 
same volume of gas as the orifice 
is passing at 11 minus 1 or 10 in. 


A sample case 


The size of the restricting orifice 
used in the test depends on the 
specific application. As a rule, the 
orifice should be equivalent in size 
to that of the maximum leak which 
could be tolerated without undue 
hazard. A specific example: 

A small laboratory is 15 x 30 x 
10 ft with a total volume of 4500 
cu ft. The lower limit of flamma- 
bility of propane is 2.4 per cent, 
therefore it would require 4500 x 
0.024, or 108 cu ft of gas, to form 


a combustible mixture. The lab is 
closed from Friday night to Mon- 
day morning for a total of 64 hours. 
The largest leak which could be 
tolerated here is one which would 
require 64 hours to form a com- 
bustible mixture on the assumption 
that the room is perfectly tight. 
Since, actually, there will be many 
air changes during the 64-hour 
period, this introduces a consider- 
able safety factor. If 108 cu ft of 
gas escape in 64 hours, the rate per 
hour would be 108 divided by 64 
or 1.7 cu ft. In terms of Btu this 
is equivalent to 1.7 multiplied by 
2525 or 4293 Btu per hour. An 
orifice table will show that a No. 
73 orifice has this approximate ca- 
pacity and is the size for this par- 
ticular installation. 

If, during a leak test, the gauge 
indicates a pressure of 51% in. we, 
the leakage at normal pressure is 
approximately 1.7 cu ft per hour. 
With a leak of this size, the gas 
can be turned on without any im- 
mediate hazard, since it would take 
over two days to form an explosive 
mixture. The yellow zone, how- 
ever, suggests caution, and the leak 
should be attended without much 
delay. 


The device in action 


How well this test method works 
in daily use is demonstrated at 
Southern Technical Institute. An 
instructor arrives at the Gas Fuel 
Lab fifteen minutes before class, 
intending to use gas for a demon- 
stration but he finds someone has 
shut off the main valve. Under 
such conditions, one doesn’t just 
turn the gas back on for someone 
may have found a bad leak, repairs 
to the piping may have been started, 
or some one may have removed an 
appliance, leaving an outlet wide 
open. There isn’t time before class 
for a careful check of the piping 
system but this isn’t necessary, 
since the leak-testing device was 
installed at the main shut-off valve. 
The instructor opens the valve in 
the leak-testing equipment and 
within one-half minute, the gauge 
registers 11 in. we, indicating the 
system is tight. He has followed 
the rule which should govern all 
those who handle LPG: Never turn 
gas into a system until you know 
that it is safe to do so. & 
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2. The first step in the process is the grinding of 
the wood to a fine cedar, samples of which are 
shown by plant superintendent Ben Williamson Jr. 
The shavings are then placed in one of four large 
vats (background), where high-pressure steam dis- 
tills out the oils. The remaining pulp, which was 
once used as a fuel for the boilers, is now sold to 
oil firms for plugging large formation openings. 
Following extraction, the oil and accompanying 
water vapor are condensed by passing them through 
a series of pipes immersed in cold water, after 
which they are piped to a separator where the pure 








|. Raw material for the cedar oil are these sprawling stacks of cedar oil is drawn off, barreled, and shipped to the 
posts, hauled in from nearby farms. The plant grinds up about perfume manufacturers. 
22,000 Ib of posts per day, extracting oils for shipment to perfume 


manufacturers. 


Perfume from cedar stumps— 





with an assist from LPG 





At the plant of Texas Cedar Oil Co., 
located in tiny Glen Rose, Texas, LPG- 
| fired boilers are distilling highly prized 
oils out of cedar posts for use in making 
some of the world's finest perfumes. 





. William hecks th + the boiler. Th i 
3. LPG for firing the boiler is stored in two 5000-gal. tanks. The mecha gaane bere athens plea ORR oe 


vaporizer, especially designed and rigged by engineers at Lone 
| Star Gas Co., is located at the side of the boiler building, 125 
ft from the tanks. About 2800 gal. per day, at a peak load of 
] approximately 350 gal. per hour, is used to supply heat to the 
i boiler. Feed water runs to about 2000 gal. per hour on full 
operation. gy > 


dips 


burned in three throttling burners of the nozzle-venturi type manu- 
factured by Webster Engineering. Fisher and Minneapolis-Honey- 
well controls are used. 
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market study 


HE L.P. gas industry is a vast and diversified 

one. No two dealers operate exactly alike, 
nor do they have identical sets of problems. It’s 
a growing industry, as we well know; estimates 
of the rate of growth have placed it high up on 
the scale of all industries. At various times, it 
has been said to rank No. 2 in this respect, be- 
hind the fabulous electronics business. 

With growth, the total industry pattern con- 
stantly changes. This is the day of mergers, and 
LPG businesses are no exception. As a company 
grows it changes from a proprietorship to a part- 
nership or to a corporation, or to a subsidiary or — 
operating arm of another corporation. It may 
eventually become publicly underwritten. 

The old ways of doing business change. Dealers 
no longer can count the change in their pockets 
at the end of the day to determine how much 
profit they made. They analyze costs carefully. 
They figure profits in mills per gallon. They 
weigh net before taxes against total investment 
to ascertain whether they are better off in busi- 
ness or in a backyard hammock, letting their 
money earn more in outside investments. 

Then along come new dealers, fighting and 
clawing to get a foothold in the industry. The 
scene changes, and so do the actors. 

What are the characteristics of the industry as 
it stands today? We think it’s time to make a 


- profile of it, to see what it looks like. This is the 


purpose of the first annual BPN survey of the 
LPG business. 
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How the survey 
was conducted 

































































of information indicative of how this rome section of 
the industry operates. 3 cane 

Using these, the research department es am, 
a number of useful relationships including some non- 
financial operating ratios which can be used as yard- 
sticks against which the individual dealer can gauge . 
his own operating policies. ae 

In the preparation of this study, thas sold skein oe 
analyzed in several different ways to give : ‘ng ont 
plete a picture as possible. et 

The first article treats of the “composite dealer 
an embodiment of industry averages. In str 
average for each category, dealers who faile 
spond in that category were eliminated. This 
duced an across-the-board average un 
“half-answers.” Zh 

In the “industry profile’ article, the intent 
to show operating relationships—number poops he 
selling househeating, for example, weighed pninst 
total number of dealers. 

Carrying this interpretation a step farther, we 
have attempted in the third article to analyze dealers 
by size and by geographical location. In the case of 
the former, four subdivisions were made. These were 
selected on the basis of characteristics that appeared 
to be common to a majority of the dealers in a par- 
ticular bracket. Geographical breakdown was made 
on the basis of the Bureau of Mines “district” sys- 
tem, used for reporting annual product sales. 

The two articles that follow in sequence are self- 
explanatory. One discloses what the respondents 
expect to spend to build their businesses in 1959. 
The other shows what they expect to sell in the way 
of appliances and appurtenant equipment. __ 

The study concludes with a projection of these 
figures on an industry basis. 








Wealth of statistics compiled in the survey 
is dramatically displayed by BPN research department peemanl 


The composite 


HE “composite dealer” is an amalgamation of all 

dealers reporting in the survey. He is neither 
an “average,” a “median,” nor a “normal” dealer. 
He’s simply a straight cross-section of the informa- 
tion tabulated from the survey, and he is presented 
as a comparison against which the dealer can mea- 
sure his own business. 

He’s most useful when considered as a compilation 
of ratios. For example, his capital investment is only 
useful when it is related to the number of customers 
he has. Similarly, his storage capacity is only mean- 
ingful when it is analyzed in terms of annual turn- 
over, number of customers, and the like. 

The composite dealer has 1383 customers, and his 
per-customer capital investment is $114. The largest 
segment of customers is domestic, which total 1203. 
Nearly half of these—548—use LPG for househeating 
as well as for the other household applications. 

He has a growing roster of commercial customers, 
currently totaling 73, making this category his No. 2 
market. Agricultural customers (excluding farm do- 
mestic customers) rank next with 48. Carburetion 
users add up to 22, and the 1383 total is rounded out 
with some 388 customers who fall into the “other” 
category, which includes primarily industrial firms. 

The composite dealer’s cylinder gas customers out- 
number his bulk customers by the narrow margin of 
35. He has 709 cylinder gas customers, of which 79, 
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dealer 


or slightly more than 11 per cent, are metered. 

He has 674 customers on bulk service, of which 73, 
or slightly less than 11 per cent, are metered. 

Meters are slowly gaining ground in a number of 
areas. Since the figures cited are an across-the-board 
average, they would not reflect the fact that many 
dealers have no metered accounts while a few have 
almost 100 per cent of their customers on meters. In 
most cases, however (as will be shown subsequently), 
a dealer who does have metered accounts still has 
many more that are not metered. 

The composite dealer’s capital position is strength- 
ened by the fact that he owns only 45 per cent of his 
customer’s tanks, while the other 55 per cent have 
been sold to the customer. 

When he goes to bulk sales, a dealer is likely to 
concentrate most of his efforts in the larger sizes of 
tanks. The industry average comes out to the rather 
unlikely figure of 442 gal. per tank. 

Bulk storage on the plant premises averages 3514 
gal. per customer, including both bottled and bulk. 
Sales average 782 gal. per year per customer. These 
figures can be compared to show that his turnover 
of inventory averages 22 times per year, or approx- 
imately every 2% weeks. 

The composite dealer has almost two service 
trucks or, more precisely, one for every 717 custom- 
ers. He has 1.2 cylinder trucks, for an average of 
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one for every 591 cylinder customers. His fleet of 
tank trucks totals 2.3, or one for every 293 bulk cus- 
tomers. His tank truck capacity per bulk customer 
is 7.6 gal. 

He has eight and one-half employees, or one for 
every 162 customers. As an average, four are driv- 
ers, one is a salesman, one and a half are office per- 
sonnel, and slightly more than two are combination 


employees. His investment per gallon sold is 14.2 
cents. 

The composite dealer is, of course, merely a “phan- 
tom.” A more representative picture of how an LPG 
dealer operates can be obtained only by more search- 
ing analyses of the survey returns. The first such 
analysis, in the form of an industry profile, begins 
on the next page. 
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HIS CUSTOMERS 


total 1383, who use an average of 782 gallons 
of fuel per year 


Domestic . . . 1203 


nearly half, 548, use LPG for 
house-heating 


HIS FACILITIES 


are valued at $114 per customer, or 14.2¢ for 
every gallon sold. 


Service Trucks . . . nearly 2 
1 for every 717 customers 





Commercial . . . 73 


Cylinder Trucks ... 1.2 
1 for every 591 customers 





Agricultural... 48 


Tank Trucks . . . 2.3 
1 for every 293 customers 





Carburetion ... 22 


Drivers ...4 





Other... 38 


primarily industrial firms 


Salesmen... 1 





Cylinder... 709 
79, or 11%, are metered 


Office Personnel... 1/2 








Bulk .. . 674 
73, or 11% are metered 


Combination Employees...2 


employees total 8% or 1 for 
every 162 customers 
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market study 


HE portrait of the composite dealer gives one 

view of the industry, but a much better picture 
can be obtained by posing the surveyed dealers en 
masse. When projected, the total figures of this 
“group shot” can give an accurate approximation of 
the entire industry, but they are revealing in them- 
selves, and present an interesting study, an industry 
profile. 

The survey covers 488 dealers, the smallest of which 
has under 100 customers. The largest has 47,200. As 
we noticed in our study of the “composite” dealer, the 
“average” has 1383 customers. But a truer figure is 
the median, the dealer, who stands in 244th or 245th 
place in the survey, midway between the largest and 
the smallest. He has 800 customers. 

The grand total of customers represented in the 
survey is 675,081, which represents about 7 to 8 per 
cent of the industry’s estimated total of about 9 mil- 
lion. The total gallonage sold by surveyed dealers in 
1958 was 496,331,816, about 11.4 per cent of all gal- 
lonage sold throughout the industry, excluding non- 
retail uses such as gas manufacture, industrial, and 
chemical manufacture. 
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What sort of customers do these dealers have? It 
is probably safe to assume that all have domestic cus- 
tomers, although this could not be proved from the 
survey. Four companies gave no totals of customers 
and 37 others, who serve 35,016 customers, gave no 
breakdowns of their totals. 

Growing diversification of loads was _ indicated. 
Three-hundred forty-four of the 447 who furnished 
breakdowns have commercial customers, 211 have 
agricultural customers, 356 have carburetion cus- 
tomers, and 57 have customers in “other” categories, 
principally industrial. 

If it were possible to break down gallonages by 
categories, it is probable that some dealers would 
show strong percentages in these non-domestic mar- 
kets. Many non-domestic loads have higher usage 
than domestic loads. It is a safe assumption that load 
diversification is excellent for about half the com- 
panies. 

Diversification is needed to offset the fast increase 
in househeating customers. At least 88 per cent of 
all dealers sell gas for househeating. But the actual 
percentage is probably even higher, for of the 438 
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Profiling the industry through survey totals 


Overall figure: (488 dealers furnished figures): a total of 675,081 customers (a median 
of 800 customers per dealer) used a total of 496,331,816 gal. 


Dealers handling various types of loads: 
(447 furnished figures) 

domestic—447 

househeating—430 

agricultural—2| | 

carburetion—256 

other (primarily industrial) —57 


Number of customers for each load: 
(447 furnished figures) 


domestic—55 1,283 
househeating—251 ,765 
agricultural—22,010 
commercial—34,327 
carburetion—10,729 
other (industrial}—4,816 


Cylinder vs. bulk: 


(465 furnished figures) 


405 handle cylinders, 16 of them exclu- 
sively, for 319,248 customers 

415 handle bulk gas, 60 of them exclusively, 
for 303,518 customers 


dealers who answered the question on househeating, 
only eight stated that they had no househeating cus- 
tomers! 

Agricultural loads are generally conceded to be the 
No. 1 offsetting factor in balancing out the load. How- 
ever, only 44.7 per cent of the dealers who sell gas 
for househeating also sell it for agricultural purposes, 
so it would appear that more than half have a peak- 
and-valley problem. Year-around loads such as com- 
mercial and industrial help too, of course. 
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Bulk tank ownership: 
(465 furnished figures) 


45.3 per cent owned by dealers 


Meters: 

(465 furnished figures) 

35 of 465 dealers have metered cylinder 
customers totaling 36,383 

217 of 437 dealers have metered bulk cus- 
tomers totaling 33,067 


Ownership: 

(482 furnished figures) 

257 corporations with average capital in- 

vestment of $154,444 (1/3 were abov 
average, 2/3 below) 

142 proprietorships 

83 partnerships 


Trucks: 
(483 furnished figures) 


443 dealers have a total of 1193 bulk 
trucks, or | per 23,224 gal. storage 
capacity 

418 dealers have a total of 920 service 
trucks 

287 dealers have a total of 598 cylinder 
trucks 


Most dealers, including some of the largest, sell gas 
in cylinders. Of 465 who answered the survey ques- 
tion on this point, 405 have cylinder gas customers. 
Sixteen serve gas in cylinders only. On the other 
hand, 415 of the 465 sell gas in bulk—60 of them in 
bulk only. 

Bulk tanks and househeating installations generally 
go hand in hand. Only nine dealers with househeating 
loads use cylinders exclusively. Eight others failed to 
indicate whether they use any tanks. So at least 411 
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Radio dispatching: 


(484 furnished figures) 
108 dealers or 22.3 per cent have radio 


dispatch service 


Appliances: 

(485 furnished figures) 

431 dealers or nearly 90 per cent handle 
appliances 

431 out of 485 sell LPG appliances 

152 out of 439 sell electric appliances 

445 out of 479 install appliances 

460 out of 477 service appliances 

296 out of 479 install central heating 

390 out of 456 service central heating 


Replacement parts inventories 


of bulk plant dealers: 
(445 furnished figures) 


353 stock appliance controls worth 
$213,488 

234 stock burner equipment worth 
$97,951 

419 stock copper tubing worth $232,606 

414 stock regulators worth $213,384 

381 stock valves worth $98,800 

303 stock venting and ducting material 
worth $162,252 


of the 430 dealers having househeating customers 
serve them in bulk tanks. However, 50 dealers showed 
a smaller inventory of tanks than househeating cus- 
tomers, so it is probable that a smattering of cylinder 
househeating customers still remain in many areas. 
Customer storage in tanks tends to be fairly gen- 
erous. By far the largest number of dealers use the 
500-gal. size. Some, however, size their tanks accord- 
ing to the market radius—that is, more remote cus- 
tomers have larger storage than the closer ones. 
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Ownership of the tanks on customers’ premises is 
fairly evenly split between dealer and customer. Where 
figures were made available, 54.7 per cent of the tanks 
were owned by the customer and 45.3 per cent by the 
dealer. Only 43 of the 488 dealers stated they owned 
no tanks at all. Twenty-three others failed to reply. 

It is clear that there is a swing toward metering 
of accounts among a number of dealers. This is not 
so apparent among cylinder accounts, however, as it 
is with bulk. Only 25 indicated they have metered 
cylinder accounts, and in most cases even these com- 
panies still have more unmetered customers than 
metered. 

The best approximation of the percentage of metered 
bulk accounts among dealers who offer this type of 
service would be between 10 and 11 per cent, accord- 
ing to the survey. Some of the operators did not tell 
how many metered customers they have. Those who 
did supply this breakdown serve 303,518 bulk cus- 
tomers, of which 10.9 per cent are metered. 

Reliable reports indicate this swing will continue, 
but it will be slow. The momentum is increasing, 
but most dealers are too conservative to make the 
change in a single leap. A conversion to meters en- 
tails a sizeable outlay of capital and some basic 
changes in operating procedures. It has gained its 
foothold chiefly on the basis of success through limited 
trials. 

An analysis of ownership shows a definite trend 
toward incorporation. More than half the companies 
reporting are now incorporated. While most of the 
larger ones have this type of legal organization, they 
have no monopoly on it. If we' take $154,444 as our 
“average” capital investment figure, we find that there 
are 64 corporations with investments exceeding that 
figure, and 127 below it. Sixty-six corporations re- 
porting cannot be classified because they failed to give 
an investment figure. 

On the other hand, there are still some fairly size- 
able companies that are not incorporated. Eleven in 
the $154,444-plus bracket are proprietorships and an 
equal number are partnerships. 

Another reliable gauge of size is gallonage sold. 
More than one-third of all dealers answering the sur- 
vey surpassed the 1-million-gal. mark in 1958. The 
median figure—that is, the one midway between the 
largest and the smallest—was 650,000 gal. 

In their fleets, most dealers are well equipped with 
service trucks. More than 85 per cent have at least 
one service vehicle, and a good many of them have 
more. 

Of the 488 dealers, all but two answered the ques- 
tions relative to cylinder truck fleets. Two-hundred- 
eighty-seven have one or more cylinder delivery trucks 
—most have at least two, the total running to 598 
such vehicles. 

Nearly all dealers who sell gas in bulk have their 
own bulk delivery trucks. The ratio of tank truck ca- 
pacity to bulk storage capacity is 1 to 1114; that is, 
each dealer responding to this question has 11% gal. 
of bulk storage capacity for every gallon of tank 
truck capacity. In numbers of vehicles, he has one 
tank truck per 23,224 gal. of bulk storage capacity. 

Like customer meters, radio for dispatching is gain- 
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ing. Today, more than one out of every five companies 
uses radio in some combination or other. Most of 
the 22.3 per cent of the dealers who have radio equip- 
ment have a single base station and three or four 
mobile units. Local factors, such as terrain and con- 
centration of customers, however, influence the choice 
of systems. Thus one dealer with 5000 customers has 
four base stations while another with only 1800 cus- 
tomers has three. 

As we noted in the previous article, the average 
dealer employs one person for every 162 customers, 
and half of these are drivers. The smaller companies 
do not employ full-time salesmen. As a rule, only 
slightly less than half do. It must be borne in mind, 
however, that in many companies “combination” per- 
sonnel handle sales as one of their main duties; fur- 
thermore, there are still some one-man companies 
operating, and in many of these the owner is salesman 
as well as driver, bookkeeper, and general manager. 

Just under 90 per cent of the companies are in the 
appliance business. Surprisingly, perhaps, more than 
a third of them sell electrical appliances as well. For 
the most part, however, they do not sell such appli- 
ances as are competitive with the LPG counterpart, 
nor do most of them carry a large line of electric 
equipment. A few of them sell only those electric 
appliances that have been traded in on gas models. 
In general, the majority carry only such items as 
electric refrigerators, window air conditioners, and 
possibly radios, television, and the like. 

Most of the dealers who sell appliances also stock 
them: of 431 “merchandising” dealers, only 15 or 3.5 
per cent do not. An additional 34 sell appliances but 
furnished no inventory value. Using the figures avail- 
able, we found that the average inventory of 382 
dealers is $8651. 

Practically all dealers install and service appliances, 
even if they do not sell them. This is sound operating 
practice in view of the importance, to the dealer as 
well as the customer, of equipment that functions 
efficiently. This is particularly noticeable in the field 
of central heating equipment, where 85.5 per cent of 
the dealers service such installations and 61.6 per 
cent install them as well. 

This emphasis on servicing appliances is evidenced 
in the size of replacement parts inventories carried 
by dealers. The 353 bulk plant dealers who answered 
the question stock an aggregate $213,488 of appliance 
controls. Only 84 do not stock them. Fifty-one do 
carry a line but placed no inventory value on it. 

Copper tubing is another popular stock item. Four- 
hundred-sixty-eight dealers carry it in inventory while 
only 20 do not. Four-hundred-nineteen assigned an 
aggregate inventory value of $232,606 on their tubing. 

Regulator inventories are about on a par with those 
of appliance controls and tubing. Of 488 dealers, 464 
keep regulators in stock. An inventory breakdown 
by 414 shows an aggregate value of $213,384. 

A somewhat smaller number, 433, stock valves, but 
dollarwise the aggregate inventory is less than half 
that of regulators. The 381 dealers who furnished a 
tabulation showed a figure of $98,800. 

In numbers of dealers, venting and duct materials 
ranked next, with 356 dealers stocking these items, 


and 303 providing inventory figures totaling $162,252. 

Burners of all sort—industrial, agricultural, ete.— 
are carried by 281 dealers. The 234 who gave a break- 
down carry, together, $97,951 worth. 

This, then, is a broad view of the industry, as re- 
flected in the survey. It’s a heterogeneous industry 
that divides in many ways into many different classi- 
fications. For a closer look at its character, we make 
two broad breakdowns, by size and by geographical 
division. 
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STRATA STUDY 
By Dealer Size 


REMARKABLE similarity exists among the va- 
A rious LPG distributor-dealers in the matter of 
operating policies, even when they are segregated as 
to size. There is little to choose between the larger 
companies and the very small in the matter of over- 
all operations. Only on a few relatively minor points 
are any real differences evident. 

One might naturally expect that the larger com- 
panies with keener management would have: deepest 
market penetration, greatest diversification of loads, 
largest ratio of bulk-to-bottled installations, highest 
inventory turnover, best selling and servicing organ- 
izations, and largest percentage of metered customers. 
It’s not necessarily so. In some respects they do excell, 
but in others the small fellow seems to have a dis- 
tinct edge. 

Consider diversification, for example. Here the 
smallest companies are undisputably ahead of their 
bigger brothers. In househeating, which is a good 
measure of market penetration, they also lead. Fur- 
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thermore, their bulk-to-bottled ratio is also higher. 

In the other categories, the larger companies have 
the edge, but the differences are not always too clear- 
cut. 

In order to make the analysis by size, we set up 
four arbitrary categories to provide a fair numerical 
balance. The largest companies, those with 2500 or 
more customers, were placed in Class 1, the smallest, 
numerically, with 55 companies. Class 2, companies 
with between 1000 and 2499 customers, covers 137. 
Class 8, companies with 500 to 999 customers, is the 
largest, having 162. Class 4, companies with less than 
500 customers, has 129 dealers. 

Surprisingly, in the matter of load diversification, 
the percentage grows progressively from Class 1 to 
Class 4. Of Class 1’s customers, 92 per cent are do- 
mestic, and of these 35 per cent use gas for house- 
heating. Agricultural customers make up 2.3 per cent 
of the total, commercial 5 per cent, carburetion 114 per 
cent, industrial about 1 per cent. In succeeding classes, 
domestic customers decrease proportionately to 8714 
per cent, 85.3 per cent, and 81 per cent. Commercial 
customers remain fairly constant, within a percent- 
age point or two of 5 per cent, as do industrial. Both 
agricultural customers and carburetion customers in- 
crease sharply among the smaller dealers. Class 2 has 
814 per cent of its load in agricultural customers, and 
1% per cent in carburetion customers. Class 3’s agri- 
cultural customers are 5.1 per cent of its total, carbu- 
retion, 2.4 per cent. In Class 4, agricultural customers 
soar to 9.6 per cent, and carburetion customers in- 
crease to 5 per cent. 

In market penetration, the smallest dealers also 
come off best. Their househeating load is a much 
higher percentage of their total domestic load than 
that of the largest companies. In Class 1, only 35 per 
cent of all domestic customers use gas for househeat- 
ing, but in Class 2 the percentage rises to 52 per cent, 
in Class 3 it is 64 per cent, and in Class 4 it soars 
to 77 per cent. 

Several plausible explanations for these differences 
in both diversification and penetration come to mind. 
The larger dealers are located, for the most part, 
closer to larger population areas, where the fuel oil 
dealer is a competitive factor. They must battle 
harder for their share of the househeating market. 
For the same reason, smaller dealers have a larger 
agricultural market to exploit and carburetion con- 
versions (tractors, particularly) go hand in hand with 
this. 

Their relationships with their customers are also 
on a more personal basis, which increases their 
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chances to sell more uses to a single user. Also, they 
may be forced by their larger competition into scratch- 
ing more deeply on a more limited market population. 

Differences in load characteristics among various 
size classes are reflected in the larger percentages of 
bulk customers among the smaller dealers. Class 1 
customers are 54 per cent on cylinders and 46 per 
cent on bulk. Among Class 2 companies, bulk out- 
strips cylinders, 51.5 per cent to 48.5 per cent. In 
Class 3, 57.5 per cent are on bulk, and in Class 4 the 
bulk percentage hits its peak, 61 per cent. 

As might be expected, since the largest dealers are 
the best capitalized, the highest percentage of metered 
installations is in Class 1. Nine per cent of their cus- 
tomers, roughly 1/6 of their cylinder customers, are 
on metered cylinder service, while 6 per cent of their 
customers, or 4% of their total bulk customers, are 
on metered tank service. In Class 2, 3.8 per cent of 
all customers receive metered cylinder service, 4.6 
per cent, metered bulk service. In Classes 3 and 4, 
metered cylinder service is negligible, but metered 
bulk service is a respectable 6.7 per cent and 3.7 per 
cent, respectively. 

This tends to show a definite interest in metering 
throughout the entire range of companies, from the 
largest to the smallest. The market is there, up and 
down the line. 

Also as might be expected, the largest companies 
are the strongest in merchandising appliances. In 
Classes 1 and 2, more than 93 per cent actively sell 
appliances. The percentage drops only slightly, to 89 
per cent, in Class 3, while the smallest dealers, those 
in Class 4, have the smallest merchandising represen- 
tation, 78 per cent. 

Since nearly all dealers who sell appliances (plus 
many who don’t) also install and service them, it fol- 
lows that the percentages of dealers who perform this 
work are highest in the larger classifications. In 
Class 1, 96 per cent service and install; in Class 2, 
951% per cent; in Class 3, 94 per cent. The only 
noticeable drop is in Class 4, where only 69 per cent 
service and install. 

If the larger dealers don’t show as large a percent- 
age of carburetion customers, they do match their 
smaller brothers in making conversions. There is 
little variation in this among the top three classes: 70 
per cent in Class 1, 68.6 per cent in Class 2, and 72 
per cent in Class 8. Class 4 has the largest percent- 
age of carburetion customers, but the fewest dealers 
making conversions, 59 per cent. 

The use of radio dispatching offers few surprises 
when analyzed on the basis of dealer size. In Class 1, 
54 per cent of the dealers use it, but the percentage 
drops off in almost geometric progression to 2514 per 
cent in Class 2, 16 per cent in Class 3, and 13 per 
cent in Class 4. Aside from the high percentages 
among the larger classes of dealers, perhaps the most 
remarkable aspect of radio usage is the way the small 
dealers are taking to it. Considering that Class 4 
dealers have an average of only 273 customers, the 13 
per cent figure looms rather large. It certainly indi- 
cates that even the smallest dealers want to be pro- 
gressive and are diligently searching for ways to im- 
prove service and costs. 
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IFFERENCES between various segments of the 
industry become much more apparent when 

dealers are classified geographically. The Eastern 
dealer, the Southern dealer and the Rocky Mountain 
dealer are almost “different breeds” in some respects. 
To examine this situation more closely, we divided the 
survey dealers into the five districts devised by the 
Bureau of Mines: the Eastern Seaboard, the South, 
the Midwest, the Rocky Mountain states, and the Far 
West. 

Among the rather sharp differences discovered be- 
tween the districts were these: 

The South has the highest percentage of house- 

heating customers to total domestic customers and 

the Eastern Seaboard has by far the lowest. 

Per-customer usage in the East is less than one- 

third that in the South. However, the Rocky Moun- 

tain states lead all districts in this category. 

The East is the highest in cylinder deliveries (vs. 

bulk) while the South is the lowest. 

Metered installations and radio dispatching have 

caught on more quickly in the East and South than 

in the other districts, although radio is catching on 

in the Midwest. 
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Studying the figures in more detail, we find that 
the usage per customer ranges from a surprising 
1299 gal. in the sparsely-settled Rocky Mountain re- 
gion down to 288 gal. per customer in the East. The 
South and Midwest are nearly even, with 935 and 917 
gal. per customer, respectively. The Far West lags 
somewhat with a respectable 793. It should be pointed 
out that all these figures err on the side of con- 
servatism: actual usage is somewhat higher than 
shown, since not all dealers responding in the survey 
furnished gallonage figures. However, the margin of 
error is small. 

In househeating, the South shows a very high satu- 
ration, 77 per cent of all domestic customers using 
gas for this purpose. The Rockies, with the highest 
per-customer usage, are next with 66 per cent. In 
the Far West, saturation eases off to 60 per cent, and 
in the East, it drops to 25 per cent. However, even 
in the East most dealers do have some househeating 
customers, 65 out of the 75 participating in the 
survey. 

There is not much to choose among the districts, 
regarding percentage of domestic to total customers. 
All hover around the 90 per cent mark, except for 
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the Far West, which has 79 per cent domestic. 

In the Far West, the domestic figure is reduced by 
a high percentage of commercial installations, 12.3 
per cent. This compares with 7 per cent commercial 
in the East, 5.5 per cent in the Rockies, 4.6 per cent 
in the Midwest, and 2.4 per cent in the South. 

The Far West’s domestic percentage is further 
trimmed by a 7 per cent agricultural load. The South 
is next with 5.3 per cent. 

Carburetion is still not a very heavy load anywhere, 
customerwise. In the East only 0.5 per cent of all 
customers use LPG for this purpose. The highest per- 
centage is in the South, where it accounts for 3.6 per 
cent. The Rockies have 3 per cent of all customers on 
carburetion; the Far West, 1 per cent; the Midwest, 
2.2 per cent. However, in many cases usage per cus- 
tomer is high, so in the South and in the Rockies, it 
can be considered a particularly valuable load. 

More significant, however, is the even distribution 
of dealers who serve carburetion customers. In the 
Midwest, 152 out of 247 dealers reporting do: in the 
South, it’s 35 out of 90; in the East, 35 out of 75; 


and in the Far West, 17 out of 34. These are all con- 
servative figures because 25 dealers did not answer 
the question. 

In bulk service, the South is closely rivalled by the 
Far West. While 87.7 per cent of all customers in 
Dixie are on bulk service as opposed to bottled, the 
figure is 82.3 per cent in the West. The Rocky Moun- 
tain states report 69 per cent bulk service; the Mid- 
west, 46.2 per cent; and the East, 37 per cent. 

The saturation of customer meters in the East is 
exceptionally high with 23 per cent of all cylinder 
customers and 22.3 per cent of all bulk customers on 
meters. In the Midwest, 4.1 per cent of all cylinder 
service is metered, but in the other areas, it’s only 
one or two per cent. 

On metered bulk service, however, two other areas 
make a good showing. The Midwest has 11.4 per cent 
of its bulk customers on metered service and the Far 
West has 8.7 per cent. 

In appliance sales, installation, and servicing, the 
figures across the country are quite uniform. In the 
East, 72 of 74 dealers answering the question sell 
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appliances. In the Rockies, the figures are 24 out 
of 26 replies. Similarly, in both the South and the 
Far West, the ratio is 90 per cent or better. It’s only 
in the Midwest that any drop is shown, but it’s only 
to 86 per cent. 

Percentage figures for installation and servicing 
are almost identical, region by region, with sales 
percentages. 

Happily, dealers in every part of the country ap- 
pear to be getting into central heating installation 
and servicing. In the East, even with its low house- 
heating saturation, more than half the dealers re- 
porting, 39, install central heating and 61 of them 
service it. Every other district does as well or better. 
In the Midwest, 145 of 247 dealers install, 200 ser- 
vice. In the South, where milder climates demand a 
smaller ratio of central heating to other types of 
heating units, 46 of 90 install and 64 service. In the 
Rockies, 20 of 27 install and 24 service while in the 
Far West, 20 of 34 install and 28 service. 

As noted earlier, most dealers have some carbure- 
tion customers, but the percentage is small. Sur- 


Percentage of Percentage of Percentage of Percentage of 
cylinder metered bulk metered 
cylinders customers bulk 
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prisingly, however, a very large number of dealers 
make their own conversions, even in the areas where 
the customer ratio is smallest. In the East, 39 out 
of 75 dealers reporting make conversions; in the Mid- 
west, it’s 200 out of 247; in the South, 73 out of 90; 
in the Rockies, 22 out of 27; and in the Far West, 
27 out of 34. 

To complete the geographical breakdown, one more 
analysis was made, partly as a test. The distribution 
of meter sales leaned so heavily toward the East that 
one was led to wonder if it wasn’t partly because 
most of the sales efforts were concentrated there. To 
double-check this apparently highly progressive na- 
ture of the East, a breakdown on two-way radio 
usage was made. The results did not confirm the 
suspicion but it didn’t dispel it either. 

Out of 75 Eastern dealers reporting, 26 have two- 
way radio while in the South, 33 out of 90 have it. 
In the lush Midwest market only 41 out of 247 have 
radio; in the growing Far West market, only 5 of 34 
have it; and in the sparsely-settled Rockies, where 
it’s many a mile between sales, only 2 out of 34 do! 
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What the industry will sell 


LMOST to a man, LPG dealers are optimistic 
over prospects for this year, now four months 
along. Not only do they expect to sell more gas (that’s 
a foregone conclusion for they sell more in good years 
and bad) but they also expect substantial sales gains 
in appliances and almost every piece of equipment. 
While some dealers gave no breakdowns for either 
year, at least half of them gave last year’s figures 
and a third or more were willing to estimate sales 
for 1959 as well. In nearly every section of the coun- 
try, sales of all basic appliances are due for an in- 
crease of anywhere from 20 to 50 per cent. 
Consider ranges, the No. 1 appliance. Nationwide, 
229 dealers last year reported aggregate sales of 
$1,671,315, and an additional 35 dealers reported sales 
of 1623 units. In 1959, 180 dealers forecast sales 
totaling $1,691,345, and 35 dealers forecast unit sales 
of 1786. Note that in both cases, fewer dealers expect 
to sell more ranges. The balance of the companies 
are not intending to abandon appliance selling: they 
merely did not fix a 1959 figure. What do these fig- 
ures mean in terms of industry-wide 1959 sales? If 
we assume that all dealers will enjoy the same sales 
increases as the ones who replied, we must conclude 
that nationwide range sales will increase by more 
than 23 per cent over last year. We might carry this 
a step farther. GAMA tells us that last year’s range 


sales totaled 379,300. Applying the 23 per cent, we 
estimate that industry sales for this year will be 
466,589. 

We find a parallel situation in water heaters. Two- 
hundred-thirty-two dealers last year sold $814,369 
worth of water heaters, and 48 others sold 2843 units. 
In the current year, 190 dealers expect to sell an equal 
amount in dollars ($814,595) and 39 an equal num- 
ber of units (2834). Applying the same estimates, we 
find that water heater sales should rise at least 21 
per cent, bringing anticipated nationwide sales to 
352,336 as compared with 1958’s 288,800. 

Sales of clothes dryers are also due for a big jump. 
Thirty-eight dealers reported unit sales of 329 models 
in 1958, and 35 forecast sales of 459 for 1959. One- 
hundred-fifty-five reported 1958 sales of $262,886 and 
131 forecast $335,615 in sales for 1959. Here we 
emerge with a forecast of a 51 per cent increase. 
If that sounds fantastic, consider some statistics re- 
cently compiled by the American Home Laundry Man- 
ufacturers Association. For the first two months of 
1959, says AHLMA, all gas dryer sales were up 49 
per cent over the corresponding months in 1958. In 
February alone, they were up 75 per cent! Here’s 
another encouraging survey fact: More than two- 
thirds of all dealers selling gas ranges and water 
heaters also sell clothes dryers. 


WHAT THE INDUSTRY WILL SELL NATIONALLY—APPLIANCES 
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WHAT THE INDUSTRY WILL SELL REGIONALLY—HEATING APPLIANCES AND EQUIPMENT 


SALES IN DOLLARS 
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Incinerator sales prospects are even better. If the 
figures given in the survey are an accurate indication, 
sales will increase at least 147 per cent! According to 
GAMA, LPG models totaled 4400 last year, so this 
year we can expect the entire industry to sell at least 
6499, possibly as many as 9000! 

Both unit heaters and commercial cooking will also 
enjoy substantial sales increases, around 20 per cent 
and 24 per cent, respectively. 

Figures on sales of refrigerators are inconclusive 
because of the transition period through which the 
industry is passing. The situation is expected to 
change for the better by 1960. 

Because preferences for heating equipment vary 
somewhat throughout the United States, we divided 
the nation into the five Bureau of Mines districts be- 
fore analyzing sales of each of the domestic heating 
appliances. Here are some of our findings: room 
heaters are most popular in the East, although they 
enjoy good acceptance everywhere; the No. 1 market 
for wall heaters appears to be the Pacific Coast; and 
floor furnaces have their best acceptance today in the 
South, while central heating is most at home in the 
Midwest. 
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Sales of room heaters across the country will in- 
crease about 15 per cent in 1959. Wall furnaces will 
make quite a spurt in the Midwest, gaining well over 
30 per cent. Floor furnaces should score their biggest 
gains in the South with increases running to about 
35 per cent, but they are due for almost equally good 
gains in the Midwest and the East. According to our 
computations, it’s going to be central heating that 
will really carry the ball in 1959. Every one of the 
five districts is enthusiastic over prospects in this 
category. The most conservative estimates place gains 
at 31 per cent in the East, 19 per cent in the Mid- 
west, 62 per cent in the South, 68 per cent in the 
Rockies, and a break-even on the Pacific Coast. These 
figures are derived from dealers reporting in dollar 
sales. If we were to use unit sales figures, the per- 
centages would soar in every district, but unit figures 
form too small a sample to be valid. 

The relatively small samples in the agricultural and 
carburetion categories are inconclusive, but indicate 
that the South still leads in both uses and in 1959 
expects to widen its lead in agricultural. The Far 
West should score the greatest gains in carburetion 
uses. 
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What They'll Spend for Equipment in '59 
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HE sales upturn anticipated in 1959 will mean 

more equipment will be needed by many dealers. 
More cylinders will be needed to serve the small-use 
customer, more bulk tanks for the bigger ones. This, 
in turn, means more storage, more bulk trucks, more 
pumps and compressors, and more service trucks. 

It also means more radio equipment for dealers 
attempting to get more efficiency into their opera- 
tions, more customer meters for those converting to 
this type of service, more office equipment for some, 
and even more automobiles for many. 

Almost three-fourths of the dealers will be buying 
customer bulk tanks. Two-fifths of them will buy 
bulk trucks to fill these tanks. Three-eighths of the 
dealers will need cylinders in volume and an almost 
equal number will buy trucks to carry them. One- 
fourth of them will buy pumps and/or compressors 
and one-fifth, some sort of two-way radio equipment. 
Nearly one-third of the dealers will buy customer 
meters. 

A lion’s share of all purchases will be made in the 
Midwest, but this is to be expected, since almost half 
the dealers responding to the survey are in this area. 
The percentages of dealers who will purchase the 
various types of equipment do not vary too greatly 
from district to district. 

One of the few variations is radio equipment, which 
is strongest in the East. Twenty-one of the 75 East- 
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ern dealers responding expect to buy anything from 
additional mobile sets to a complete system. 

The percentage of dealers who will buy service 
trucks is also highest in the East, Thirty-three out 
of 75 expect to buy a total of 50 service vehicles. 

The best market for bulk trucks appears to be the 
South, where 47 out of 90 dealers report they will 
buy 77 such vehicles. 

For bulk storage, the East will lead the country 
by a slight percentage with 19 dealers out of 75 re- 
porting they expect to add 494,000 gal. of storage. 
One-fifth of the Midwest’s dealers will add 1,308,000 
gal. and almost one-fourth the respondents from the 
West, 8 of 34, will add 139,500 gal. All together, 96 
of the 488 dealers will buy an aggregate of 2,241,500 
gal. of storage, or an average of 23,369 gal. each. @ 


Reprints of this first BPN 
market study are available in 
reasonable quantities without 
charge. 


Write Dept. M., BUTANE- 
PROPANE News, 198 S. Alva- 
rado, Los Angeles 57, Calif. 
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A 1000 gal. tank serves LPG to this 500 Ib per hour incinerator at Los Angeles’ Hillcrest Country Club. 


There's a big gas load in 


LPG-fired incinerators 


UBBISH disposal is a major 
consideration in the operation 
of every commercial and industrial 
building whether it is a restaurant 
or a school, a hospital or a super- 
market. The problem posed is how 
to get rid of a continuing supply of 
rubbish in the cleanest manner, 
with the least amount of inconven- 
ience, and at the lowest cost. The 
best solution in most cases is a gas- 
fired multiple combustion chamber 
commercial-industrial incinerator. 
The market for modern commer- 
cial-industrial incineration is prac- 


MAY, 1959 


tically untouched. Incineration is 
usually accomplished in either the 
dirty and dangerous open fire or 
the outmoded trash burner. Or rub- 
bish is stored on the premises and 
periodically hauled away. 

There is no lack of rubbish. 
Waste engineers estimate that a 
restaurant must dispose of 2 lb of 
rubbish per meal served. A super- 
market accumulates 9 lb per 100 sq 
ft of floor space per day. Trailer 
camps have 6 to 10 lb per trailer 
per day. And an elementary school 
must find some way to get rid of 10 


Ib of waste per room per day. 

A listing of 27 potential types of 
customers for commercial - indus- 
trial incineration, together with the 
estimated waste production rates 
of each, is provided in Table 1. 


The modern destructor 


The science of incineration has 
made huge strides during the past 
few years. Today, rubbish disposed 
of through combustion no longer 
has to smolder, smoke, and stink all 
day in a container while a man 
stands by to alternately feed new 








Now! Altes 
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‘59 Ford Pickups beat average 
mileage of other leading makes by L 
25.2% in Economy Showdown U.S.A. : CG. 4. Gardner 
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Here at last is certified proof of the differences in gas Sungas Service 


mileage between six-cylinder pickups . . . evidence “ Raleigh, N. Carolina 
that you can use in your operation. says: 


It was compiled by America’s foremost independ- 
ent automotive research firm after testing 1959 six- 
cylinder, %-ton pickups of the six leading makes. All 
trucks were bought from dealers—just as you would. 


The tests paralleled every kind of driving — high 
speeds and low, open highways and city traffic, even 
door-to-door delivery. And in every test, ’59 Ford Sixes 
delivered more miles per gallon than any other make. 
Here are the actual percentages: 





HOW NEW °59 SIXES RATE IN GAS MILEAGE 
25.2%131.1%| 9.6% |42.6%|22.0%| 25.2% 


more miles | more miles | more miles | more miles | more miles | more miles 
per gallon | per gallon | per gallon | per gallon | per gallon | per gallon 

thon Make | than Make | than Make | than Make | than Make | than the 
un 6agr9 “ny ony 66@99 | average of 
Cc I G D Ss all makes 
































Taken together, Ford got 25.2% more miles per gal- 
lon than the average of all other leading pickups! 


What's the secret of Ford’s economy? First, of all 
pickup sixes, only the Ford Six has modern Short 
Stroke design which reduces engine friction and thus 
requires less fuel. Second, to this modern engine, Ford 
has added a new economy carburetor to meter fuel 
more precisely in both high- and low-speed ranges. 





See your Ford Dealer for the complete report of 
Economy Showdown U.S.A. Visit him today and get 
the whole story firsthand. 


NOW! DURING DIVIDEND DAYS AT YOUR FORD DEALER’S... 


Go Ford wakD for savings 





“Low operating cost keeps us sold on the Ford Six!” 


“Gas, oil, tires, maintenance 
and repairs for our F-350’s 


run us only 8.93 cents per mile. 


“Our seventeen Ford Trucks, equipped with 
6-cylinder engines, ran 83,487 miles in 1958 
with a total operating cost of $7457.04. 
That’s only 8.93 cents a mile and includes 
all our Ford Truck expenses except depre- 
ciation and insurance. 


“We carry 28 cylinders on our F-350’s 
which means a peak load of nearly 5,000 


Ss 





pounds. They average 8% to 9 miles per 
gallon which is very good when you con- 
sider that each truck makes about 50 deliv- 
eries a day with 85% of them in the rural 
areas. Oil consumption is practically nil 
since we change oil every 1,500 miles. 


“Another reason why we keep on buying 
Ford Sixes is that they cost less to maintain. 
We get the horsepower we need at low 
rpm which not only means longer engine 
life, but it’s much easier on the clutch. We 
are firmly convinced that the Ford Six is 
the best engine for our operation.” 
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trash and poke the smoldering 
mass. And trash burning no longer 
means laborious separation of dry, 
clean trash from garbage, rubber, 
and other hard-to-burn substances. 

Combustion of rubbish can be ac- 
complished today in a device which 
combustion engineers call a “de- 
structor.” It is actually an inciner- 
ator with refinements which allow 
for the three “Ts” of combustion: 
temperature, time, and turbulence. 
Temperature is supplied by the in- 
troduction of one or more gas 
flames and secondary air. Time and 
turbulence are provided by bridge 
walls and drop arches which make 
up two or three chambers in the 
incinerator. A typical cross-section 
of a multiple chamber incinerator 
is shown in Fig. 1. 

The result is that smoke and 
odors burn themselves up and fly- 
ash either burns up or settles out— 
all before the exhaust gases reach 
the stack. No smoke, no odor, and 
no flyash leave the stack. 


Refueling time at Hillcrest Country Club incinerator tank. The unit's five burners have an 
appetite of 1,875,000 Btu per hour. 
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There is no limit to what can be 
burned in the modern incinerator, 
so long as the material is combusti- 
ble, and there is virtually no limit 
to how much can be burned or how 
fast it can be burned, so long as 
the incinerator is properly sized for 
the job. And the entire operation is 
automatic. Usual procedure is to 
empty refuse containers right into 
the charging door of the incinerator 
all day. When the ignition chamber 
is full, the automatic timer is set 
and the gas burner or burners are 
ignited. The incinerator does the 
rest. 

Complete incinerators are avail- 
able in a wide variety of types and 
sizes from numerous large capacity 
incinerator manufacturers through- 
out the United States.* 


The role of L. P. gas 


Although oil can be used to fire 
incinerator burners, it has two in- 
herent disadvantages. Oil requires 
a pump, so electricity must be run 
























Cross section (left) of a typical multiple-chamber incin- 
erator showing flow of gases. 


Fig. 2. Atmospheric burner (above) for an incinerator showing 
(1) 100 per cent shutoff velve, (2) mechanical automatic shutoff 
timer, (3) main burner injector, and (4) pilot line. 


out to the incinerator. And oil is 
dirty and car give off smoke in its 
own right. Because of these con- 
siderations, especially, only gas 
burners are usually considered for 
the job, even by incinerator manu- 
facturers. 

For most uses, an atmospheric 
burner rather than a power burner 
is all that is required. In fact, mul- 
tiple gas burners are reported by at 
least one manufacturer to be more 
efficient in the incineration of garb- 
age and other types of refuse than 
a single high input burner. A typi- 
cal 75,000 Btu atmospheric burner 
is shown in Fig. 2. Note that it has 
such features as 100 per cent shut- 
off, automatic shutoff timer, and a 
pilot light. The burner is also equip- 
ped with a specially-designed gas 
line one-way check valve which pre- 
vents any return of gas through the 
line. 

Not only is L. P. gas the only fuel 
considered for firing incinerators 
beyond the mains, it is frequently 
used even in areas piped for natural 
gas. A leading West Coast inciner- 
ator manufacturer equips its incin- 
erators for LPG operation when- 
ever a natural gas line will have to 
be run more than 200 ft. The firm 
has found that it pays to lease an 
LPG tank and use that fuel rather 
than run natural gas pipe for more 
than the 200 ft limit (see case his- 
tory which follows). And the firm’s 
combustion engineers prefer an 
LPG installation to a natural gas- 
fired job because of the added Btu’s 
provided by LPG. 

Fuel consumption varies with 
number of burners and hours of use 
*For specific information on incinerator 
manufacturers, write Readers’ Service De- 


partment, BUTANE-PROPANE News, 
a as Alvarado St., Los Angeles 57, 
alif. 
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New full-size, automatic 36-inch 


UNIVERSAL 


with all these quality features 


© “Burner-with-a-Brain” © Smokeproof Broiling 
@ One-hour Timer-clock ®@ “Obedient Burner” 














Model 8057 





Aw 
New “Springtime Sale” 









promotional material 7 ° Fully Automatic Cooking 
[ / scourge © Big Storage 
now a vailable! @ “Air-conditioned” Oven § Compartment 


You're backed by big-space newspaper advertising 


sisted maretsand 3 <oy 5 ruaec eis ” BONUS EXTRA! cive your customers tree 


matching Salt and Pepper Set with range during sale! 


See your Cribben & Sexton man 
or Call the factory today! 


UNIVERSAL 


Cribben & Sexton Company - 700 N. Sacramento Bivd.- Chicago 12, Illinois -Phone VAn Buren 6-4600 


MAY, 1959 




















per day. Larger industrial plants 
might use their incinerators all 
through their production day which 
might go three shifts. Tempera- 
tures of over 1200 deg. F must be 
maintained for smoke and odor-free 
operation. 


Selling the market 


Any commercial or industrial 
building with enough activity to 
cause accumulation of waste is a 
prospect for multiple chamber in- 
cineration. New buildings, whose 
builders, owners, or operators have 
not yet made any decision about 
rubbish, are prime targets. Archi- 
tects and contractors should be en- 
couraged to plan the building with 
waste disposal in mind, including 
an adequate incinerator in the con- 
tract. 

Advantages of multiple combus- 
tion incineration include: 

(1) Waste disposal is simplified. 
Merely take waste products — un- 
segregated except for combustible 
and non-combustible—to the incin- 
erator and feed them in through the 
charging door. Set the timer, ignite 
the burners (if they are not already 
going), and forget the waste. 

(2) Health and sanitation are 
promoted. Waste does not sit 
around in barrels or other contain- 
ers waiting to be hauled off or burn- 
ed. And ashes and unburned mate- 
rial do not sit around in a heap on 
the ground as in the case of an 
open fire. 

(8) Smoke, odors, and flyash are 
eliminated. This provides a cleaner 
atmosphere for the community, and 
most communities are becoming in- 
creasingly air pollution control con- 
scious. It also eliminates local 
nuisances and even damage where 
smoke, odors, and flyash disturb 
neighbors or cause various types of 
property damage. Community rela- 
tions definitely take a change for 
the better. 

(4) Working conditions are im- 
proved. Neat, clean work areas im- 
prove employee morale and effi- 
ciency. And employees dislike 
smoke and odors as much as do the 
neighbors. 

(5) Labor, time, and effort are 
all saved. Automatic incineration 
does not require a fire tender or 
stoker. 

(6) Money is saved by eliminat- 
ing the need for trash pickup and 
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TABLE 1. COMMERCIAL-INDUSTRIAL INCINERATOR MARKETS AND 
THEIR WASTE PRODUCTION RATES 


Market Type 


Commercial Buildings 
Restaurants 
Cafeterias 
Supermarkets 
Department stores 
Office buildings 
Banks 
Drug stores 
Clubs 


Industrial Buildings 
Factories 
Warehouses (dry goods) 
Warehouses (produce) 


Hotels 
Hotels (first class) 
Hotels (medium) 
Motels 
Trailer camps 


Institutions 
Hospitals 
Homes for aged 
Rest homes 
Nurses homes 


Estimated Waste 
Production Rates 





2 lb/meal served 
4 lb/meal served 


Type of 

Waste* Comments 
Allow sufficient 

2or3 capacity for 

2or3 seasonal increases 


9 lb/100 sq ft/day lor2 
4 Ib/100 sq ft/day l or 2 
1 lb/100 sq ft/day 1 


Survey required 


5 Ib/100 sq ft/day lor2 


2 lb/person /day 


Survey required 


2 Ib/100 sq ft/day 
4 Ib/100 sq ft/day 


3 lb/room /day 


1% |b/room/day 


2 Ib/room/day 


6-10 lb/trailer/day 2 


8 lb/bed/day 

6 lb/person/day 
3 lb/person/day 
3 lb/person /day 


Schools 
Grade schools 10 lb/room/day 
High schools 8 lb/room/day 
Colleges Survey required 


Residential 
Private homes 


Apartment houses 


Miscellaneous 
Industria] wastes 
Municipal 
Veterinary hospitals 


*See Table 2 


garbage collection services. And no 
refuse containers are required to 
store material until it can be picked 
up or hauled off. 

(7) Fire prevention is increased. 
Material being stored for pickup is 
a definite fire hazard. And burning 
in open fires or a poorly constructed 
incinerator is a welcome mat for 
fire. 


Sizing for the job 

A commercial-industrial inciner- 
ator can be most valuable to a user 
if it is sized right. In sizing, the 
amount of waste and the type of 
waste are both important consider- 
ations. The amount of waste for 
specific users can be determined 
from Table 1. Types of waste—dry 
rubbish, rubbish and_ garbage, 
garbage alone, or pathological—are 
explained in Table 2. 

Commercial - industrial incinera- 
tors are sized in pounds per hour 


5 lb/dwelling & 
1 lb/bdm/day 


2 Ib/person /day 


Survey required 
4 lb/person/day 
Survey required 


Consult incinerator 


1,2o0r3 manufacturer 
1 
2or3 
Consult this table 
1 or 2 for additional food 
1 or 2 waste in restaurants. 
1 Allow more for 


auditoriums 


Consult incinerator 


1, 2, 3-or 4 manufacturer about 
lor 2 pathological wastes. 
lor 2 
1 or 2 

Allow additional % lb 
1 or 2 per student if 
1 or 2 cafeteria is used. 


Allow extra 
1 or 2 for exclusive 
neighborhoods 
1 or 2 


Consult incinerator 
— manufacturer 
2or3 


of material consumed. Capacities 
usually range from 50 lb all the way 
up to 2000 lb or more. The very 
large models are employed for 
woodworking activities where a 
constant supply of wood waste is 
transported to the _ incinerator, 
often by a direct air-conveyor duct. 

To determine the capacity of the 
incinerator required for any job, 
first consult Table 1 to get the esti- 
mated amount of waste to be dis- 
posed of and the general type of 
waste. It is well to check the esti- 
mates for any particular customer 
by checking the weight and volume 
chart which is given as Table 3. 
Check also the waste classification, 
Table 2. It is then necessary to de- 
cide with the customer how many 
hours per day it is desirable to have 
the incinerator in operation in or- 
der to destroy the waste created in 
a 24-hour period. Divide the total 
maximum daily production of waste 
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Little Joe Opens the Doors 
on May 3 at Chicago 


visit FIStian 
at mals L.P.G.A. Gas products at the 1959 L.PGA. Con- 


eresaassienmlesal 


The wraps come off three new Fisher LP 


vention. You won’t want to miss these 
remarkable developments in LP Gas regu- 
lation. Fisher will have a complete showing 
of their entire LP Gas line, too. Repre- 
sentatives will be on hand to answer all 


hooths 8], 88, 89, 90 your questions. P.S. Little Joe will be 





IF IT FLOWS THROUGH PIPE ANYWHERE IN THE WORLD... CHANCES ARE IT’S CONTROLLED BY 


there, too. 











FISHER GOVERNOR COMPANY Marshalltown, lowa 
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TABLE 2. CLASSIFICATION OF WASTE 
Type of Waste Description 





| Rubbish, consisting of combustible waste such as paper, cartons, rags, 
wood scraps, sawdust, foliage, and floor sweepings from domestic, com- 
mercial, and industrial activities. 


1-W Rubbish, consisting of 90 per cent sawdust and wood scraps. 


2 Refuse, consisting of an approximately equal mixture of rubbish and 
garbage by weight. This type of waste is common to apartment and 
residential occupancy. 


3 Garbage, consisting of animal and vegetable wastes from restaurants, 
cafeterias, hotels, hospitals, markets, and like installations. 


4 Pathological, human and animal remains, consisting of carcasses, organs, 


and solid organic wastes from hospitals, laboratories, abattoirs, animal 
pounds, and similar sources. 


TABLE 3. WEIGHTS AND VOLUMES OF 





COMBUSTIBLES 

Weights lb/cu ft 
Rubbish 10 
Refuse 30 
Garbage 45 
Loose paper A 4 
Scrap wood or sawdust : 10 
Pathological ‘ 55 

Volume Cu ft 
Garbage can 16 in. dia. x 22 in. deep 2.0 
Garbage can 18 in. dia. x 24 in. deep 3.6 
° Barrel (U. S. Standard) 4.0 
Bushel 1.25 
Oil Drum (55 gal.) 7.0 

| gal. 0.134 





by the hours of operation desired. leaving the stack. It has three 
The result is the incinerator capac- chambers with two 375,000-Btu 
ity required. LPG burners in the primary cham- 
ber and three similar burners in the 
secondary chamber. Each battery of 


The Hillcrest Country Club, lo- burners is equipped with a General 
cated in the middle of Los Angeles’ 


westside commercial and residen- 
tial area, needed a better method to 
dispose of its trees, shrub, and lawn 
trimmings and waste from its club- 
house. It solved its problem with a 
500-lb-per-hour LPG-fired multiple 
chamber incinerator. 

That LPG was used is signifi- 
cant. The Hillcrest is in the midst 
of the Los Angeles metropolitan 
area, one of the nation’s biggest 
natural gas consuming areas. Mains 
run all around the club. But the in- 
cinerator’s location is in the middle 
of the golf course, 4000 ft away 
from the nearest gas main. The 
price of running 4000 ft of 4-in. 
natural gas line, which costs ap- 
proximately $7 per ft in 1000 ft 
lengths, is prohibitive. It would 
have cost the club $28,000 to bring 
natural gas to the incinerator. So 
LPG was chosen. ! he op 

The 500-lb-per-hour incinerator ss ' 


Case history 


Controls 100 per cent safety shut- 
off valve. 

LPG is supplied by a 1000 gal. 
tank leased by American Liquid Gas 
Co., Los Angeles. The tank has been 
painted light green to blend in with 
the country club’s lawns. Service 
from the tank is through a Fisher 
regulator at the tank, which reduces 
pressure to 10 lb, and a low pres- 
sure regulator at the incinerator 
which brings pressure down to 11 
in. we. The tank is located 75 ft 
from the incinerator. 

The fuel system supplies a total 
of 1,875,000 Btu per hour (aprox- 
imately 20 gal. of LPG per hour). 
Operation of the incinerator takes 
place for three to four hours per 
day, six days per week. This pro- 
vides a total LPG consumption of 
about 420 gal. per week. 

One of the most important con- 
siderations for the country club is 
that the incinerator passed the 
strict requirements of the Air Pol- 
lution Control District, County of 
Los Angeles, which allows no exces- 
sive smoke for more than three 
minutes in any one hour. 

An excellent year-round LPG 
load for the L. P. gas dealer and a 
perfect solution for customer trash 
disposal problems—that’s the prom- 
ise of modern commercial-industrial 
incinerators. It will be to the deal- 
er’s advantage to step into this lush 
market now. ia 








is a retort type, which means the A view of the three burners that destroy smoke and odors in the dary chamber of 
gases make a 180-deg. turn before Hillcrest incinerator. Note safety valves in center and second stage low-pressure regulator. 
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ON TIME! TEXACO LPG DISTRIBUTORS ASSURED 
OF DEPENDABLE SUPPLIES IN A BOOMING MARKET! 


Texaco Distributors can be assured of 
plentiful supplies. Texaco is one of the 
largest producers, and has a new fleet 
of tank cars to insure fast, on-time 
deliveries. 

There’s a solid future ahead for 
LP-Gas Distributors who can count on 
a dependable supply at all times. In 
1950, 3.4 billion gallons were sold. 
The volume for 1960 is expected to be 
8 billion gallons. 

Texaco Distributors stay with 


Texaco. Proof: 683 distributors of 
Texaco products have been with us for 
20 years or more—and many others 
for as long as 45 years. 


5 reasons why it pays to be 
a Texaco LP-Gas Distributor 


1. A product of highest quality —mois- 
ture-free. 

2. Dependable and efficient delivery, in 
a new fleet of tank cars, from 25 stra- 
tegically located production areas. 


3. Immediate acceptance. Texaco LP- 
Gas is sold under the nationally-known, 
famous trade-mark, the Texaco red 
Star with the green “T”. 

4. One of the largest producers of LP- 
Gas, The Texas Company is the only 
petroleum company to build up suc- 
cessful distribution of its products 
nation-wide. 

5. Profitable and proved sales policies. 
Texaco does not compete with its 
independent distributors of LP-Gas. 





Team your name with Texaco and profit. Some areas are still open for a sound and TE 
profitable business with Texaco LP-Gas. Let us tell you how. Call or write today... L Pp 

The Texas Company, LPG Sales Division, P.O. Box 2420, Philtower Bldg., Tulsa, 

Okla., DIamond 3-4101; 3350 Wilshire Blvd., Los Angeles 5, Cal., DUnkirk 5-0515. 


ACAS 
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case history— 


Arundel Gas diversifies, 


stabilizing business, 


increasing service 


Arundel Gas Co. decided to enter the water conditioning business 


because: 


® There was a real, unfilled need for the service. 


© All its present customers were prospects. 


© Water conditioning equipment offers a higher margin than 


other appliances. 


© Water conditioning, a year-around service, would help 
stabilize the company's business. 


WILLIAM T. HARPER « Eastern Editor 


ELLING and servicing water 

conditioning equipment has 
proved to be a profitable and easily 
integrated side line for the Arun- 
del Gas Co., Edgewater, Md. Jack 
Parlett, who manages the firm’s 
Water Conditioning division, and 
his brother Bud, who has the same 
duties in the Gas division of their 
father’s company, present a con- 
vincing case history. 

Several years ago, the Parletts 
were having problems with the well 
water on their homesite. “It had a 
lot of iron and cloudiness in it,” 
Bud recalled recently. “So, we 
bought a water conditioning unit 
and it solved our problems.” 

Being in the gas business since 
1936 (nearly 5000 metered cus- 
tomers), the Parletts came in con- 
tact with many others who were 
having similar problems. People 
complained about rust eating away 
pipes and other equipment inside 


their gas-fired water heaters. 
Others noted “red water” in their 
tubs and washing machines or were 
plagued by foul-smelling hydrogen 
sulphide and scum. Many of these 
troubles were unjustly attributed 
to the gas equipment sold by 
Arundel. 

“We'd get calls about water heat- 
ers being rusted out,” Jack said, 
“and after we sold them a glass- 
lined job, which should have been 
the answer to their problems, we’d 
soon get calls about rusty water 
again.” 

Remembering their experience 
in their own home, the Parletts de- 
cided the water, itself must be the 
cause and that water conditioning 
might be the answer. They con- 
tacted several water conditioning 
manufacturers and _ selected the 
Elgin Softener Corp., Elgin, Ill. 

“You’ve got to have the manu- 
facturer right behind you during 
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Water conditioner manufacturers provide water-testing kits for 
demonstration in prospects’ homes. Jack Parlett, (left) manager 


of Arundel's water conditioning division, shows test bottles to 


his brother Bud, manager of the gas division. 


the first year or you’re lost,” said 
Bud. “Their experience saves you 
from making costly mistakes.” 

Leonard H. Parlett Sr., president 
of Arundel, set up the Water Con- 
ditioning division separately from 
the Gas division to keep close and 
accurate check on the new enter- 
prise. He wanted to be sure that 
it could make it on its own and 
wasn’t merely being carried along 
by the Gas division. 

Elgin sent its Domestic Depart- 
ment manager, James Flood, to 
Maryland to work with the Parletts 
in getting things started. “Jim still 
will come down here at a moment’s 
notice if we’ve got a real problem,” 
Bud said. “And, when he is in this 
area on one of his regularly sched- 
uled trips, he’ll even go out on a 
job with us.” 

Before getting started, Jack and 
one of his salesmen went to the 
Elgin factory for a one-week 
school. Among the topics covered 
were: the company’s suggested 
rental and sales plans, water test- 
ing procedure, and conditioner in- 
stallation. 

The fact that the water condi- 
tioning business is not seasonal 
helped convince the Parletts they 
should give it a try. 
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Another reason, was that their 
sales of domestic gas appliances 
ceased to provide sufficient profit, 
due in part to discount house com- 
petition. They needed a less com- 
petitive item to maintain a proper 
profit margin. 

Elgin allows dealers a 100 per 
cent markup on equipment. “You 
need 100 per cent to make money,” 
Jack explained. “We might have to 
make five or ten trips back to the 
house to get the right adjustment. 
And, that 100 per cent also helps 
to cover some of the beginning 
cost.” 

What about beginning costs? It 
cost Arundel $14,000 to purchase 
equipment to rent during the first 
year. Multiply this by the 100 per 
cent markup and it shows a poten- 
tial income of $28,000. Another 
$8000 went for equipment during 
the second year. This was all capi- 
talized by local banks. The lower 
figure for the second year indicates 
a number of rental customers had 
converted to sales. These conver- 
sions increase as people become 
more familiar with what the equip- 
ment can do for them and with 
Arundel’s ability to handle it. 

“Capitalization is an important 
thing,” Bud emphasized. “If you’re 


going into rentals—and I think you 
have to sooner or later if you’re 
going to get your stock moving— 
you have to watch your capitaliza- 
tion for the first two years, or until 
the rentals start paying off. But, 
you’ve got to be sure that your 
capitalization is set for two years.” 

Personnel costs for the new di- 
vision were slight. Jack shifted 
from the Gas division to head the 
Water Conditioning division. A 
new salesman was hired, but this 
added little to the overhead as he 
works on a commission basis. One 
of the installation helpers in the 
Gas department was switched over. 
Local codes state that a registered 
plumber must make all water equip- 
ment installations, but the cost to 
Arundel was negligible as installa- 
tion charges cover most of his sal- 
ary. At the start, there were times 
when he had no work in water con- 
ditioning, so he was also trained as 
a gas service man. That helped gas 
promotion because they were able 
to advertise that they had a regis- 
tered master plumber on their 
staff. When things picked up in the 
Water Conditioning division and 
there was too much work for their 
own plumber, Arundel hired local 
plumbers on a contract basis. 

The only equipment needed was 
a used telephone company truck 
purchased for $250. The truck has 
a perfect body for the job, with 
compartments for the necessary 
plumbing parts and a sliding roof 
top to keep chemicals dry in wet 
weather. A service truck with a 
two-way radio, diverted from the 
Gas department, was the only addi- 
tional rolling’ stock needed. 

The Parletts are convinced that 
LPG dealers are ideally situated for 
entry into the water conditioning 
business. People who are too far 
out of the city for gas pipe lines 
are often too distant from the con- 
ditioned water of a municipal sup- 
ply. LPG dealers generally have 
sufficient sales and service person- 
nel and the tools, trucks, and other 
necessary equipment to sell, install, 
and service water conditioners. 
They have no trouble with installa- 
tions because their men are already 
trained in handling similar piping 
hookups. 

An LPG dealer is usually well- 
known and respected in his area. 
His customers may be more in- 
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YOUR “SELLING-EST”’ 
LINE FOR 
59 


Citation. Gas Heaters 


OUT FRONT with every feature that counts! 
Check all that’s new! Compare all that’s 
standard! You'll buy! You'll sell—and how! 
For, each magnificent new Temco model 
reflects styling and engineering advances 
that definitely out-look, out-rank, out-per- 
form all others! Your customers have more 
to say. More to sell! Don’t miss a mention 
of these important new Citation features: 


* Smart! Low-silhovette * Durable! High-tempera- 

styling! ture Silicone enamel fin- 
* Beautifull Two-tone dec- ish 

orator colors! * Easy Lighting! Out Front 
* Streamlined! Heat Cham- Control Centert 

ber for quiet operation! * Powerfull 200 CFM 
* New! Ceramiclad Radi- Blower Attachment, op- 

ant-Black Surface Steel tionall 

Heat Exchanger! 


. with FREE “‘Dealer Dollars” on every model! 


Stock the line! Stack the dollars! Get free ‘Dealer 
Dollars” on any gas heating unit you order from 
the complete Temco line during the first six months 
of 1959! ‘Dealer Dollars’’ look like cash . . . and 
they spend like cash! Each is worth an actual 
one-dollar cash value on any Temco purchase you 


A full line with FREE 
‘‘Dealer Dollars’’ 
on every unit! 


make during the last six months of 1959! You 
earn ‘‘Dealer Dollars’’ the first six months... . 
you spend ‘em the last six months! Contact your 
Temco distributor for full details on ‘'Dealer 
Dollars’’ and how they help you buy and save on 
the “‘selling-est”’ line for '59! 
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“THE COMPLETE LINE OF 
GAS HEATING EQUIPMENT” 
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case history — 


(Continued) 


clined to accept a new product from 
an old friend,’ and he would be 
somewhat familiar with their water 
problems. Even more important, 
water conditioning gets him into a 
lot of homes that he ordinarily 
wouldn’t get into, promoting fu- 
ture sales of gas and gas appli- 
ances. 

Has the water conditioning busi- 
ness been profitable for Arundel? 
It is now, but it took 18 months. 
This was due in part to “a plush 
entry into the business” because 
they were “scared.” Jack Parlett’s 
entire time was devoted to the 
Water Conditioning division for 
the first year. The second year it 
was a little less than 50 per cent. 
This year (the third) it'll be down 
to 30 per cent. The technical prob- 
lems were also solved in the first 
year. Jack and the rest of the 
water conditioning staff were edu- 
cated in the first year and that was 
expensive. All this was insurance: 
they were afraid this expensive 
equipment might not do the job 
and would hurt the gas business, 
so they spent extra money to be 
sure that they did the job right. 

“Also,” said Jack, “it takes time 
to show a profit because of the 
rental system. It’s almost impera- 
tive that you offer such a system 
to your customers. I think if we 
had tried to sell these things right 
off, that approach would have 
fallen dead. It was too new for the 
people. So, we rented them for two 
per cent of the retail price per 
month. If a unit sold for $200, the 
rental was $4 per month. It takes 
about 25 months to get the cost 
back and from there on you start 
working on your profit. When 
people who are renting decide to 
buy, we give them 40 per cent of 
their rental fees toward the pur- 
chase price. 

“We know now that we have a 
piece of equipment that will solve 
the customer’s problem. We can 
tell them we’re so sure of it, that 
all they have to do is rent it and 
then they will buy it. They pay the 
installation charges, so they have 
something to lose and consider be- 
fore we take it out. If that. hap- 
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Through the years only one burner 
has remained America’s favorite 


eee 
INSTANT FULL FLAME 


Famous “2 in 1" dual throat burner 
that provides measured heat... 
brings food to cooking temperature 
in shortest possible time. 


“CLICK”... convenient Low Fry heat 
for uniform browning or frying. 


hs “CLICK”... efficient Center Simmer 
| maintaims boiling in any 
covered utensil. 


“CLICK”... Keep-Warm heat keeps 
food at serving temperature without 
further cooking or loss of food flavors. 


HARPER ALLTROL® 


THE ORIGINAL 


| 


the secret 
is in this 
valve! 


Write for free sales demonstration book. 


HARPER-WYMAN COMPANY —_ 


" center simmer burner 


Here’s the burner that both mother and daughter can agree 
on! And while Harper engineers have developed many more 
recent innovations, the Alltrol Center Simmer burner séill 
remains first choice among homemakers. 

But then—is it any wonder this “measured heat” burner 
is so popular? It’s simple and easy to use. . . clean, cool and 
thrifty . . . assures a lifetime of cooking triumphs. 

Isn’t it time (under today’s competitive situation) to insist 
on these sales-producing burners for ALL your gas ranges— 
not just your deluxe ones? 
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pens, we have the used equipment 
which can be cleaned up and sold 
or rented again. If they purchase 
within 90 days of installation, we 
give them full rental back.” 

Arundel encourages customers to 
buy rather than rent. That way 
the company gets its money back 
immediately. If the customer does 
not have the ready cash, Arundel 
will help him finance the purchase 
through local banks. Most people 
realize it is better to buy and they 
do so as soon as they are satisfied 
with the equipment. Business con- 
cerns prefer to rent because they 
write off the cost as tax deductible. 

In its two years in the water con- 
ditioning business, Arundel has in- 
stalled 425 units serving 313 cus- 
tomers, including two restaurants 
and seven motels. The condition 
of the water in the area determines 
how many units each customer will 
need. A customer with only one 
water problem needs only one unit. 
But, if he has two or three prob- 
lems—such as hardness, rust, iron, 
etc.; and wants to get rid of all of 
them, he needs an additional unit 
for each. A double unit usually 
means a $400-$500 sale. 

At the start, Jack found most of 
his sales were coming from owners 
of homes in the $30,000 class. 
These people had been living with 
water problems for years and with 
so much invested in the house, they 
were getting desperate for a solu- 
tion. They had no money problems, 


and they came to Arundel. But, 
every home owner is concerned 
with what is happening to his 
plumbing system. Even tenants are 
concerned: they’re happy to pay 
the rental fee when a landlord pays 
for the installation. 

Educating the customer is an im- 
portant thing, too, according to the 
Parletts. They had a tremendous 
problem because most people in the 
area were only vaguely familiar 
with water conditioning. They 
were afraid of it, or they wouldn’t 
trust it because a lot of such equip- 
ment that had been sold in the area 
wasn’t properly installed or de- 
signed for the specific problem. 

The Parletts did “a lot of crea- 
tive advertising, mostly in the 
newspapers and by direct mail.” 


In formal handwritten letters re- | 


produced on personal stationery 
were mailed in plain envelopes 
with a first class stamp. 

Another sales aid used by Arun- 
del was a booth at the county fair. 
People were invited to bring in 
samples of their water to be tested 
right there, increasing their aware- 
ness and knowledge of what was 
floating around in their water. In 
the Arundel office is a display of 
pipes taken off jobs showing how 
rusted and clogged they can get. 

Over half of Arundel’s present 
water conditioning sales are a di- 
rect result of recommendations 
made by satisfied customers, many 
of whom are saving more than $100 


In the Arundel showroom three different models of Elgin water 
conditioners line up beside other LPG appliances. Most manu- 
facturers make three different types of water softener to provide 
manual, semi-automatic, or automatic regenerating. 


a year due to improved water. 
Everyone in the company is a 
“salesman,” getting a commission 
for every lead that results in an 
installation. Many times, local 
plumbers will send in a lead and 
get five per cent commission even 
though they did not expect a thing. 
This goes a long way toward build- 
ing good relations and providing 
future leads, the Parletts feel. 

“One of the most valuable things 
Elgin provides the salesmen,” said 
Jack, “is a portable test kit, about 
the size of an overnight bag. You 
test the prospects’ water in their 
kitchen before their eyes. You 
show them what’s wrong with the 
water by putting it in little test 
bottles containing chemicals. The 
reactions show up the iron or acid 
or whatever is there. Then you 
run some of their water through 
the portable water conditioner and 
show them the difference. 

“We also have a portable condi- 
tioner that we can put on their 
water line,” he continues. “If we 
just get them to try that for a 
short time, the results are so 
dramatic, that we make the sale 
about 80 per cent of the time.” 

“Sales can’t be expected over- 
night,” he cautions. “When people 
plan their budgets, they usually 
think about other appliances. 
They’re not used to thinking about 
water conditioning. When you final- 
ly get them to do so, they’ve got to 
alter their budgets and this takes 
time.” 

Still another thing the Parletts 
like about the water conditioning 
business is the absence of routing 
and scheduling problems. Once the 
equipment is in and the customer is 
shown how it operates, the only 
return calls are for service, if 
needed, and for a checkup a year 
later by the plumber. 

If anything goes wrong with the 
system, the customer turns a cut- 
off valve to insure his water sup- 
ply while repairs are made. Most 
of the equipment sold by Arundel 
is completely automatic; the cus- 
tomer need do nothing to regener- 
ate the chemicals which condition 
the water. 

The Parletts believe Arundel’s 
Water Conditioning division has 
proved that water conditioning can 
go a long way toward increased 
profits for the LPG dealer. ee 
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How to Protect Your Capita 
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By J. GORDON ALLARD 


Are you ignoring LPG's 


IG Business with its modern 
research and development, 
its diversification, and its integra- 
tion has resulted in such stimula- 
tion and stepped-up competition, 
that today we are living in what 
is probably the most highly com- 
petitive society man has ever 
known. The increased tempo of 
competition, paced by big busi- 
ness, has not made small business 
extinct, but rather has provided a 
kind of opportunity that did not 
previously exist for the efficient, 
the enterprising, and the imagina- 
tive. For these, there is now not 
only the opportunity for creating 
new independent businesses, but 
also for small and medium busi- 
ness growing into Big Business. 
It has been said that “the big 
get bigger and the small get 
smaller,” but statistics indicate a 
more accurate statement would be 





publicly financed. 


ness or group of 
a public corporation. 


a executive management. 





PART FIVE (Conclusion) 


Today's business climate makes it highly advisable for the successful 
LPG dealer to make plans to profit from existing opportunities. 
Many factors govern the price placed on a business when it is being 


Professional rp is needed for the many steps taken to bring a busi- 
usinesses to the point where they are in operation as 


The bankers who organize the underwriting are in charge of creating 
the stock issue, bringing it to market, and maintaining it. 

The really great potential for the LPG dealer exists in the financial 
organization of the industry through the formation of larger and larger 
corporate units capable of tapping the reservoirs of available capital 


that the “big get bigger and the 
small get more numerous” Cur- 
rently, between 400,000 and 500,- 
000 new businesses are started 
each year in the United States. 

Bigness is not always an advan- 
tage. The majority of the larger 
components of business costs are 
predetermined for all competitors 
within the same industry and the 
same or similar geographic loca- 
tions. Rather, the crucial battle- 
ground of competition today is 
in the fields of: management 
techniques (which usually require 
bigness), in better personnel prac- 
tices, (where bigness has _ ex- 
celled), and in new technological 
developments, (which usually re- 
quire size). 

These present-day basic economic 
factors provide but a few of the 
reasons why the successful inde- 
pendent L. P. gas dealer should be 











“really great” potential? 


making plans to profit from the ex- 
isting opportunities. 

In our last article we discussed: 
public financing, the most essential 
requirements for successful public 
underwriting, the specific informa- 
tion which must be compiled before 
approaching the investment banker, 
and how that approach should be 
made. Assuming that we have done 
all of these things and that we do 
have a firm commitment for the 
financing, what do we do next? 


Determining value of business 


The first agreement which must 
be reached between the banker 
and the owner is to determine 
a fair value for the business. 
In the case of a group of owners, 
agreement must be reached between 
each individual owner and the 
banker as to exactly what his busi- 
ness is worth. If owners approach 
this problem on a realistic basis, 
agreement between themselves and 
the banker is not difficult. 

You have all of the factual re- 
ports mentioned in our last article, 
so there is no question as to what 
assets and liabilities are involved. 
You know what the condition of the 
fixed assets are because they have 
had a definite value placed by a 
competent independent appraisal. 
Your operating statement has been 
properly audited and shows exactly 
what your earnings are and have 
been. The analysis establishes what 
those earnings can reasonably be 
expected to be in the new situation, 
so they may have been adjusted up- 
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Sectional view Powell Screwed Gland Lubricated Plug Valve. 


Like all Powell Valves, Powell Lubricated Plug Valves are 
superior in their field . . . and have many advantages over 
other conventional types of Valves. 

e Simple design: only three basic parts—Body, Bonnet, Plug. 


@ Quick, complete shut-off—a quarter turn will close or open 
the valve. 

e@ Tapered Plug assures positive seating. 

e Machined surfaces of plug and body are not exposed in 
the open position. Any media adhering to the plug when in 
the closed position is removed when plug is rotated. 


e@ Cavity-free straight passage assures streamlined flow in 
either direction. Scale and sediment cannot collect. 


Powell Lubricated Plug Valves are available in sizes 14” 
through 16”, depending on the type required—Semi-steel 175 
and 200 pounds WOG ;—Carbon Steel ASA 150and 300 pounds. 


Powell can also furnish Lubricated Plug Valves in other 
alloys on special order. 


For all your valve needs, make it a policy to consult your 
local Powell Distributor—or write directly to us. 


THE WM. POWELL COMPANY 
Dependable Valves Since 1846 « Cincinnati 22, Ohio 
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ward or downward, depending upon 
the circumstances. You are dealing 
with a set of known and accurately 
determined facts relative to your 
business or group of businesses. 

On the other side of the fence is 
another set of facts. These deal 
with the current condition of the 
money market. Is it a “tight”? mar- 
ket or relatively easy? Is the gen- 
eral attitude of investors one of op- 
timism and confidence, or is it one 
of gloom and extreme caution? On 
the average, what are investors 
paying for good, sound securities? 
More important and relevant, ex- 
actly what is being paid for shares 
of stock in the best and most suc- 
cessful L. P. gas public companies? 

In comparing prices at which 
various securities are selling, a 
“times-earnings” ratio is custom- 
arily used. For example, if the 
shares of a company are selling for 
$10 per share and the net earnings 
amount to $1 per share, the price 
of the stock is ten times the earn- 
ings. The times-earnings ratio for 
shares varies tremendously between 
individual companies. 

When there is a great demand for 
stock in certain companies, inves- 
tors will bid prices up to 15, 20 or 
even 30 times earnings, while 
shares in other companies may be 
selling for 8, 10 or 12 times earn- 
ings when the demand for them is 
relatively low. The entire money 
market in general will have an ef- 
fect upon the over-all price level. 
When there is plenty of investment 
capital available, and there is a 
high level of business optimism and 


68 


confidence, investors are actively 
bidding against each other to buy 
attractive securities and the entire 
price level tends to rise. Limited 
supply and high demand bring 
higher prices; abundant supply and 
low demand cause prices to decline. 
The basic function of the stock ex- 
changes is to provide the “market 
places” where the investing public 
may go for the purpose of trading 
equities. Investors determine the 
prices for securities through their 
activity of buying and selling. 
Another factor which has a de- 
cided effect upon the prices of se- 
curities is their “yield’”—the divi- 
dends, or return, which investors 
receive on their capital. If a stock 
is selling for $10 per share and the 
annual dividend being paid is 50 
cents per share, the yield is 5 per 
cent. Depending upon circum- 
stances, some investors are predom- 
inently interested in a relatively 
high return while others are more 
interested in the growth potential 
of a stock and the current return 
does not mean too much to them. 
These “other side of the fence” 
factors are usually the most im- 
portant considerations in the final 
determination of a value for your 
business. Your assets are evaluated 
in the light of all these conditions, 
and their worth is determined in 
accordance with the ability of those 
assets to produce earnings and di- 
vidends competitive with the mar- 
ket in general. More specificially, 
the projected results of your busi- 
ness, or group of businesses, are 
going to be compared with the re- 


sults of the best companies within 
the industry. 

The foregoing points out a very 
important and basic economic fact. 
Economic forces beyond your con- 
trol determine what your business 
is worth regardless of what you, as 
the owner, might think is a fair 
value. You readily adjust to this 
situation in your daily business 
dealings, but often when people 
negotiate for the sale of their busi- 
ness they want to adopt a different 
set of rules. 

It is your prerogative to estab- 
lish any price you desire on your 
LPG, but you can’t do it. Your com- 
petition and your predetermined 
costs, neither of which you con- 
trol, determine the price. You may 
set any price you want on your 
business, but you are only going to 
sell it for what a willing buyer or 
buyers will pay. 

There is usually room for a lot 
of bargaining when you are deal- 
ing with an individual, but this is 
not so when dealing with the in- 
vesting public. No market is more 
highly competitive than the money 
market, and if you are going to in- 
terest investors in purchasing a 
part of your business, it must be 
attractive compared with other in- 
vestment opportunities. In fact, 
when a new company enters the 
public market, it must present a 
more attractive investment oppor- 
tunity than that available in other 
similar companies already estab- 
lished. Investors are not going to 
take the additional risk involved in 
buying into a new venture unless 
there is some very good reason for 
so doing. They are not going to pay 
an unrealistic price for the priv- 
ilege of being in business with you. 

When you sit down with the 
bankers to determine the value of 
your business, you should seriously 
consider their thoughts and ideas 
and be prepared to go along on 
their basis, for otherwise you just 
won’t have a deal. The bankers 
know and understand the current 
condition of the money market; 
they know what can be sold and 
what cannot and they know the 
prices which the public is paying 
for stocks. They know what it takes 
to make a deal succeed; and cer- 
tainly neither of you can afford to 
be a party to a deal that flops. 

When you go into a public un- 
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Year after year after year... 


Over 20% of Shell’s LP Gas Distributors have been constant contract 
customers for Shell Propane—for ten to 25 years without interruption. 


Through the years, Shell has maintained a 100% delivery record to all 
its propane customers. This achievement stems from one important policy: 

Shell contracts to sell propane only within its capacity to produce. 

Let a Shell Representative show you why it pays to be a Shell Propane 
contract customer. 
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derwriting, you may not be actually 
selling your company. As the own- 
er, or owners, you may be the major 
stockholders in the new entity, so 
it does not matter too much, with- 
in reason, what valuation is placed 
on your business as long as all com- 
panies are evaluated on exactly the 
same basis. The lower the valuation, 
the greater will be the earnings on 
the investment. When investors see 
a company with abnormally high 
earnings in relation to its invested 
capital, and it appears as though 
the company is sound and going 


places, it does not take them long 
to bid up the price. Therefore, your 
stock, very shortly, may be priced 
substantially higher than when you 
started. 

If you have set ideas as to what 
your business is worth and are not 
willing to adjust your thinking (as 
you do daily in your own business) 
to a realistic basis compatible with 
the current conditions of the money 
market, you should not consider a 
public underwriting at all. Compe- 
tition in the financial field is in- 
tense, providing investors with a 
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Closed valves in Socket 

Plug provide posi- 
tive shut-off on both 
sides of line. 





PARTIALLY ENGAGED 
Coupling sealed by O’Ring 
— while valves remain 
closed. No possibility of 
premature flow or leakage. 
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With Socket and Plug fully 
engaged to insure positive, 
foolproof connection, valves 
open to permit free flow of 








Specifically designed for LP-Gas line connections, Hansen GRL Couplings 
completely eliminate the hazard and annoyance of leakage or spillage of gus. 


To connect (no tools required), you merely push the Plug into the Socket 
all the way. To disconnect, just turn sleeve — Coupling instantly and auto- 
matically shuts off both ends of line. 


Sockets available with 14” female pipe threads. Plugs available with 34” female 
pipe threads. 
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very wide choice for employing 
their funds, so you cannot arbitrar- 
ily tell them what shares in your 
business are worth. 

Once a value for your business 
has been agreed upon, the next 
thing to determine is how much 
cash you will take from the pro- 
ceeds of the underwriting, how 
much stock you will take and what 
type, or types, of stock. 

If the type of underwriting we 
are considering is going to be suc- 
cessful and get off to a good start, 
the owners should not take a great 
amount of cash on the initial financ- 
ing. Some owners accumulate a sub- 
stantial amount of cash in their 
business and would like to have at 
least an equivalent amount. Per- 
haps cash for the accounts receiv- 
able on a guaranteed basis could 
also be included. There are no defi- 
nite, set rules, but it could probably 
be said that owners should not take 
more than 25 per cent of the total 
evaluation of their companies in 
cash. If the deal is of the caliber 
described in these articles, owners 
would be unwise not to take practi- 
cally all stock, except for their im- 
mediate cash requirements. The 
more cash the owners take out, the 
less interested the public is in the 
deal, and vice versa. The public is 
willing to become a partner with 
you in your business, but as a rule 
is not interested in just bailing you 
out with its money. Investors are 
going to depend upon you to make 
the deal succeed and bring the new 
entity to a point where it is well- 
established as a public company. If 
most of what you have is tied up in 
this deal, the public will have a 
feeling of confidence. 

When the above factors have 
been satisfactorily resolved, the 
rest of the procedure that must be 
followed is a matter of mechanics 
which must be handled by experts 
in the field. 

With a group of companies in- 
volved, a merger into one corporate 
entity would be necessary, putting 
all assets into one unit and taking 
back stock in the new corporation. 
Having reached the various agree- 
ments already discussed, this step 
is a very simple one and would be 
done on a tax-exempt basis. It is 
simply an intermediate step which 
must be taken before the group can 
proceed with the financing. The 
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NO HIGH BILL 


COMPLAINTS 


With Suburban Novent 
and Dynavent Heaters 


Tired of hearing from people who think they pay too much for heat? Then sell Suburban Novent 
or Dynavent Gas Heaters and listen to happy reports of complete satisfaction instead. These 
modern, automatic gas heaters give plenty of clean, even heat from floor to ceiling .. . SAVE 
UP TO 30% IN FUEL COST. 


Suburban Novent and Dynavent Heaters . . . install in window or wall . . . vent without flue or 
chimney . . . give completely automatic forced warm-air circulation . . . burn no room air. 


Available in three sizes: 
20,000 BTU ¢ 35,000 BTU ¢ 45,000 BTU 
Approved by AGA, Leading Utilities and LP-Gas Marketers 
For literature write to: Dept. BP 559 


SUBURBAN APPLIANCE CO. 


General Offices, Whippany, N. J. Factory, Dayton, Tenn. 














unless you are using the fabulous 


RAY PAK 


The patented Unatherm Governor makes 
: Raypak the only fully automatic swimming 
pool boiler. 
Solid copper and bronze waterways prevent 
rust, discoloration and corrosion. 
Rugged handsome jacket blends into your 
landscaping. 
Lifetime stainless steel gas burners for top 
efficiency, quiet operation and fuel savings. 
Fully equipped with reliable controls. 
RAYPAK PROVIDES THESE OUT- Unatherm Governor controls boiler tempera- 
STANDING FEATURES TO DOUBLE tures to eliminate condensate and practically 
THE USE OF YOUR POOL. eliminate scaling. Obviates need for expen- 
sive indirect system.* Internationally distributed 
United States, Canada, Mexico. 


AL Wid f si 
THE QUALITY STANDARD ide range of sizes. 


* Indirect system also available. 
Regpok COMPANY, INC. 
® Engineers-Manutacturers 2416 CHICO AVENUE, EL MONTE, CALIFORNIA 
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legal firm used by the underwriters 
should be retained to handle this to 
avoid duplication of work and ex- 
pense, as the firm will do other 
things in connection with the un- 
derwriting. 

After the group is formed into 
one large corporate unit, the next 
step is to engage a firm recognized 
by the Securities & Exchange Com- 
mission as a disinterested party 
competent to investigate and cer- 
tify the accuracy of all financial and 
other pertinent information for the 
owners of the company, the bank- 
ers, and the public. 

This same firm will then put the 
deal together and prepare a pre- 
liminary prospectus, nicknamed the 
“red herring.” This will set forth: 
all facts relative to the proposed 
stock issue; all pertinent financial 
information regarding the com- 
pany; a history of the company (in 
the case of a group of companies 
just having merged into one unit, 
a brief history of each individual 
company would be given), a state- 
ment as to the application of the 
proceeds to be obtained from the 
underwriting; names of the officers 
and directors with a brief state- 
ment about their experience and 
background; the salaries they are 
to receive; their planned stock hold- 
ings and what (if any) stock op- 
tions they hold; a statement of legal 
and accounting experts; a state- 
ment relative to the underwriting 
agreement, naming: the managing 
underwriters and what they are 
committed to do, the other under- 
writers involved, what type or types 
of securities are to be issued; etc. 
All of these things have been pre- 
viously determined during confer- 
ences between the owners and the 
underwriters. 


Having already made all of the 
required reports as previously out- 
lined, it is now simply a matter of 
putting all of this information to- 
gether in proper technical form and 
having it verified for the Securities 
& Exchange Commission. This pre- 
liminary “red herring” prospectus 
must be technically correct in every 
detail. It does not state: what the 
price of the stock is going to be if 
and when it is offered to the pub- 
lic; the underwriting discounts; the 
net proceeds to the corporation, and 
perhaps other facts and figures 
which may be omitted, depending 
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upon the type of securities involved. 

In case you’re wondering about 
the name, “red herring,” each and 
every page of this preliminary 
prospectus contains the following 
statement printed in red: 

“A registration statement relat- 
ing to the securities referred to 
herein has been filed with the Se- 
curities & Exchange Commission, 
but has not yet become effective. 
Information contained herein is for 
informative purposes only, and is 
subject to correction and change 
without notice. Under no circum- 
stances is it to be considered a 
prospectus, or as an offer to sell. or 
the solicitation of an offer to buy 
the securities referred to herein. 
No offer to buy or sell anv such se- 
curities should be made and no 
order to purchase the securities 
herein referred to will be accepted 
unless and until a_ registration 
statement under the Federal Secur- 
ities Act of 1933 relating to the 
securities herein referred to has be- 
come effective.” 

After the “red herring” and the 
Registration Statement are on file 
with the Securities & Exchange 
Commission, there is a waiting pe- 
riod (usually 30 days) before the 


deal is released, giving the bank- 
ers permission to sell and issue the 
securities. 

Before the “red herring” is 
printed the bankers with whom you 
have made your agreements have 
meanwhile contacted other invest- 
ment houses informing them of the 
proposed underwriting and inviting 
them to participate if they so de- 
sire. It is highly desirable to have 
as many underwriting houses as 
possible, consistent with the size of 
the deal, in order to give the stock 
a wider distribution to the public. 
The bankers who organize the un- 
derwriting syndicate are the under- 
writing managers for the deal. 
Copies of the “red herring” are cir- 
culated among those houses signify- 
ing interest; and they decide with: 
in their respective organizations 
approximately how much of the 
stock they would like to have, sub- 
ject to receipt of the final prospec- 
tus and official release of the deal. 

A few days before the deal is to 
be released by the Securities & Ex- 
change Commission a final pros- 
pectus is sent to the printers. It will 
include all of the information con- 
tained in the “red herring” plus 
the figures and data which were 
omitted, as noted above. 


Selling the stock 


On the day the deal is released, 
this final prospectus is distributed 
to all of the investment houses in- 
volved. Also, wires are sent to all 
houses telling them: the price of the 
shares, how many have been allot- 
ted to them, the underwriting dis- 
counts, etc. A few minutes after 
the stock exchange has opened, it 
will be announced that the issue is 
“oversold” and the books of the cor- 
poration have been closed. 

Now you have “the show on the 
road” and you are in business as a 
public corporation with stock in 
the hands of hundreds, perhaps 
thousands, of individuals. From 
this day forward, the price of the 
stock will be quoted daily in news- 
papers and other publications, so 
you always know exactly what your 
stock is worth. 

Good deals are usually oversold 
as clients of the various invest- 
ment houses involved want more 
stock than is available, and the 
underwriting managers apportion 
it out on some equitable basis. 
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Vow! 
LEASE THE COMPLETE SYSTEM 


at only °699 | 
a new program of the LEASING CORPORATION 
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Mr. Dealer! Here’s your : All new equipment, 
opportunity to increase ; ; | warranty-protected, ready 
your gas load and expand your ! | to install. 
business at the lowest Hi: . | : It Hy 10 year lease with 

; 8 || favorable dealer purchase 


minimum capital outlay saat en aime 
ption at any time. 


possible. For only $6.95* a year, 


L ingle cylind 
tax deductible, you get this ee 


ilable 15 lan. 
complete system!* available 15 year plan 


One annual payment covers 
*251 Packages Minimum Order 


everything — No other costs. 
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(Rental for smaller quantities and 
in Canada slightly higher) 
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The complete package: Two . . . 100 Ib. ICC Cylinders, Two . . . 21001 Cylinder Valves, 
One... 551 LP-Gem Regulator, One . . . 27004 Tee Check Manifold, Two. . . 780 Pigtails. 


SOCCER EC HEC ORO SEE ESEEEEEEEOE 


[Ges LEASING CORPORATION 


Subsidiary of The Weatherhead Company 


(=F Vol-ia-1alle) 


Fe monan' 


example of rowth THE WEATHERHEAD WAY 
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Overselling also creates a “short” 
position in the stock which helps to 
maintain a steady market, a situa- 
tion always desirable, particularly 
on an original financing. When cus- 
tomers cannot obtain as much stock 
as they would like to have, it gets 
the new issue off to a good start— 
makes it “hot.” This usually makes 
the next round of financing much 
easier to accomplish. 


Now the various investment 
houses which participated in the fi- 
nancing try to maintain a steady 
and stable market for the new is- 
sue. They take a trading position 
in the stock, buying shares from 
stockholders wishing to sell, and 
selling shares to people desiring to 
buy them. 

The underwriters often take a po- 
sition in the floating shares by 


maintaining a current bid for the 
stock, thereby creating an accu- 
mulation of shares which they can 
in turn re-sell to the public at a 
profit or commission. This activity, 
plus adequate and successful earn- 
ings statements from the company, 
make a stable market for the 
stock. Favorable news coming from 
the management from time to time 
puts the stock on a higher price 
basis. 

Perhaps it might be well to illus- 
trate here, with a simple example, 
how the financial aspects of a deal 
are set up, noting the changes 
which take place as a result of the 
underwriting. 

Suppose it has been decided to 
issue 500,000 shares at an original 
price of $5 per share. This would 
be the common stock capitalization 
of the new corporation. Now sup- 
pose a value of $2 million has been 
agreed upon for your entire busi- 
ness, or group of businesses. When 
you owners put all of your assets 
into the new corporation, you will 
receive in return 400,000 shares 
($2 million) and 100,000 shares 
stay in the corporation. In the case 
of an existing corporation being 





Honeywell launches three major promotions 


Three major promotional pro- 
grams are being launched by Min- 
neapolis - Honeywell Regulator Co. 
to boost industry-wide sales of heat- 
ing and air conditioning equipment. 

The three programs include: (1) 
an advertising and sales promotion 
program to promote the concept of 
two heating systems in the Ameri- 
can home; (2) a newspaper ad cam- 
paign, scheduled for 30 key cities, 
to help sales of air conditioning sys- 
tems during the summer’s hottest 
days; and (3) a long-range educa- 
tional program to acquaint house- 
wives with the advantages of cen- 
tral year-round air-conditioning. 

The industry-centered programs 
are designed to help the industry 
rather than the sponsor. Some 
$375,000 is invested in the pro- 
grams. 

Details of the plan were present- 
ed at meetings held in Chicago and 
New York in April. Making the an- 
nouncements were Honeywell vice 
presidents K. L. Wilson, head of 
residential sales, and H. D. Bissell, 
advertising and sales promotion. 
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The two-heating system program 
is directed at what Honeywell de- 
scribes as the “most lucrative” part 
of the new home market—Ameri- 
cans in the mass middle income 
bracket who will purchase an esti- 
mated 250,000 homes this year. 

Heart of the program is adver- 
tising that will appear in consumer, 
builder, and trade magazines. 

All advertising and promotion 
material has been prepared in two 
versions—one designed for use by 
the warm air section of the indus- 
try and the other tailored for use 
in promoting two-zone hot water 
heating. 

The consumer advertising-educa- 
tion program kicks off in May with 
two-page, two-color ads in House 
Beautiful and Better Homes & Gar- 
dens. The program continues in 
June, July, September, October and 
November. Also featured will be 
ads aimed at home builders. 

“Operation Heat Wave” is the 
newspaper air conditioning cam- 
paign. Basically, it is a local adver- 
tising and sales promotion program 


timed to help boost sales during hot 
weather in 30 key cities. 

The third phase of the program 
—‘Milady’s Climate”—will be car- 
ried on indefinitely. Built around 
an 18-minute color movie and a 12- 
page consumer booklet, this pro- 
gram tells the story of air condi- 
tioning to housewives, The Ameri- 
can Gas Association’s air condition- 
ing promotion committee cooper- 
ated in the development of this 
program. 

Honeywell’s investment of more 
than $1 million in industry-type 
programs was explained by Vice 
President Wilson: “The best way— 
perhaps the only sound way—to ad- 
vance one’s own interest in any 
market is to place one’s primary ef- 
forts toward expanding the entire 
market with the hope of getting a 
fair share of the new or additional 
business.” 

He also pointed out that the com- 
pany’s motives “are not purely al- 
truistic.” “Honeywell,” he said, “is 
strictly an accessory manufacturer ; 
... So the health of our business— 
good or bad—is inseparably tied to 
that of the industry we serve...” 


BUTANE-PROPANE News 





(Advertisement) 








You'll close more 
appliance sales 

when you use 

this handy 
COMPETITIVE 

COST CALCULATOR 


N ow ... with this authoritative, 


convincing sales tool, you can prove 
to your prospects quickly, easily, 
and simply that LPG costs less 
than electricity for cooking and 
water heating. Money talks with 
most people, so dramatize the sav- 
ings with a Competitive Cost Cal- 
culator. 

Compares the average annual cost 
of operating LPG versus electrical 
appliances, using your own local 
rates. 

Proves to your customers’ satisfac- 
tion that it’s less expensive to cook 
and heat water with LPG than 
with electricity. 

It’s authoritative! Average annual 
usage figures for both LPG and 
electricity are taken from Techni- 
cal Bulletin 1073 prepared by the 
U. S. Department of Agriculture. 
It will last for years. Made from 
durable plastic-laminated board. 


LPG OPERATORS— 

The Competitive Cost Calculator 
builds fuel sales as it builds ap- 
pliance sales. Hundreds of LPG 
appliance salesmen are using the 
Calculator to add authority to 
their sales presentations. Be sure 
each of your salesmen has one 
with him on every call. 


$1-90 each 
Orders of 50 to 99—80¢ ea. 
Orders of 100 or more—70¢ ea. 
(In California add 4% Sales Taz) 
The supply is limited 
so order today! 
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"The Loadmaster" LPG Truck Tank 


PASLEY-DESIGNED Truck 
Tanks (see above and right) 
were first to feature all 
controls from one location. 


is from one 
point—rear compartment. 





BULK PLANTS Pasley LPG and 
Ammonia type installations — a 
turnkey job or engineering for 
your own installation. Write, wire 
or call. 

















Also a complete line of accessory 
equipment. 











: COLOR —The Modern Trend! 
Pastels By Pasley” f.02 "ee .icblo tine foleving 
colors . . . (write for information} 


Blush Peach Smoky Grey 
Sunshine Yellow Seafoam Blue 
Mustard Lime Wedgewood Green 
Eureka Orchid Rose Beige 
Lake Blue Desert Rose 








eveRTERINGDIN voc + vo ANAVEROURRAOIMON ER 
The Pasley Mfg. & Dist. Co. 











used, the value and number of the 
shares are simply re-arranged to 
coincide with the above figures. 

The purpose of the underwriting 
is not only to get the stock into the 
hands of the public but also to ob- 
tain money with which to pay the 
owning stockholders a certain 
amount of cash and have additional 
cash for working capital, expansion 
and other corporate requirements. 

If the owner, or group, has de- 
cided to take $500,000 in cash, then 
100,000 of their 400,000 shares are 
sold to the public, the owner or the 
group retaining the other 300,000 
shares. We will assume that the cor- 
poration requires $500,000 in cash 
for various corporate purposes, so 
the additional 100,000 shares being 
held in the corporation are sold to 
the public at $5 each. Consequently 
the underwriting involves the sell- 
ing of 200,000 shares at $5 each, 
equal to $1 million. Half of this 
amount is new capital staying in 
the corporation and the other half 
goes to the selling stockholders. So 
the situation ends up with you as 
the original owner, or group of 
owners, holding 300,000 shares and 
the public holding 200,000 shares, 
100,000 of which were formerly 
owned by you or the group. Now, 
instead of the owners having $2 
million in stock, which they had be- 
fore the underwriting, they have 
$1.5 million in stock and $500,000 
in cash. 

This example attempts to ex- 
plain in the simplest possible way 
what actually takes place during 
the first few minutes on the day a 
privately-owned business, or group 
of businesses, becomes a public cor- 
poration. After the first initial sale 
of 200,000 shares, the price might 
change before the day is over, so 
the shares could be worth more 
than $5 each. 

Underwritings take on many 
varied forms, there are several dif- 
ferent types of stock, bonds, deben- 
tures, stock options, warrants, etc., 
so a deal is not usually quite as 
simple as the example would indi- 
cate. 

Previous articles have discussed 
some of the principal problems con- 
fronting owners of successful busi- 
nesses and how those problems af- 
fect the security of their capital ac- 
cumulation. We also have examined 
the three general ways in which a 
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business can be sold if an owner 
has that opportunity. This and the 
previous articles have dealt with 
public financing as a means by 
which owners may alleviate their 
problems and obtain the financial 
security they desire. 

Some might feel that this proce- 
dure requires far too much work 
and expense and is far too compli- 
cated. Why would anybody choose 
the public underwriting route to 
follow rather than to just sell out 
or merge with a big company? 

In the first place, as has been 
pointed out previously, you may not 
have the opportunity to sell or 
merge on desirable terms. Secondly, 
a new public underwriting has all 
of the advantages of the other 
methods plus one great advantage 
which none of the others have to 
the same extent—that of substan- 
tially increasing the value of what 
you own. 

Although our industry as a whole 
continues to grow as customers and 
new uses continually increase, the 
really great potential for the L. P. 
gas dealer is not in this direction. 
Rather it exists in the financial or- 
ganization of the industry through 
the formation of larger and larger 
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corporate units capable of tapping 
the great reservoirs of capital avail- 
able and attracting top-flight ex- 
ecutive management personnel. The 
many advantages of large, publicly- 
owned corporations versus small in- 
dependent businesses have been 
pointed out. The tempo of today’s 
economy requires Big Business. 

Through the medium of public 
financing, owners can be on the 
ground floor of a new deal—a new 
large corporate entity composed of 
a group of smaller successful busi- 
nesses within an established indus- 
try. The avenues leading to invest- 
ment capital are now open to you, 
and the expansion and progress of 
the corporation is limited only by 
the management’s vision and abil- 
ity. As the enterprise expands the 
equity value of the stock increases. 
Successful performance of the com- 
pany will increase the public’s in- 
terest in the stock thus increasing 
its price with increased demand. 

If inflationary pressures are at 
work, stock prices tend to rise still 
further even though higher earn- 
ings and dividends are not neces- 
sarily assured. Inflation, in itself, 
does not guarantee higher earnings, 
higher dividends or higher prices 
for common stock. 

Inflation or not, if the new cor- 
poration was put together right in 
the first place with capable manage- 
ment and if it meets the tests for 
a sound and conservative invest- 
ment, the odds are tremendous in 
favor of a very substantial increase 
in the value of your holdings. 

As time goes on, you will be able 
to gradually diversify your invest- 
ment by selling a portion of your 
shares as it is opportune to do so 
and re-investing your money in 
other sound and profitable com- 
panies, thereby increasing the se- 
curity of your capital. 

We are all a part of a very dy- 
namic economy in this country. Our 
growing population, our outstand- 
ing ability in the field of mass pro- 
duction, our scientific achievements, 
and our resources in energy, com- 
modities and manpower all create 
great confidence in the future. And 
the future holds no bounds for the 
successful L. P. gas dealer who has 
the foresight, understanding and 
ingenuity to capitalize on the op- 
portunities created by that con- 
fidence. Ld 
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WELCOME TO CHICAGOLAND 
for the 1959 LPGA Convention 


Chicago is the headquarters office for Cities Service LPG sales and service. 
We invite all LPG Distributors to stop in during the 1959 Convention and 
become acquainted with the men who serve you here at Cities Service. 

Cities Service will maintain a suite at the Conrad Hilton during the con- 
vention. Stop in to visit and have a friendly chat or come in to discuss any 
questions you may have for there will be a good number of LPG specialists 
on hand for consultation. 


IT’S CHICAGOLAND for the 1959 Convention! Don’t miss it. 
SERVICE! ... part of our name, part of our business Cities Service Suite, Conrad Hilton Hotel 


3435 Broadway 500 Robert Street 
Kansas City 11, Missouri St. Paul 1, Minnesota 


20 N. Wacker Drive 6611 Euclid Ave. 
C | T i E S SE RVI C F Chicago 64, Illinois Cleveland 3, Ohio 
701 Sherland Building 7730 Carondelet Ave. 


QUALITY PETROLEUM PRODUCTS South Bend 1, Indiana Clayton 5, Missouri 


| 626 E. Wisconsin Ave. 1658 East Euclid 170 University Ave. 
Milwaukee 2, Wisconsin Des Moines 13, lowa Toronto 1, Canada 
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Protane forms new 
Pan American division 


Reflecting the increase in the 
use of L. P. gas in Latin America, 
the Protane Corp., Cleveland, 
Ohio, a subsidiary of the Weather- 
head Co., has announced the for- 
mation of a Pan American division 
and the appointment of Benton F. 
Murphy as manager. The an- 
nouncement was made by Andrew 
R. Olson who became president of 
Protane last year. 

The new division has been estab- 
lished to place greater develop- 
ment emphasis on the present 
Latin American districts. At the 
present time the division nucleus 
includes three subsidiary compa- 
nies, Venezolana de Gas, S. A. 
(Vengas), in Venezuela—Compa- 
nia Gas Liquido, S. A., in Cuba, 
using the trade names Gas Galisa 
and Protane Gas Service — and 
Protane Gas Co. of Puerto Rico 
Inc., operating under the trade 
names of Protane, Presto-Gas and 
Caguas Gas. 

In addition to his new duties as 
division manager, Murphy will 
continue as managing president of 
“Vengas” in which company he 
was an original partner at the time 
of its formation in 1953 and which 
he continued to manage after Ven- 
gas was acquired by Protane in 
1956. 

Mr. Murphy is a native of Mis- 
souri. His first employment was 
on a trans-Atlantic freighter. His 
determination to finance his own 
college education necessitated his 
working at various occupations for 
five of the nine years required to 
eventually obtain his Mechanical 
Engineering degree at Oklahoma 
State University. During the in- 
tervening years he was engaged in 
seismograph work and other oil 
field activities in the southwestern 
U. S. and in Venezuela. After serv- 
ing in World War II he returned 
to South America where he organ- 
ized a company which speciailzed 
in the leveling of land and the in- 
stallation of water supply and 
drainage for home building sites. 

Acquired by Weatherhead in 
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The Caloric Appliance Corp.’s color-coordinated kitchen display was 
designated as one of two prize-winning exhibits in its category at the 
16th Annual Cleveland, Ohio, Home & Flower Show, February 28 to 
March 8. The exhibit included a completely equipped, ultra-modern 
kitchen featuring separate built-in top burner and oven-broiler Gold 
Star ranges installed to save time and steps. Philip W. Hunt, Great 


Lakes division manager for Caloric, planned the exhibit. 


1948 the Protane Corp. has under- 
gone rapid expansion as a market- 
ing organization engaged in retail, 


Puerto Rico, and 2 in Cuba. 
The Protane Corp. was incorpo- 
rated in 1923 after actual produc- 


wholesale and industrial sales and 
distribution of L. P. gas and appli- 
ances. From an original base of 17 
operating districts, the firm now 
has 32 districts in the United 
States, 19 in Venezuela, 5 in 


tion of liquefied petroleum gases 
on experimental bases which 
started as early as 1919. In 1955 
the administrative offices were 
moved from Erie, Pa., to Cleve- 
land. 


on 


Infra-red heat from Perfection-Schwank generators keep workers warm 
even when air temperature falls below “comfort level.” The units pro- 
vide heat where it is needed, permit Junkin Safety Appliance Co., Louis- 
ville, Ky., to heat only half of an unpartitioned building in severe 
weather. Previously, Junkin had used two forced air space heaters, 
totaling a 185,000 Btuh input; but they didn’t provide sufficient heat. 
Propane is supplied from a tank outside the building. 
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Honolulu Gas Company knows . . AF 
Ay 


PAYLOAD « "225 
PARADISE # dt 


This huge 4,100 WG Trinity bobtail 
for Honolulu Gas Co. is probably 
the world’s — hg 1 bobtail in 
operation. 


Palms and pineapples don’t alter the picture on profit. That’s why Honolulu 
Gas chose Trinity’s 4,100 WG capacity bobtail, fabricated with T-1. Through 
Trinity’s engineering and T-1 steel you get the bonus in pay-load ... more 
than 10% increase on every haul! Write, wire or phone TRINITY and dis- 
cover how T-1 and Trinity’s designing can put you in profit paradise. 


Trinity Steel’s recent merger with Dallas Tank Company has resulted in per- 
sonnel and plant expansion that provides superior service in engineering and 
fabrication. Remember, Trinity Steel Company is Number One in the World 
in the manufacture of LPG fabricated from T-1...the wonder steel! 


memes En 


‘ 


TRINITY STEEL... CO.,.ONg., ! 


4001 IRVING BLVD./DALLAS, TEXAS, U.S.A./PHONE FLeetwood 7-3961 Pon 


Latin American Division: Tanqges de Acero, S. A. Calle Poniente 
150 No. 734, Mexico, 16, D. F., Plant and Sales Office. 
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In recogni- 
tion of his 25 
years of ser- 
vice, John Mac- 
Intosh of Sub- 
urban Rulane 
Gas Co., Char- 
lotte, N. C., 
was given a 
watch and a 
certificate pro- 
claiming him 
‘*honorary 
chairman’”’ of 
the LPGA’S 
Technical 


Standards Committee. The presentation was made by Dick Wherry (right) 
of Southern Propane Properties, Jessup, Ga., during the recent meeting 


of T & S in Los Angeles. 





the heart of your 


LP-GAS 
handling system 


%* Ideal for truck, bottle filling or bulk plant installation. 


% Heavy duty, anti-friction bearings at both ends of the shaft — 
completely protected from the pumpage. 


% Cartridge-type mechanical seals protect bearings and eliminate 


packing gland maintenance. 


%* Non-metallic sliding vanes — “self-adjusting for wear.” 


* Easily replaced wearing parts. 


* Differential pressures up to 100 psi and hydrostatic pressures 


up to 1250 psi. 





WRITE FOR BULLETIN 500 


“liquid materials pomve ® equipment 


BLACKMER PUMP COMPANY, GRAND RAPIDS 9, MICHIGAN 
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See Yellow pages for your local sales representative 





Wide range of applications 
seen for gaslights 


Sales of gaslights are surging 
ahead. It was slightly more than 
a year ago that Arkla Air Condi- 
tioning Corp. introduced its gas- 
lights to the national market. 
During 1958, the firm shipped ap- 
proximately 90,000 units. It expects 
1959 volume to top that figure sub- 
stantially. On the Arkansas Louisi- 
ana Gas system, over 25,000 gas- 
lights were installed in 1958, 
amounting to approximately a 10 
per cent saturation of its domestic 
market. 


Many home developers and build- 
ers are utilizing gaslights as an 
effective sales tool. Among other 
things, they are attention getters. 

A Connecticut restaurant has in- 
stalled gaslights both inside and 
out. An airport at North Little 
Rock, Ark., is putting in gaslights 
runway lighting, using a model de- 
signed by Arkla especially for the 
purpose. 

Other advantages include the fact 
that gaslights provide added safety 
by illuminating dark places, and 
they don’t attract bothersome in- 
sects. Motel operators, in particu- 
lar, are finding them well suited 
for entrance lighting, as well as 
for dressing up grounds and swim- 
ming pools. 


Strengthened requirements 
for relief valves noted 


Gas appliance and equipment 
manufacturers are calling attention 
to more stringent demands in the 
new American Standard listing re- 
quirements for relief valves and 
automatic gas shut-off devices for 
hot water supply systems. 

The new requirements, effective 
last January 1, were approved by 
the American Standards Associa- 
tion in October and sponsored by 
the AGA. Copies are available at 
$1.50 each from AGA Labs, 1032 
East 62nd St., Cleveland 3, Ohio. 


United Gas Improvement 
buys McNay Gas Corp. 


The United Gas Improvement 
Co., Philadelphia, has purchased 
from Harry Ward the physical as- 
sets and inventory of McNay Gas 
Corp., trading as Ward Bottle Gas, 
Ephrata, Pa. UGI will continue to 
operate the enterprise through its 
subsidiary Ugite Gas, Inc., formed 
to handle its bottle gas business. 


E. H. Smoker, president of the 
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Two Ways to Look at Beaird Storage 


Tale lie \olel atelal-Wi=!-lo lige Ml =1-Vel¢-tel loll Momcl-t Mi—tcole-tel- Mad Val 


NEW INTERGRAL STORAGE PLANT 

A complete Economy Package Plant that will unload 
Write now for all the facts on Beaird Storage Tanks and from transport into storage, load delivery trucks, fill 
completely packaged LP-Gas Plants . . . designed to meet your cylinders and may be adapted to fill motor fuel tanks. 


particular needs. 


poe THE J. B. BEAIRD COMPANY, INC. 
A Subsidiary of American Machine & Foundry Company 
Shreveport, Louisiana Clinton, lowa Stockton, California 





United Gas Improvement Co. 
stated that the acquisition “repre- 
sents a logical extension of our 
gas business into areas where it is 
not feasible at the present time to 
extend city gas mains.” 


C. A. Evans elected to 
General Gas Corp.'s board 


The election of Clement A. 
Evans, Atlanta investment banker, 
to the board of directors of Gen- 
eral Gas Corp. was announced by 
Hal S. Phillips, president. 

Evans, since 1932 president of 


C. A. Evans 


Board of directors 


Clement A. Evans & Co., Inc., At- 
lanta, is also on the board of gov- 
ernors of the Investment Bankers 
Association of America. 


Peyton is general manager 
of petroleum department 


Charles O. Peyton has_ been 
named general manager of Esso 
Standard Oil Co.’s petroleum spe- 
cialties department. 

He succeeds Donald O. Swan, who 
will become a vice president of 
Esso Export Corp. (also an affili- 
ate of Standard Oil Co., N. J.) 
and general manager of Esso Ex- 
port’s cargo sales department. 

Peyton has been assistant gen- 
eral manager of Esso Standard’s 
petroleum specialties department 
since last May. The department was 
formed last year to coordinate all 
company activities dealing with 
L. P. gas and other specialty prod- 
ucts. Swan was its first general 
manager. 


Johnson and Hosack win 
Tappan's sales contest 


Owen A. Johnson, Chicago, IIl., 
placed first among territory man- 
agers in 1958 and the top district 
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sales manager was William F. 
Hosack in Tappan Co.’s annual 
“Top Ten” national sales contest. 
Results were announced recently 
by A. B. Ritzenthaler, sales vice 
president. 

“During 1958, Johnson broke 
quota every month—January 
through December,” Ritzenthaier 
said. 

Johnson joined Tappan in 1953 
as manager of the Chicago sales 
office. 

Hosack, who has just completed 
his first year as manager of the 
midwest division, took the lead in 
June and set the pace for the bal- 
ance of the year. 

Runners-up in the district sales 


contest are R. J. Swallen, Houston, 
Texas, and Ross A. Sams, Grove 
City, Pa. 


American Metal Products 
Acquires Davis Engineering 


American Metal Products Co., 
Detroit, Mich., has announced the 
purchase of Davis Engineering 
Corp., Elizabeth, N. J. Davis will 
continue to operate with present 
experienced personnel under its 
new name, “Davis Engineering (a 
division of American Metal Prod- 
ucts Co.).” 

Davis has designed and manu- 
factured heat exchangers for the 
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The all new BROWN 
_Featuramic Gas Range is 
Clean-cut styling, 
features of the future, 

and the look of excellence 
in every respect — 

this is the range that 

is as modern as tomorrow. 
Finest in Quality, 
The new BROWN Featuramic 
Gas Range will be displayed 
at the 1959 L. P. G. A. Con- 
vention, May 3, 4, 5, 6. 


Booth 18, the Conrad Hilton 
Hotel. 
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Manufactured by 
BROWN STOVE WoRKsS, INC. 


CLEVELAND, TENNESSEE 





marine and stationary fields since 
1915. Among its products are 
evaporators, distillation plants, 
condensers, feed-water heaters, oil 
and water heaters and coolers and 
a broad range of heat exchangers. 


Tappan pians $3.7 million 
plant expansion program 


An extensive $3.7 million plant 
expansion program based on cur- 
rent production needs was revealed 
recently by the Tappan Co. 

The expansion will increase total 


production capacity of the Mansfield 
plant by 30 per cent and the Mur- 
ray Manufacturing Co. in Murray, 
Ky., by 50 per cent. The immediate 
program, estimated at $1.7 million, 
is scheduled for completion at the 
end of 1959. The overall expansion 
will take approximately two years. 

Included in the Mansfield pro- 
gram is the purchase of additional 
land for a new quarter of a mil- 
lion dollar building. 

Tappan has been rapidly expand- 
ing its facilities since 1956, when 
it completed a $350,000 addition to 
its Mansfield plant. 





GET OUT 
of “BID-and-BARGAIN” Cut-Price Deals... 
GET BIN as a Burdett FRANCHISE 
DEALER handling newest, 
HOTTEST, BEST-BUY LP-GAS 

BURNERS and FURNACES 

EVER BUILT 


BURDETT — The Burner Home 
and Business Have Been 
Hoping for; Brings Comfort 
in While Winter Stays Out. 
Capacities 60,000 to 180,000 
BTU. EXCLUSIVE — The BEST! 
Takes You out of the Price- 
Cutting Hassle. 


Write for Fired-Up Demonstration Plan and Check Tag; 
Also Exclusive Burdett-Freeman Dealer FRANCHISE. 


the Burdett at the 

LP-GAS Convention, 

Chicago, May 3-6; 
Booth 208. 


FREEMAN-BURDETT RADI-HEAT 


GAS BURNERS and FURNACES 


Ilinois Iron & Bolt Co., Carpentersville, Ill. © 


Established 1864 - 





Robert Clay is BPN's 
new managing editor 


Robert Clay has been named 
managing editor of BUTANE-PRO- 
PANE News, succeeding Martin 
Brower, who resigned recently to 
accept a position with Lynn-West- 
ern Inc., a Los Angeles industrial 
public relations firm, as head of its 
news bureau. 

Clay came to BPN after 17 
months as editor and publisher of 
California Sports Car, a one-man 
monthly magazine founded on $72. 

Previous to starting his own 


Robert Clay 
Managing Editor 


magazine he worked as assistant 
editor on three monthly industrial 
magazines: Architectural Ceram- 
ics, Ceramic News, and Concrete 
Masonry Review. 

He also spent 18 months as pub- 
licity and public relations writer 
for the largest life insurance com- 
pany west of the Atlantic sea- 
board, Northwestern Mutual Life, 
Milwaukee; 18 months as news edi- 
tor for radio station WEMP, Mil- 
waukee; and has sold features to 
magazines and newspapers as a 
free lance writer. 

Bob has a B. S. degree from 
Marquette University College of 
Journalism. He is 31 years old, 
married and has one child. 


Suburban Propane 
announces six promotions 


The promotion of six New Jersey- 
ites of the Suburban Propane Gas 
Corp. was announced recently by 
Mark Anton, president. 

L. H. McGuire of Mine Hill, 
Dover, was promoted from manager 
of operations to manager of em- 
ployee relations, a newly created 
department. Louis A. Katz of Had- 
donfield, assistant to the adminis- 
trative vice president, became man- 
ager of operations. Edward W. 
Belt of Basking Ridge, assistant 
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“LINDE helped us increase our business” 


Says Irvin Etscorn, President, Big “3” Gas Company, Louisville, Ky. 


““We’ve been buying cylinders from LINDE since 1949, 
As one of the largest distributors in the Midwest, 
we're in a position to compare cylinder quality— 
LINDE’s are the best! We’ve never received a bad one. 
And by developing new kinds of cylinders and show- 
ing us where they can be used, LINDE helped us 
increase our business.” 

Find out for yourself. Any Prest-O-LiTeE cylinder 
will show you. It’s built to last. One seam, not three 
for light weight and high strength. Footring designed, 
constructed, and coated to prevent rust. Every cylin- 
der tested to twice the service pressure. 
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And be sure to get the facts on how LINDE’s Credit 
Plan keeps the cost below that of any other cylinder. 
You pay interest only on the unpaid balance. Write 
Linde Company, Division of Union Carbide Corpora- 
tion, 30 East 42nd Street, New York 17, N. Y. In 
Canada: Linde Company, Division of Union Carbide 


Canada Limited. 
Si Site). | 
fey -Vrisiie) =o 
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**Linde,”’ “‘Prest-O-Lite”’ 

and “Union Carbide”’ 

are registered trade marks 

of Union Carbide Corporation, 








to the controller, was made regional 
manager. Richard P. Jackson of 
Whippany, manager of purchasing, 
was put in charge of product sup- 
ply and traffic. Rudolph Bruno of 
Morris Plains, assistant purchasing 
manager, was given full responsi- 
bility for the purchasing depart- 
ment. William S. Bigelow of Maple- 
wood, assistant to the operations 
manager, was advanced to assistant 
to the controller. 
Also announced was the appoint- 
ment of J. D. Wynn of Anderson, 
Ind., as assistant to the adminis- 
trative vice president. 
Imperial Gas Co.'s new Yuma, Ariz., office 
is equipped with a combination heating and 
refrigerated air conditioning plant. Gas- 
oc ageeeee ene — in front of the office burn 24 hours 
a day. 














Imperial Gas Co. opens 
new Yuma plant, office 


The Imperial Gas Co., distribu- 
tor of Rockgas-Propane, formally 


NO NOISE 
opened its new plant office and ap- 


’ 
there's pliance showroom on January 31 
Mo a EAS 3 miles east of Yuma, Ariz. 
An all-day open house featuring 
(nowhere!) prizes, gifts and refreshments for 
all drew crowds from the time the 
office was opened in the morning 
until it was closed that night. 
John Nash, local manager, ex- 
plained that his company put in 
larger storage and a modern build- 
ing to keep pace with the growth 
of the Yuma area and to provide 
for future needs of “Rockgas”’ cus- 
tomers. 
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CORKEN CORO-VANE CORKEN CORO-FLO 


Truck pumps and stationary For filling cylinders 
units for fast liquid transfer and fuel tanks, fast. 





So economical to operate and so quiet you can hear the 
cash register ring up the profits! 

There's a Corken 
FREE DEMONSTRATION Distributor Near You 
How To 
S-T-R-E-T-C-H DOLLARS 
Corken Booths 47 and 48 
National Convention 














P. 0. Box 1062 Exactly 20 years after coming to 
; Brooklyn-Union Gas Co. to help 
Oklahoma City, Okla., U. S. A. launch the “CP” program for 


quality gas ranges, E. Carl Sorby, 


CORKEN’S INC. 
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Geo. D. Roper Corp., does the 
same for Gold Star. He empha- 
sized the need for better sales- 
manship in selling upgraded mer- 
chandise. “Tell them the price— 
that’s what they’re asking, that’s 
what they want to know. But 
there’s more to price than what’s 
on a price tag. Don’t embarrass 
a customer by making her ask 
‘how much down?’” 


Four Fuelane dealers win 
trips to Bermuda 


Four dealers and their wives left 
April 19 for one week in Bermuda 
as a result of drawings held at 
Fuelane Corp.’s Silver Anniver- 
sary sales meetings. The meetings 
were held during the first two 
weeks of February at Pittsfield, 
Me.; Harrisburg, Pa.; Syracuse, 
N. Y., and Saratoga Springs, N. Y. 

Those making the trip are Mr. 
and Mrs. John Franklin of John 
Franklin, Inc., Shippensburg, Pa.; 
Mr, and Mrs. Delbert Silmser of 
Wm. L. Smith Hardware Corp., 
Massena, N. Y.; Mr. and Mrs. 
C. Reynolds Needham of Cartmell 
Sales & Service, Inc., Middlebury, 


Norco Inc. 
President Nor- 
man H. Lee 
(second from 
left) was re- 
cently congrat- 
ulated on the 
installation of 
a testing-teach- 
ing unit for 
the Vaillant 
tankless in- 
stant water 
heater in the 
Los Angeles 
Norco head- 
quarters. Con- 
gratulating him 
is Hans Vail- 
lant (right) of 
Ramscheid, 
Germany, pres- 
ident of Vail- 
lant Co. Look- 
ing on are 
Vaillant officials. 


Vt., and Mr. and Mrs. Alvah Mal- 
lory of Central Maine Gas Service, 
Bangor, Me. 

M. J. Board, secretary-manager 
of Johnstown Suburban Gas Co., 





NEW LP GAS-FIRED MONEY MAKER 
the Johnson Radiant? Blanket 


specially designed to keep pigs warm and dry in winter 


Now you can offer hog raisers a brooder 
heater that takes the gamble out of winter 


farrowing. The Johnson Radiant Pig 
Blanket keeps two litters warm and dry in 
the worst winter weather. Lets the farmer 
farrow in the winter and get hogs to 
market when prices are highest. 


Radiant Pig Blankets are good money- 
makers for you too. They’re popularly 
priced at $43.95, every hog raiser can 
afford them. And since they’re fueled by 
LP gas, you have a good bottle gas cus- 
tomer with every Pig Blanket you sell. 


Get in on the sure fire sales and profit that 
are yours with the Johnson Radiant Pig 
Blanket. Advertising and promotion aids 
are yours free. 


Write today for complete information. 





Johnstown, Pa., was awarded $250 
by Charles M. Francisco, president 
of Fuelane. Board’s company 
showed the greatest increase in 
growth, 1958 over 1957, of all 
“Happy Cooking” dealers. Board 
said his employees would share 
equally in the prize. 


Sell benefits, not price 
retailers are told 


“Home laundry appliance adver- 
tising should sell consumers on 
how to get clean clothes through 
the benefits of using laundry 
equipment, not on the basis of 
price alone” according to Guenther 
Baumgart, president of the Amer- 
ican Home Laundry Manufactur- 
ers’ Association. 

“All this emphasis on benefits, 
features, styling and all the other 
pluses is forgotten in the enthusi- 
asm to sell on price alone,” he said. 
“This enthusiasm could better be 
directed into a more positive ap- 
proach to coincide with the na- 
tional advertising theme of selling 
benefits, features, washability, 
etc.” 


White-Rodgers creates 
marketing, research div. 


White-Rodgers Co. has created 
a marketing and research division, 
according to R. A. Sherer, vice 
president of the St. Louis-based 
manufacturers of temperature con- 
trols. 
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“REGENCY ? 





THE WORLD? @ FINES] GA ween FECATER 


DEARBORN STOVE COMPANY, DALLAS 


REGIONAL OFFICES: DALLAS, ATLANTA, CHICAGO, LOS ANGELES, SAN FRANCISCO 
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Combining the functions of sev- 
eral previous groups, the new di- 
vision will be charged with research 
and reporting of marketing trends 
affecting sales, distribution, and 
production of controls. It will over- 
see control of sales territories, pro- 
duction rates, and stock levels. 

Sherer also announced the ap- 
pointment of John H. Martin as 
manager of the division. Martin 
was formerly marketing and sta- 


a= iit 


tistical coordinator for White 
Rodgers, before that chief statis- 
tician. 


Railway Express rates 
threaten boost 


Businessmen are about to be be- 
set from all sides by higher ship- 
ping and delivery costs. 

Among the latest to rise or 
threaten to go up are parcel post 
rates, most other mail rates, and 
Railway Express Agency rates. 

The express agency recently 





SO MANY FLEETS 
STANDARDIZE ON 


VIKING LP-GAS TRUCK PUMPS 


No leakage. (Features mechanical seal and O-ring gaskets for non-leak 


operation.) 


No vapor purging devices. (Fast, positive pumping using Viking’s famous 


gear-within-a-gear pumping principle. 


Eliminates extra gadgets.) 


. Available with return-to-tank valve on pump head for complete safety and 


quiet operation. 


. Equipped with integral thrust bearing for continued long life. 


. Available in 3 sizes 


28, 38 and 70 G.P.M. 


And in addition, all Viking LP-Gas truck pumps come complete with 28-page 
manual, including many installation diagrams similar to the one illustrated 


below. 


WRITE TODAY FOR YOUR COPY OF THIS FREE MANUAL TS-12B. 


SEE THE VIKING PUMP DISPLAY BOOTH 157. LP 


CONRAD HILTON HOTEL 


CHICAGO, MAY 


filed with the Interstate Commerce 
Commission a proposal to boost 
rates by 15 per cent on shipments 
from retail stores to customers. 
Unless blocked, it was due to go 
into effect March 23. 

Express rates were raised by the 
ICC last October on almost all 
shipments but those to customers 
from stores. 

A general 3.5 per cent boost in 
the agency’s rates for smaller 
shipments (less than carload lots) 
ig also under study at the ICC. 


National sales tax seen 
in not-distant future 


The likelihood that the U. S. will 
have a national sales tax in the 
not-distant future is growing 
stronger, 

Joel Barlow, a leading Washing- 
ton tax attorney, believes a sales 
tax is “inevitable” in the kind of 
world we live in. In order to pay 
for national defense, the Congress 
inevitably is going to have to en- 
act some kind of sales tax, Mr. 
Barlow believes. A rate of about 
1% per cent on all products, except 
food, clothing, and medicine has 
been proposed by Vice President 
Nixon. Mr. Barlow believes a 1% 
per cent rate would be “about 
right.” 


NEWS NOTES 


The National LP-Gas Council 
announces that the months of 
August and September were se- 
lected for the group’s first con- 
sumer “Sweepstakes.” Local-level 
Sweepstakes kits were mailed to 
supplier salesmen about April 1 
with a request to explain the 
program, and kit to all dealers, 
members and non-members alike. 
July 1 is the deadline for accep- 
tance of new Council members’ 
entries. 





Carrier Corp., Syracuse, N. Y., 
announced it will merge a wholly- 


owned subsidiary, Cambridge 
Corp., into the parent eompany as 
a division called Cambridge Co. 
Cambridge manufactures storage 
and transportation equipment for 
L. P. gases and is located in 
Lowell, Mass. 


~~ 44° TUBING VAPOR 
E \ LINE TO VAPOR 
SECTION OF TANK 


RELIEF VALVE 
oe 


We UNE VALVE 
EXCESS FLOW VALVE 


BACK PRESSURE VALVE 


HOSE COUPLER 
y ACME 


DELIVERY HOSE 
LINE VALVE——~ 


BULK TRUCK PUMP DISCHARGE LINE 


Turner Corp. is the new corpo- 
rate name adopted by the Turner 
Brass Works, according to an an- 
nouncement by Harold V. Engh, 
president, following a stockhold- 
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VIKING PUMP COMPANY, 


SEE OUR FILE IN BUTANE-PROPANE CATALOG 
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Holds lots... Yes, Ma’am. 
stays hot! Just like your new DAY & NIGHT 


Jetglas WATER HEATER. Plenty 
of hot water and plenty hot. 
Can’t rust, either. 
Best in the business. 


Ask anybody. 




















f guaranteed ext 


never 


Jetglas. Write 


Jetglas - DAY & NIGHT 


fact 
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ers’ meeting recently at Syca- 
more, Ill. .Reason for the change 
is a product diversification and 
marketing modernization pro- 
gram which obsoletes the original 
named, used since E. F. Turner 
established the firm in 1871. 


“How and Where to Buy Gov- 
ernment Surplus” is the title of a 
handbook that shows how to bid 
and buy from the U. S. Govern- 
ment. Special section indicates 
where jeeps, forklifts, and trucks 
can be purchased. Price of the 
directory is $1 postpaid. Orders 


should be sent with check or 
money order to Aviation Surplus 
Center, Dept. BPN, York, Pa. 


Shipments of Arkla-Servel All- 
Year gas air conditioning units 
for February 1959 exceeded any 
previous month in the history of 
the company. A total of 931 units 
were shipped from the Evansville 
factory of Arkla during Febru- 
ary, compared to the highest pre- 
vious month’s shipments of 834 
units, and compared to a total of 
492 units shipped in February 
1958. Shipments for the first two 








BUTANE e@ PROPANE 


PETROLEUM COMPANY ] 


P. ©. BOX 2100 © PHONE LUther 5-5553 © TULSA, OKLA. 


PHOTOGRAPH BY HAROLD M. LAMBERT 





months of 1959 totaled 1595 units, 
compared to 949 units for the first 
two months of 1958. 


Robert L. Rice Co., 1258 First 
Ave., South, Seattle, Wash., has 
been appointed distributor of 
Norge home appliances in 18 
eastern Washington counties, it 
was announced by the Norge di- 
vision of Borg-Warner Corp. The 
company will be responsible for 
sales to dealers as well as all ser- 
vice in the area. Headquarters 
site includes 80,000 sq ft of space 
for warehousing appliances and 
stocking parts. 


Scheduled for completion in 
May is Security Valve Corp.’s new 
11,000 sq ft office and plant fa- 
cility in South Pasadena, Calif., 
according to Walter E. Jorgensen, 
company president. The new 
building will provide expanded of- 
fice, engineering development, 
and manufacturing facilities for 
the company. The company is 
presently located in leased facili- 
ties in Glendale, Calif. 


The William Wallace Co. will 
build a complete manufacturing 
plant at Logan, Ohio, it was an- 
nounced by Alan Kinkead, presi- 
dent. Total cost of the new facil- 
ity is estimated at three quarters 
of a million dollars, and present 
building schedules call for com- 
pletion of the 55,000 sq ft building 
by July 15. The complete line of 
Metalbestos products will be man- 
ufactured at the new Ohio facil- 
ity, as well as at the headquarters 
plant in Belmont, Calif. 


Phillips Petroleum Co. has an- 
nounced a summer-fill discount 
program for its LPG distributors, 
which was effective March 23. 
The discount will be $0.01 per 
gal. in the Midwest, Mid-Conti- 
nent and Northeastern areas. 
The announcement stated that 
due to relatively lower prices for 
liquefied petroleum gas in some 
east coast and southern parts of 
the country, the discount will 
vary from $0.005 per gal. in a few 
Mid-Atlantic states to $0.0075 per 
gal. in the Southeastern and 
South Central areas. Discounts 
under the program will be with- 
drawn Sept. 1, 1959. 


Municipally-owned gas distri- 
bution systems were still running 
in the red in 1957, new govern- 
ment figures show. A report by 
the U. S. Census Bureau covering 
operations through 1957—the lat- 
est year in which figures are 
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Again in 1958 $9 Dealers sold 

Warm Morning Gas Heaters! These 
beautiful, feature-packed gas 
heaters again led the industry in 
sales gains (| with a 34% in- 
crease over 1957. New SK Top:0-Matic 


Controls will rocket Warm Morning 


























Warm Morning Offers You: 


@ Big Early Booking and 
Anticipation Discounts! 


@ Liberal Fall Dating Plan! 


@ Powerful Advertising — 
. and Promotional Sup 
elelae 


Morn f 
l/h {//4 li] gf TIN Send postcard today for full color catalog, prices 
® 


and information about co-op advertising, broad- 


side mailing program, and other powerful adver- 
H EAT E RS tising support backing WARM MORNING gas 
heater dealers. 


‘Mees @ eB eon 4 money Eye. me 4 MANUFACTURER OF WARM MORNING HEATERS 
: : AND INCINERATORS AND MOORE’S GAS HEATERS 
114 F. West 11th Street Kansas City 5, Missouri 
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available—show that total expen- 
ditures exceeded revenues by 
about $5 million. 


The Walworth Co., New York, 
N. Y., announced recently that its 
subsidiary, Grove Valve & Regu- 
lator Co., Oakland, Calif., will act 
as sales agent for specialized lu- 
bricated plug valve products. 


Petrolane Gas Service, Inc., 
Long Beach, Calif., reports unau- 
dited figures for the year ended 
Dec. 31, reflect an approximate 12 
per cent increase in sales and 
other revenue. Also noted was 
an approximate 14 per cent in- 
crease in earnings, equivalent to 
$1.68 a share on the 517,500 
shares outstanding on Dec. 31. 


Manufacturers’ shipments of 
gas ranges in January totaled 
148,600, up 15.7 per cent from the 
same month in 1958, GAMA an- 
nounced. January shipments of 
free-standing ranges totaled 128,- 
300, up 11.2 per cent from 115,- 
400, while built-ins came to 20,300, 
up 56.2 per cent from 13,000. 


Nine German heating, ventilat- 
ing, and air conditioning manu- 
facturers recently visited the Rez- 
nor Manufacturing Co., Mercer, 
Pa. The European team had at- 
tended the annual meeting of the 
American Society of Heating and 
Ventilating Engineers in Phila- 
delphia. Their tour was spon- 
sored by the German Trade & In- 
dustry Association 





World famous Rochester Gauges are performing 
the toughest jobs with trouble-free, rugged ease 
—day after day! Rochester's complete line of 
easy-to-read Criterions, the larger Magnetrons, 
and compact Flow Indicators truly indicate that 
"Rochester Gauges the Industry." 


Demand Rochester Criterion gauges on your 
next tank order or order direct from factory. 


TUUUUUAUTAHUH 


ROCHESTER GAUGES, INC. 
OF TEXAS 


2425 CAROLINE @ DALLAS, TEXAS 
SALES OFFICES: DALLAS; ATLANTA; DENVER; CLEVELAND; ROCHESTER; 


PHILADELPHIA; SAN FRANCISCO; LONDON, ONTARIO 





The National Petroleum Coun- 
cil recently established three spe- 
cial committees to conduct impor- 
tant studies specifically requested 
of the Council by the Acting Sec- 
retary of Interior. These include: 
committee on the use of radio and 
radar; committee on petroleum 
storage facilities, and committee 
on national emergency oil and 
gas mobilization. 


Manufacturers of automatic 
gas water heaters started 1959 at 
a busy pace, shipping 254,300 units 
in January, 8 per cent more than 
the 235,400 in the same month a 
year earlier. The latest figure was 
larger than that for any 1958 
month except October, when 265,- 
900 units were shipped. 


Factory sales of home laundry 
appliances during January were 
18 per cent above a year ago, 
AHLMA announced recently. 
January sales amounted to 423,- 
633 units, as compared with 359,- 
075 units in January 1958. Gas 
dryer sales went up 31 per cent 
and electric dryer sales were up 
12 per cent. 


Phillips Petroleum Co.’s new 
sales contest is in full swing. It 
started on January 1 and runs 
through August 31. Winners will 
be determined on an overall basis 
with L. P. gas jobbers among the 
contestants. 


Charlie Wilkerson Gas Co., 
Panama City, Fla. has just 
opened its doors for business. 
Manager and vice president of 
the new LPG firm is Robert 
Sowell. President is Charlie Wil- 
kerson. The new company will 
sell and install appliances, be- 
sides delivering propane and bu- 
tane to homes and trailer parks 
in the area. 


American Meter Co.’s sales of- 
fice serving New England has 
been moved to 250 Stuart St., 
Rooms 901-2, Boston 16, Mass., 
according to Charles D. Mitchell, 
district sales manager. 


Available to National LP-Gas 
Council members only is a blow-up 
of an advertisement which ran in 
Better Homes & Gardens. The 
first copy is free. Additional 
copies cost 12 cents each. Also 
available is a proof of the 1959 
series of the Council’s “Changing 
Scene” cartoons released to 11,- 
000 editors of the nation’s weekly 
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for a better / It takes year around buying for those extra 


profits on your winter gas sales. Take stock 
of your needs . . . then call Master for prices 
and delivery on storage tanks and transports. 
We're building them and selling them from 
Quincy and Dallas. Write, telephone or wire 
the nearest Master Plant. 


STORAGE 


Break the bonds of limited storage capacity 
with Master LPG Storage Vessels. We build 
to your specifications in ANY size. Full 
X-Rayed seams assure absolute safety. Meets 
all code requirements. Send for Master Storage 
Folder. 


_ & TRANSPORTS 


Dealers’ choice . . . MASTER transports of 
miracle light-weight T-1 Steel for BONUS pay- 
loads. Engineered and built to meet your spec- 
ifications up through 10,000 water gallons. 
Fabricated to meet the latest codes. Fully 
X-Rayed and sand blasted. Recessed fittings. 
Simplified plumbing system. UL Approved. 
Send for Master Transport Folder. 


The streamlined modern Master Time Saver 
is the Cadillac in the field. Changing trucks 
is a breeze as all working parts are mounted 
as a single unit on the platform at the rear 
of the tank. Single or double barrel units for 
immediate shipment, or built to your specifica- 
tions. Shipped complete with truck of your 
choice. Send for Master Delivery Truck Folder. 


MASTERPIECES OF 


STEEL FABRICATION 
2000 S. Front St. @ eae Illinois BAlidwin 3-5014 
P. O. Box 5146 7 Dallas, Texas ° Riverside 7-2441 


FILLING STATIONS FARM CARTS 
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The name is Magic 
she Anows Magic Chef is the Quality range 


In today’s competitive market, where brand fa- 
miliarity and acceptance play such an influential 
role in consumer purchasing, Magic Chef is the 
range the modern homemaker knows and trusts. 

For that matter, she grew up with Magic Chef. 
In her home, at school and as a young homemaker 


she has learned to trust the quality of Magic Chef. 
As your customer she recognizes Magic Chef 
as a guarantee of range quality ... an invaluable 
sales asset for you. 
Are you enjoying the sales benefits of Magic 
Chef’s outstanding consumer acceptance? 


Chef Cleveland, Tennessee 


See the Magic Chef exhibit spaces 91-92-93. 
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newspapers. Last year’s series 
produced 6000 unduplicated new 
clippings. 


Publication of the 1959 Verified 
Directory of Manufacturers’ Rep- 
resentatives has been announced 
by the Manufacturers’ Agent 
Publishing Co., 505 Fifth Ave., 
New York 17. It lists more than 
15,000 manufacturers’ domestic 
and export representatives in the 
United States, its territories and 
Canada. The listings are ar- 
ranged geographically and_in- 
clude the principal products each 
“rep” carries and the trading 
area covered. The price is $20.00, 
with a 10-day unconditional money 
back guarantee. 


A proposal for a pipeline to 
transport butane, pentane, and 
propane to the Great Lakes area 
from western Canada is under 
discussion by Interprovincial 
Pipe Line Co., according to T. S. 
Johnston, president. 


The hydronic heating industry 
scored substantial sales gains in 
1958 over the preceding year fol- 
lowing an upsurge which started 
in the summer months and con- 
tinued during the fourth quarter, 
the national Better Heating-Cool- 
ing Council reports. 





A new magazine rotary 
press uses a dryer that op- 
erates on propane or natural 
gas, can print an illustrated 
journal on both sides of the 
paper, and deliver it dry 
and folded at speeds up to 
1000 ft a minute. 

The secret of its speed is 
the drying process: the 
paper passes at finely-calcu- 
lated speeds through a 
naked flame which dries the 
ink but does not scorch the 
paper. 

After passing through the 
flames the web is cooled by 
rollers fitted to a continuous 
water supply to offset the 
condensation in the cham- 
ber, where tremendous heat 
is generated. Automatic con- 
trol prevents the heat from 
rising above the safety 
limit. 

The press was designed 
and built in England for a 
Winnipeg, Canada, company. 














LIKE LOOKING INTO 
YOUR CUSTOMERS’ FUEL 


Me any Dray L 4 


FREE BOOKLET BRINGS YOU “20 NEW 
WAYS TO PROFIT BY DEGREE DAYS” 


NOW for the first time 
You can keep an eye on 


Your customers’ fuel 


tanks .. . day by day! 


The amazing accuracy of the new im- 
proved Johnson Fuel Demand Meter is 
putting the retail fuel business of many 
dealers throughout the country on a new 
profitable basis. It eliminates guess work 
by putting an end to run-outs and emer- 
gency calls, by automatically and ac- 
curately computing “Effective Degree 
Days.” 


No other degree day meter has the 
EXCLUSIVE Johnson “Automatic Eye” 
that actually brings you 20 new ways 
to profit by degree days. 


SOLD WITH A MONEY BACK 
GUARANTEE OF SATISFACTION 


By 
Ss Joluvon 
DEGREE DAY SYSTEMS 


DIVISION OF OAKLEY and OLDFIELD 
Home Heating Specialists for over 50 Years 


329 S. Pitcher St., Kalamazoo, Michigan 


TO PROFIT BY DEGREE DAYS” 


THE NEW IMPROVED 


Zpolmnon 
} FUEL DEMAND 7 
METER 


KEEPS AN AUTOMATIC EYE ON THE 
PROFIT END OF YOUR BUSINESS 


& 


Measures Combined Effect of 
Temperature, Wind, and Sun! 


Small, compact, and dependably accu- 
rate, the new improved Johnson Fuel 
Demand Meter will double the efii- 
ciency of your selling operation by keep- 
ing an automatic eye on the profit end 
of your business! 


Invented by M. Lee Johnson, nationally 
known home heating specialist. The new 
improved Johnson Fuel Demand Meter 
is now in daily use by successful LP 
gas and fuel oil dealers throughout the 
United States, Canada, and Europe. 


Send For 


FREE BOOKLET ! 


MAIL THIS COUPON TODAY 
FOR FREE BOOKLET “20 NEW WAYS 








For further information on items reviewed in this section use the 
convenient post-paid Readers’ Service Cards on pages 99, 100 





Gas air conditioner soon to be produced by Bryant 


David W. Hoppock, 
Bryant's vice presi- 
dent and general 
sales manager, ex- 
plains the operation 
of the new gas air 
conditioning unit to 
Bart Frary, Bryant- 
Frary Co., Rockford, 
Hl. 


Circle 1 on Readers’ Service Card 

Bryant Manufacturing Co. has 
unveiled its new gas-fired air con- 
ditioner. Shortly after the merger 
of Bryant with Carrier Corp. in 
1955, development work was con- 
centrated on an absorption-cycle 
outdoor unit using ammonia and 
water as the refrigerant and ab- 
sorbent. 

“The unit, which will soon go 
into production, is entirely air- 
cooled, may be installed outdoors, 
is quiet and automatic in opera- 
tion, and is practical for add-on 
application in conjunction with ex- 
isting furnaces as well as with new 
Bryant furnaces,” according to 


Samuel F. Shawhan, the firm’s 
president and general manager. 

After the successful perform- 
ance of prototypes in residential in- 
stallations, Bryant proceeded on a 
more elaborate field testing pro- 
gram. As a result, the firm started 
producing “hand-made” machines 
early in 1958 and, in cooperation 
with gas utilities, 69 units were 
operated in residences in various 
parts of the country served by 42 
different gas companies. 

Based upon the results of this 
extensive field test program, sev- 
eral minor modifications were in- 
corporated in the final design 
which will soon be in production. 


“Bryant plans to sell the air con- 
ditioner through its regular dis- 
tribution channels with much of 
the limited early 1959 production 
going to the gas utilities and dis- 
tributors who participated in the 
1958 field test program,” said 
David W. Hoppock, vice president 
and general sales manager. Sales 
through Bryant dealers will begin 
as rapidly as available production 
permits and dealers can be trained 
in sales, installation and service. 


Welded LPG meter 
simplifies readings 
Circle 2 on Readers’ Service Card 
A welded steelcase meter for use 
with L. P. gas was announced by 
American Meter. Designated WC- 
45-LPG, it contains an internal, 
counter-type index for simplified 
meter reading. The meter has a re- 
movable soldered top for easy meter 
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accessibility. The tangent can also 
be adjusted through the meter in- 
let without removing the top. Rated 
capacity is 45 cfh propane and 40 
cfh butane at 4-in. we differential 
—5 psi working pressure. 


Cribben & Sexton introduces 
Value and Gold Star models 
Circle 3 on Readers’ Service Card 


A deluxe 36-in. automatic gas 
range selling for less than $200 is 
announced by Cribben & Sexton. 
According to the company, it is a 
top value range, with quality fea- 
tures ordinarily found in much 
higher priced products. These fea- 
tures include “burner with a 
brain,” “obedient burner” cooking, 
“smoke-proof” broiling, and “air 
conditioned” baking. The range is 
backed by a major advertising and 
promotional campaign. The com- 
pany also announced the addition 
of eight Gold Star ranges to its 
line. They are offered in 40, 36, 
and 30-in. models with Supreme 
and Custom styling. 


Lock-type excess flow valve 
provides gas-tight seal 
Circle 4 on Readers’ Service Card 


“Saf Evac,” an improved lock- 
type excess flow valve, is being in- 
troduced by Fisher Governor Co. 
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V-O-M MAGIC VENT 
BREATHES THRU WALL 


VANAAAAAALY 























HERMETICALLY 
SEALED 


HEAT 
EXCHANGER 


Vent-(4)-magic WALL HEATER 


Patent Applied For 


Dramatically different; Complete, Compact, 
Safe. Mounts on (not in) any outside wall. No 
chimney, no ductwork. Sealed exchanger; burnt 
gases cannot enter room. Expansive louvered 
panel frees maximum heat quickly; accents 
warm floors. Easy to install and service; all 
controls handy via front Service Door. Com- 
pletely automatic; 100% Safety Shutoff. A.G.A. 

Approved. Beautifully finished in eae 
& Cafe’ baked enamel. 


@BLOWER is optional; easy to add 
anytime. VENT is weatherproof, . 
windproof, pestproof. Features .# 
Aluminized Steel construction. ,j 


COMPLETELY 
AUTOMATIC 


WRITE FOR THESE 
Pp V-O-M SEALED WALL HEATERS, 
ask for Specs File No. 773. 
P RECESSED WALL HEATERS, ask 
for Specs File No. 753. 
P CATALOG NO 59, for Consoles, 
Utility & Fireplace Heaters. 





FOR NATURAL @ MANUFACTURED @ MIXED @ LP-GASES 








THE OHIO FOUNDRY & MFG. CO, “America’s Finest Since 1846” STEUBENVILLE, OHIO 





















THIS BOOKLET 


TELLS YOU 


HOW TO GET 


AN EXTRA TANK 


IN EVERY 20 


ASK FOR 


BROCHURE 483 






BRUNNER 


BRUNNER DIVISION 


IT’S FREE! 
DUNHAM.BUSH, INC. 


DUNHAM BUSH 
WEST HARTFORD 10, CONNECTICUT 


MICHIGAN CITY, INDIANA ¢ MARSHALLTOWN, IOWA ¢ RIVERSIDE, CAL. 


CUED erewster. newyork 







TORONTO, CANADA . PORTSMOUTH, ENGLAND 





Keep Up with LP. gas 
Developments Each Month 


BUT a 
by subscribing to 


198 SOUTH ALVARADO STREET, LOS ANGELES 57, CALIFORNIA 
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Designed to provide safe liquid 
withdrawal with a minimum of in- 
convenience to the installer, it is 
equipped with a special sealing plug 
and metallic gasket in the outlet to 
provide a gas-tight seal. A slot in 
the plug allows fast discharge of 
any liquid in the valve when the 
plug is loosened. Approximate clos- 
ing flow is 25 gmp liquid propane. 








Gas lamp is all-weather 
aluminum construction 
Circle 5 on Readers’ Service Card 


“The Belle” gas light is available 
with clear or frested hurricane 
chimney. It is of all-weather alumi- 
num construction with solid brass 
trim. The lift-top affords easy ac- 
cess to the interior of the lamp. 
Some features are: interior stilling 
chamber to reduce flicker; a spe- 
cially designed flow regulator and 
filter which allows illumination ad- 
justments from pilot light to maxi- 
mum intensity of mantle rating. 
It is 20% in. high, 18% in. wide, 
334 Ib net weight and, 634 Ib ship- 
ping weight. 





Large capacity cylinders fit 
present mobile homes set-ups 
Circle 6 on Readers’ Service Card 
Two new cylinders, with propane 
capacities of 28 and 40 lb, are now 
being manufactured by Linde Co. 
Made exclusively for home trailer 
use, the cylinders will fit all present 
20 Ib cylinder installations. They 
have been designed specifically to 
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PERFORMANCE 








Af 


with... 


CONSOLE HEATERS 


with Counter Flow Heat 
(Optional) 


Peerless performance means profits to you. Because 
a Peerless puts out heat—lots of heat where it’s 
needed and does it economically. 


We recommend the Peerless with Counter Flow 
Blower Attachment for those really tough jobs where 
gravity circulation of heat is not adequate. In fact, 
the boost given in warm air circulation is ample for 
heating several rooms. Peerless Counter Flow equip- 
ment is available for all 50,000 and 65,000 BTU 
heaters, either radiant or closed front, and is delivered 
complete with its own temperature controls and six 
feet of electric cord. It can be bought with the new 
heater or installed later. 


There is a complete line of expertly-engineered 
Peerless gas console heaters—closed front models from 
20,000 to 65,000 BTU input. All models are A.G.A. 
approved for natural, mixed, manufactured and L.P. 
gases. And, all include the traditional Peerless quality 
and smart, contemporary design that has made Peer- 
less the preferred model by both dealer and consumer! 


Look for us at the Conrad Hilton, 
Space 176-177 at the LPGA 
Show in Chicago May 3-6. 





/ f f ‘ 
GAS Phi modern fet 


] fs 
Crerless THE MODERN HEATER 4) 


PEERLESS MANUFACTURING DIVISION 


OF DOVER CORPORATION 
LOUISVILLE 10, KENTUCKY 


MAY, 1959 























Proudest performers of all time, Enterprise Ranges 

of our Centennial Line are designed and 
manufactured with one hundred years of scien- 
tific know-how and dependability behind them. 


To celebrate our 100th anniversary, we have gone all out 


to build the finest ranges of all time. 


Get Entenpride tor Profit. *Free floor pien. 
No down payment. “G. advertising allowance. 
Free mat books. 








PHILLIPS & BUTTORFF CORPORATION 


Nashville, Tennessee rprising 
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PRODUCTS 


New Fineway 


LPG TRANSFER UNIT 





The modern way to transfer LPG 
from storage tank to tractor. Fast, 
easy, safe—transfers 10 gal. per min- 
ute. Twin compressor, oil separator 
and % h.p. explosion proof motor. 
(6-V. DC—12-V, DC-110-V. AC.) 


BRASS & COPPER STENCILS 


Made to your specifications. Size, 
number of letters, design determine 
price — estimates furnished. 

rough sketch with dimensions, 
wording, etc. An economical way to 
identify your tanks. 


“YOUR NAME” TANK DECALS 


Good advertising and quick identity 
of your tanks at low cost. Four 
colors with LPG flame emblem. Two 
sizes. 


RUBBER STAMP KITS FOR 
CYLINDER & TANK MARKING 





7 
| 
| 
e 
i 
PY 


The quickest and most clean-cut way 
to mark cylinders or customer tanks 
—complete with ink pad, ink and 
cleaner. Available with flame em- 
blem and hand set letters or special 
design. See catalog. 


Write for Fine Catalog No. 457 LP 





JHE PRODUCTS Co. 


6240 OGDEN AVE 


BERWYN (Chicago Sub.) ILLINOIS 














For further information use Readers’ Service Cards on pages 99, 100 


meet requirements for larger pro- 
pane capacities brought about by 
the increased use of mobile home 
L. P. gas appliances. 








Duo-Therm line of heaters 
completely redesigned 

Circle 7 on Readers’ Service Card 

The entire 1959 Duo-Therm line 
of gas home heaters has been re- 
designed in new, modern lines and 
colors. Cabinet styles range from 
traditional to pure modern func- 
tional. The line features gas heat- 
ers of froin 25,000 to 66,000 Btu 
input heating capacity. New fin- 
ishes are basically two-tone. 





New tank coating 
lasts 4 to 6 times longer 
Circle 8 on Readers’ Service Card 


A new Poly-Form non-toxic pro- 
tective coating for cylinders and 
tanks is reported to last 4 to 6 
times longer than conventional 
coatings and to cover 2 to 3 times 
more area per gal. Formulated to 
be very rigid or flexible, it con- 
tains a high percentage of solids. 
Available in clear or decorator col- 
ors, a gallon covers up to 900 sq ft. 








Nozzle especially suited for 
spray-cooling molds, washing 
Circle 9 on Readers’ Service Card 
Bete Fog Nozzle’s CW7590 nozzle 
is suited for use in spray-cooling 
of molds, washing and many other 
purposes. The whirl chamber is at 


the back of the nozzle with the ori- 
fice recessed into the body. The 
apex of the spray cone is actually 
flush with the mounting surface. 
The nozzle is made with %4 in. male 
pipe thread. It has a flow rate of %4 
gpm at 40 psi and a spray angle of 
90 deg. Other flow rates and angles 
can be supplied as required. 








Roper offers four built-in 
ovens, ten surface units 
Circle 10 on Readers’ Service Card 


Four built-in gas oven-broiler 
units and ten surface units are an- 
nounced by Geo. D. Roper. Surface 
units include two, four, and five 
burner units. “Tem-Trol” auto- 
matic top burner is featured in 
many of these units. Two surface 
units are fitted with a Hudee rim, 
which mounts snug and flush with 
the counter-top. Two built-in oven- 
broiler units feature automatic 
clock control. An oven rotisserie is 
also offered on two ovens. 








Safety switch eliminates 
pilot flame failure danger 
Circle 11 on Readers’ Service Card 
Partlow announces its Model SBS 
safety switch which automatically 
goes into action and shuts down 
both pilot and main fuel flow by 
actuating a solenoid valve. It may 
be mounted in any location or posi- 
tion, as long as the instrument body 
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is not subjected to abnormally high 
temperatures. Proper operating 


temperature is between 1200 and | 


1400 deg. F. 





Deep fat fryer converts 
gas into infra-red heat 

Circle 12 on Readers’ Service Card 

Morley-Majestic has added a deep 
fat fryer to its line of gas commer- 
cial cooking equipment. Increased 
heating surfaces with redesigned 
jet burners, thermostatic tempera- 
ture contro] and complete automatic 
safety pilot are standard equipment. 
Jet deflectors with ceramic radiants 
convert gas into infra-red heat for 
maximum efficiency. AGA and NSF 
approved. 





Budget-priced "Sentry" gaslite 
is sixth in Arkla's line 

Circle 13 on Readers’ Service Card 

The “Sentry,” a budget-priced 
model gaslite by Arkla, is the sixth 
light in the company’s line. It is de- 
signed for post installation and fea- 
tures a two-tiered, ornate-style top 
with fluted edges and a hinged tilt- 
back feature for ready access to the 
interior. It is designed to sell for 
approximately 50 per cent less than 
Arkla’s most popular 1958 model. 
The Sentry is shipped from the fac- 
tory with pressure regulator and 
other necessary equipment. 
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” SHE'S MAD. 
BUT GUESS | 
WHO'LL BE 
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An all-Metalbestos gas vent is your low-cost insurance against this 
extra expense...because the water that collects under many water 
heaters vented by single-wall connectors isn’t really a leak at all! It’s 
simply part of the 2% pints of water that an average gas water heater 
releases every hour in the form of water vapor. 


The only power available to expel this water vapor is the heat in the 
vent gases themselves...but modern, efficient water heaters transfer 
most of that heat to the water tank. The 
small amount of heat that’s left must be 
conserved by a double-wall insulated Metal- 
bestos gas vent, or else the water vapor will 
condense to water and drain back to rust 
the appliance or spill out onto the floor. 
That’s when your customer calls you back 
to repair the damage...at your expense! 


The Metalbestos “Safety Seal’’ Is Your Protection 
From ‘‘False Leaks’’. . . because only an all-Metol- 
bestos gas vent, installed pty on magne 
with the Metalbestos “Safety " Gas Vent 
Tables, rates this Seal. For your free of the 
“Safety System" Tables, write to Dept. M-5. 


Stocked by principal distributors in all major cities. 























































For turther information use Readers’ Service Cards on pages 99, 100 


Circulating pump requires 
no lubrication 

Cirele 14 on Readers’ Service Card 

Taco Heaters has introduced its 
“Perfecta” circulating pump. It 
features: no seals or packing, no 
drive coupling, no lubrication, no 
starting switch, no overload protec- 
ter, low-cost operation, compact 
design, and one-piece cast impeller 
(closed type). Since it is lubricated 
by the system water, no oiling or 
| greasing is required. It is available 
| with interchangeable 54, 1, 144, or 
| 1% im, flanges. 








* 4 2 
Oryer's stainless steel drum 
querenteed fer lifetime 

Civele 53 em Readers” Serve Card 

Speed Queems Mede} IS gas 
@rver features a stainless steel 
@rum that carries a hifetime guar 
girtee. Autematic ignitien and beat 
seleetiom fer all types ef fabric are 
effered, Busy aceesstbiitx te the 
maim gas cemtrels is made gussitie 
theeugh & gas aceessery dher en 
the top pare! ef tie drver 





New nevheg terme 
ev@ietie A Sz Rzes 


Jwele 06 on Beadte< Sernee Card 
Hauck Manufketurtng (a. an- 
neunees if: “HZ-lleaike” Gettie. 
fr melting: tar: aspialh, pitch and 





bituminous compounds. Trailer type 
kettles on pneumatic tires are 
available in 60, 90, 120, 180, 240 
and 360 gal. melting capacities. 
Skid type kettles with convenient 
sliding carrying handles for easy 
loading on truck or moving, are 
made in 60, 90 and 120 gal. capaci- 
ties. 








Welbilt's Gold Stor range 
has 19 in. wide oven 

Cirele IT em Readers’ Service Card 

Welbilt’s Gold Star range encom- 
passes all the high points of the 
AGA specifications. Its 19 in. wide 
even is 19 in. deep and 12 im high 
amd has a roasting. baking and 
cooking capacity of approximately 
3000 cu im. Other features imciude 
a @ush-fromt moderm design with 
two glass door windows combined 
with a gold amd stainless stee] back- 
guard; a2 combination radiant 
retisserie amd bi-breiler; amd 2 
“Onen-trel” matchless oven 





Cirela 02 on Readers” Seren Card 

Ohi Foundry announces 2 2e4 
invented “Girilianr Fire” gas teat 
er Gat in S¢Sappewed fo me 
sullatiom en-iewalll Ib ip F_ im 
deep with 25,000 Btu ger four in- 
aut. 4m austiiacy Giower may be 
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WANT 
MORE 
PROFITS 
PER 
MILE? 


Sure you do. Then... 
get more gallons per 


delivery mile. This Delta 
3000 T1 is fabricated 
with a big difference 

. a profit margin 
in a precision 
produced 
product! 


Ask the Delta Man... 
Get the answer. Get more 
gallons to each delivery 


mile...the profit is yours! 


DELTA 


DELTA TANK MANUFACTURING CO., 


BATON ROUGE, LA. MACON, GA. 
BEARDSTOWN, ILL. 
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New design features built into 
H. C. Little's boiler line 
Circle 19 on Readers’ Service Card 


H. C. Little Burner Co. offers a 
complete new line of gas-fired boil- 
ers. A draft hood with a vertical 
to horizontal] design reduces over- 
all height of the boiler and permits 
basement installation with 6 ft 
ceiling. An aluminized steel flue- 
collector resists corrosion from all 
gases. 


Gas-fired forge provides 
high, fast heat for forging 
Circle 20 on Readers’ Service Card 


Johnson Gas Appliance Co.’s gas- 
fired forge furnace provides the 
high, fast heat needed for sharpen- 
ing and forging parts and tools. 
Body is of heavy steel construction. 
Firebox is heavily insulated. It is 
equipped with four burners with 
separate shut-off valves on end 
burners. Overall height is 30 in., 
width (not including rack) 19 in. 
and length 40 in. Btu input per 
hour: 370,000 maximum. 


Non-linting pilot burner for 
gas heating installations 

Circle 21 on Readers’ Service Card 

A non-linting pilot burner for 
gas heating installations is an- 
nounced by White-Rodgers. The 
“Lint Sentinel’ does away with lint 
blocking at the primary air open- 
ing, the main source of pilot fail- 
ure. It operates without primary 
air. The air slots usually located 








GET 
MORE 
GALLONS 
PER 
MILE! 


You make more 
profit per mile. 


Ask the Delta Man . . . Get 
the answer. Get more gallons 
to each delivery mile . . 
the profit is yours! 


DELTA 


DELTA TANK MANUFACTURING CO., INC. 


BATON ROUGE, LA. MACON GA 
BEARDSTOWN, ILL. 
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e Meter Components 
e Drills & Drill Cases 
e Testing Thermometers 

















e Taps & Reamers 
e GRIPSO Pliers & Wrenches 
e Ratchets & Sockets 
e M/W Cylinder Trucks 
e YEATS Appliance Dollies 
e Dies & Die Holders 
e PAPCO Flaring Tools 
e PAPCO Cutoff Tools 
e GRIFFOAM Leak Detector 
e “U” Gauges 
e Custom-Fit Appliance 
+ Pads & Covers 


CE 


FREE CATALOG AVAILABLE 








For further information use Readers’ Service Cards on pages 99, 100 






Circulating pump requires 
no lubrication 
Circle 14 on Readers’ Service Card 


Taco Heaters has introduced its 
“Perfecta” circulating pump. It 
features: no seals or packing, no 
drive coupling, no lubrication, no 
starting switch, no overload protec- 
tor, low-cost operation, compact 
design, and one-piece cast impeller 
(closed type). Since it is lubricated 
by the system water, no oiling or 
greasing is required. It is available 
with interchangeable 34, 1, 1%, or 
11% in. flanges. 





Dryer's stainless steel drum 
guaranteed for lifetime 


Circle 15 on Readers’ Service Card 


Speed Queen’s Model 133 gas 
dryer features a stainless steel 
drum that carries a lifetime guar- 
antee. Automatic ignition and heat 
selection for all types of fabric are 
offered. Easy accessibility to the 
main gas controls is made possible 
through a gas accessory door on 
the top panel of the dryer. 








New melting kettle 

available in six sizes 
Cirele 16 on Readers’ Service Card 
Hauck Manufacturing Co. an- 


nounces its “E-Z-Loader’” kettle, 
for melting tar, asphalt, pitch and 


bituminous compounds. Trailer type 
kettles on pneumatic tires are 
available in 60, 90, 120, 180, 240 
and 360 gal. melting capacities. 
Skid type kettles with convenient 
sliding carrying handles for easy 
loading on truck or moving, are 
made in 60, 90 and 120 gal. capaci- 
ties. 





Welbilt's Gold Star range 
has 19 in. wide oven 
Circle 17 on Readers’ Service Card 


Welbilt’s Gold Star range encom- 
passes all the high points of the 
AGA specifications. Its 19 in. wide 
oven is 19 in. deep and 12 in. high 
and has a roasting, baking and 
cooking capacity of approximately 
5000 cu in. Other features include 
a flush-front modern design with 
two glass door windows combined 
with a gold and stainless steel back- 
guard; a combination radiant 
rotisserie and hi-broiler; and a 
“Oven-trol” matchless oven. 








On-the-wall gas heater 
approved by AGA 
Circle 18 on Readers’ Service Card 


Ohio Foundry announces a new 
unvented “Brilliant Fire” gas heat- 
er that is AGA-approved for in- 
stallation on-the-wall. It is 91% in. 
deep with 25,000 Btu per hour in- 
put. An auxiliary blower may be 
installed any time. 
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WANT 
MORE 
PROFITS 
PER 
MILE ? 


Sure you do. Then... 
get more gallons per 
delivery mile. This Delta 
3000 T1 is fabricated 
with a big difference 
...@ profit margin 

in a precision 

produced 

product! 


Ask the Delta Man... 
Get the answer. Get more 
gallons to each delivery 
mile...the profit is yours! 


DELTA 


DELTA TANK MANUFACTURING CO., INC. 


BATON ROUGE, LA. MACON, GA. 
BEARDSTOWN, ILL. 
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New design features built into 
H. C. Little's boiler line 
Circle 19 on Readers’ Service Card 


H. C. Little Burner Co. offers a 
complete new line of gas-fired boil- 
ers. A draft hood with a vertical 
to horizontal design reduces over- 
all height of the boiler and permits 
basement installation with 6 ft 
ceiling. An aluminized steel flue- 
collector resists corrosion from all 
gases. 


Gas-fired forge provides 
high, fast heat for forging 
Circle 20 on Readers’ Service Card 


Johnson Gas Appliance Co.’s gas- 
fired forge furnace provides the 
high, fast heat needed for sharpen- 
ing and forging parts and tools. 
Body is of heavy steel construction. 
Firebox is heavily insulated. It is 
equipped with four burners with 
separate shut-off valves on end 
burners. Overall height is 30 in., 
width (not including rack) 19 in. 
and length 40 in. Btu input per 
hour: 370,000 maximum. 


Non-linting pilot burner for 
gas heating installations 
Circle 21 on Readers’ Service Card 


A non-linting pilot burner for 
gas heating installations is an- 
nounced by White-Rodgers. The 
“Lint Sentinel” does away with lint 
blocking at the primary air open- 
ing, the main source of pilot fail- 
ure. It operates without primary 
air. The air slots usually located 











GET 
MORE 
GALLONS 
PER 
MILE! 


You make more 
profit per mile. 


Ask the Delta Man. . . Get 
the answer. Get more gallons 
to each delivery mile .. . 
the profit is yours! 


DELTA 


DELTA TANK MANUFACTURING CO., INC. 


BATON ROUGE, LA. MACON GA 
BEARDSTOWN, ILi. 
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YOU CAN 
COUNT ON 


Lomfortee:, 


GAS HEATERS 


FAST TURNOVER 
FULL LINE PROFITS! 


It's true . . . Comforteer Gas Heaters offer 
you the most style conscious heating ap- 
pliances combined with superior performance. 
Customer appeal assures fast turnover and 
our varied line is priced for your profit. 


VENTED CIRCULATORS 


Model 340 Model 316 
Comforteer manufacturers 5 different models 
vented circulators 12,000-40,000 BTU Input. 
All models finished in Warm-Tone Beige. 


UNVENTED CIRCULATORS 


Model 118 Model 135 


There are 10 _ basic 
models of Comforteer 
Unvented Gas Heaters. 
12,000 to 50,000 BTU 
Input models. 


Model 235 


+ « « » for fast turnover, ful! profit... . 
See Comforteer representatives at the LPGA 
Convention Conrad Hilton Hotel. May 3 to 6. 


Manufactured By 
VEGA INDUSTRIES, INC. 
West Sixth Street 
CHATTANOOGA, TENNESSEE 





For further information use Readers’ Service Cards on pages 99, 100 


around the orifice base have been 
eliminated, closing the main point 
of lint entry. Three models are 
available, for right-hand flame, for 
left and for dual ignition. 


Initials personalize owner's 
Caloric gas range 
Circle 22 on Readers’ Service Card 


Over 150 different models of Ca- 
loric gas ranges have been given 
the Gold Star Award. The group 
includes built-ins, Ultramatic and 
Deluxe models in 20, 24, 30, 36, and 
40 in. sizes. In addition to the cook- 
ing conveniences required for Gold 
Star Award, Caloric has giant 1200 
Btu top burners, guaranteed for 
life. Also, “keep warm” and “sim- 
mer” settings. Individual mono- 
grams, personalizing each range 
with the owner’s gold-colored in- 
itials, are another unusual feature 
of the models. 


Trencher features positive 
acting spring-loaded clutch 
Circle 23 on Readers’ Service Card 


Charles Machine Works’ Model 
C-3 “Ditch Witch” trencher fea- 
tures a_ positive-acting spring- 
loaded clutch, and a ball-bearing 
screw jack for raising and lowering 
the digging boom. A spring-loaded 
sprocket on the digging boom main- 


tains correct digging chain tension 
and allows foreign material to pass 
through the digging chain without 
stalling the machine. Standard 
equipment includes a 2 ft depth 
digging chain with a selection of 
teeth for digging 3, 4, and 6 in. 
wide. 


Automatic clothes dryer 
operates at low temperature 
Circle 24 on Readers’ Service Card 


An automatic clothes dryer for 
self-service laundries operates at 
low temperature with a 120 deg. air 
flow. This Norge coin-operated 
machine dries all types of fabrics. 
It has a safety thermostat, metal 
clothes door gasket guard, safety 
knee door opener, and automatic 
door switch. It is installed easily 
with simple venting. 


Gas lamp can be turned on, off 
from inside an establishment 
Circle 25 on Readers’ Service Card 


Trageser Copper introduces its 
“Vari-Ray” gas lamp. Designed for 
use especially in colder climates, it 
contains a mechanism which per- 
mits the owner to turn it on and 
off from inside the house. The light 
intensity can be dial-controlled to 
give variable brightness. Available 
for any gas, the lamp is supplied 
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complete with lamp head, pressure 
regulator, post and remote operat- 
ing control assembly. 


Desk-model bookkeeping 
machine handles variety of tasks 

Circle 26 on Readers’ Service Card 

A desk-model bookkeeping ma- 
chine designed to handle a variety 
of bookkeeping tasks has been 
placed on the market by Burroughs 
Corp. The machine, a style P612, 
includes several automatic features 
formerly available only in larger, 
more expensive models. Its flexi- 
bility will permit small businesses 
to switch to mechanized accounting 
without revising their bookkeep- 
ing systems. 


Lynn introduces L. P. housing 
made of galvanized steel 

Circle 27 on Readers’ Service Card 

The Lynn L. P. housing has just 
been introduced. Made of galvan- 
ized steel throughout, finished in 
silver aluminum enamel and rust- 
proof. It features a heavy gauge 
corrugated steel base which permits 
a 20 per cent savings in shipping 
costs because it weighs less than 
conventional housings. 


G-VI tractor turns in short 
radius—16 ft 4 in. 
Circle 28 on Readers’ Service Card 


Minneapolis-Moline’s G-VI trac- 
tor weighs approximately 7600 Ib., 
with a wheel base of 96 in. It turns 
in the short radius of 16 ft 4 in., 
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TRANSPORT WITH FITTINGS 


IN YOUR SERVICE 


Excess flow valve—high 
flow, low pressure 
drop. #3001 series. 


Large acme thread 
adaptors and couplings 
for safety. 


All new relief valves — 
completely recessed for 
safety. Specially de- 
signed for transports 
and bobtails. 2” and 3” 
sizes. 


Rotary gauge, #331 
series. Special rugged 
design for mobile 
equipment. 


Special space-saving 
angle valve incorporat- 
ing excess flow valve. 
#830. 


FITTINGS EXPRESSLY 
DESIGNED FOR MOBILE 
EQUIPMENT. 




















It's FOR YOU 


FISK 


TANK TRAILER 
. HYDRAULIC 


YES—ONE MAN—CAN FRISK your tanks with a FISK trailer. Simple 
to operate and maintain. The hydraulic system does all the work. Save 
muscles—time and money. Fisk will transport tanks up to 1260 wg. 


PRICED WITHIN YOUR REACH—WRITE TODAY 


See the Fisk Trailer in the Fine Products Co. booth #13 at LPG Show, Chicago, May 3-6 

Fine Products Company FISK TRAILER SALES CO. Fisk Trailer Soles 
6240 Avenue (Factory) 

Berwyn (Chicago), it. P. O. Box #3093 y Fe ~~ = 


Pe wo 


Madison, Wisconsin 
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“THE 
HEART 
OF 

THE 
HOME” 


WALDORF 


GLASS LINED 
ee eee 
WATER 
HEATER 


PLUS 


THE 

NEW 
WALDORFE 
L-P GAS 
on Sok @ . i a) 
DRYER 


WALDORF HEATER COMPANY, 
1421 Chestnut Street, Philadelphia 2, Po. 


i Tell me more about your 
WATER HEATERS AND DRYERS. 














and has been engineered for the 
best weight distribution and trac- 
tion. The six cylinder engine devel- 
ops 81 belt hp and 72 drawbar hp 
on L. P. gas. 


Five vented heaters 
guaranteed for life 

Circle 29 on Readers’ Service Card 

Five sizes of vented radiant cir- 
culators are included in Locke Stove 
Co.’s “1500-Series” of Moore’s gas 
heaters. They are constructed prin- 
cipally of cast-iron and are guar- 
anteed against burn-out for life. 
“Top-O-Matic” controls permit the 
owner to make temperature or 
blower adjustments without bend- 
ing or stooping. 


TRADE LITERATURE 





"The L. P. Gas Dealer's 
Guide to Better Painting" 
Cirele 30 on Readers’ Service Card 


A four-page folder, “The L. P. 
Gas Dealer’s Guide to Better 
Painting,” is available from Spatz 
Paint Industries, Inc. This guide 
lists four different systems for 
priming and spot-priming. Special 
paints for cylinder and bulk stor- 
age tanks are described. A paint 
additive (rust stopper) is also 
available. 


Bulletin describes NCG 
electronic line tracer 
Circle 31 on Readers’ Service Card 


A bulletin describing the NCG 
electronic line tracer attachment 
for flame cutting machines has been 
published by the National Cylinder 
Gas division of Chemetron. It lists 
advantages of the new control sys- 
tem for the firm’s Type R cutting 
| machines in which optical sensing 
| techniques are used to guide metal 
| cutting torches by scanning or 
| reading pen or pencil line draw- 
| ings. 





For further information use Readers’ Service Cards on pages 99, 100 


Free employee training book 
offered by Cities Service 
Circle 32 on Readers’ Service Card 


‘‘Building Your Manpower 
Team,” a 26-page booklet, written 
to help distributors and dealers of 
petroleum products build and train 
stronger employee organizations, is 
offered by Cities Service. Seven 
chapters help improve the effective- 
ness of each member of the staff. 
The booklet shows how to choose, 
train, and supervise men. 


Kerotest's complete valve line 
described in catalog 
Circle 33 on Readers’ Service Card 


Kerotest Manufacturing Co. has 
released catalog KSI-M covering 
its complete line of series valves. 
The 20-page booklet contains parts 
ordering information, trim mate- 
rial, recommended services, and a 
handy Figure Number Index de- 
signed for rapid reference. 


Dixie's entire range line 
pictured in literature 
Circle 34 on Readers’ Service Card 


A 1959 gas range catalog, plus 
foldaway and built-in range folders 
are all available from Dixie. In full 
color, the literature gives specifica- 
tions and pictures of the entire line. 


Brochure pictures and describes 
portable fire extinguishers 

Circle 35 on Readers’ Service Card 

American LaFrance has just re- 
leased a brochure picturing and de- 
scribing its line of portable fire 
extinguishers and accessories for 
office and plant use. Emphasizing 
the need for the right extinguisher 
in the right place at the right time 
so a fire can be snuffed out in the 
first critical minutes, the brochure 
describes units approved by Under- 
writer’s and Factory Mutual Lab- 
oratories. 


Multiport gas-air burners data 
Circle 36 on Readers’ Service Card 


Selas’ new bulletin, Multiport 
P-R gas-air burners, describes how 
the burners—which provide users 
a reducing neutral or oxidizing 
flame with any commercial fuel gas 
—break up the flame front into a 
large number of small flames, re- 
sulting in a concentrated “flat 
face” round flame of high intensity. 
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LPG dealer 
& gas utility 


help each other 


A graphic example of how LPG 
dealer and gas utility company can 
and do work together recently came 
to BPN’s attention. 

Central Indiana Gas Co., Muncie, 
is developing underground storage 
in an old, depleted natural gas field. 
One small well still produces small 
quantities of gas and has been serv- 
ing, in limited fashion, the nearby 
rural community of Unionport (11 
customers). During a well renova- 
tion project last fall, Unionport 
was converted to LPG by connect- 
ing a 1000-gal. tank to the existing 
distribution lines. Even after the 
renovation, however, tests showed 
that the well could not supply ser- 
vice equal to that received by the 
utility’s urban customers. 

December 9th was an unusually 
cold day with a low of eight de- 
grees below zero and a high of 
three above. By 9:30 a.m., the back 
pressure had dropped to virtually 
zero, so the gas company called 
LPG dealer Jim Gill of Gill Broth- 
ers Gas Co., in nearby Albany. By 
4:30 p.m., a 1000-gal tank was in- 
stalled and six hours later the last 
of the scattered customers was con- 
verted to propane. The next day, 
Gill Brothers added a 500 gal. tank 
to the system. Unionport’s 11 cus- 
tomers remained on LPG for the 
rest of the winter, and were grad- 
ually converted back to natural gas 
from the well as spring approached. 

“It is reassuring to us and our 
customers to know that we can 
depend on the fast aid and co- 
operation of the LPG industry in 
such an emergency,” said W. 
George Knollenberg, engineer at 
Central Gas Co. “We shall prob- 
ably be calling on them many times 
in the future, during the course of 
developing our storage field, to sup- 
ply gas to isolated customers who 
must be temporarily cut off from 
natural gas supplies, due to field 
work, testing, etc.” 

To Gill Brothers, such coopera- 
tion has meant up to 300 gal. of 
additional load per day over ex- 
tended periods, not to mention the 
resulting unmeasurable and unpur- 
chaseable good will, both on the 
part of the public and the utility. 
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"G J-BOSS” STYLE X-34 


GROUND JOINT FEMALE COUPLINGS 


Unequalled in strength, durability and safety! That’s why more 
and more “GJ-Boss” Couplings are being used on hose handling 
L-P Gas... at bulk plants . . . on carloading rigs . . . and other 
installations. All parts are steel or malleable iron, thoroughly rust- 
proofed. Furnished with super-strong “Boss” Offset and Interlock- 
ing Clamps. Ground-joint union between stem and spud forms 
leakproof, trouble-free seal. Sizes 14” to 6’, inclusive. Also avail- 
able in washer type, and with companion “Boss” Male Couplings. 
Stocked by Manufacturers and Distributors of Industrial Rubber 
Products. 


DIXON Valve 4 Coupling J, 


GENERAL OFFICES & FACTORY. PHILADEL 
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GENERAL L-P GAS TANKS 
20 1b.—40 Ib.—60 Ib.—100 Ib. Cylinders 


Complete Line of Accessories for Single or Double 
Hook-ups . . . Regulators—Valves—Racks—etc. 
Everything that is needed for complete Bottle 
Gas Installation. 


*% Send for full details today. 


General Processing Corporation 
Main Office and Factory: Quincy, Michigan 
West Coast Division: 

10854 E. Central Ave., EH Monte, California 
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Flo Curves 


a new kind 

of teacher 

who trains your 
service men and 
drivers in LP 

by means of a 
fascinating 
monthly game 
played by mail. 





















































let Fle Cues and her 


ie 
uzzlers 


make your men more productive 


ee ee ncn 


Flo rewards your men for learning with... 


an oe VACATION TRIP FOR 


TWO via TWA SKYLINER. The grand-prize 
winner can choose 8 fun-filled days in 
California or 10 days in Nassau and 
Miami. 50 other wonderful prizes for the 
runners-up in Flo Curves’ Little Puzzler 
training contest. 


Mail the coupon now, and your men will 
receive Flo Curves and Her Little Puzzlers 
in the mail once a month. 

There’s no charge, of course. This is an- 
other feature in Selwyn-Pacific’s contin- 
uing program of service to the LP dealer. 


MAIL THIS COUPON NOW 


SELWYN-PACIFIC COMPANY 
P. 0. Box 61031 + Los Angeles 61, Calif. 
Please send me your FREE “Flo Curves and 


Her Little Puzzlers” training course for my 
men at no obligation whatsoever. 





COMPANY NAME — PLEASE PRINT. 





ADDRESS 
STATE OR PROVINCE 
copies each month. 


CITY 


Please send... 
(1 for each man) 





YOUR NAME POSITION 


Tt —} B= Co: 





Texans hear profit talk, 
adopt insurance plan 


An accountant’s view of the LPG 
business and a hospitalization in- 
surance plan specially tailored to 
the Texas LPG industry were 
among the highlights of the Mid- 
Winter Conference of the Texas 
Butane Dealers Association. Over 
200 dealers attended the two-day 
session in Houston in mid-January. 

“You can make a _ profit—why 
don’t you?” challenged Charles W. 
Guy, an accountant who is also 
executive vice president of General 
Gas Corp., Baton Rouge, La. 

Guy answered his own question 
with three important “don’t’s”: 

1. Don’t make the serious mis- 
take of setting prices in terms of 
percentage of gross profit instead 
of cents per gallon. “Fifty per cent 
gross profit may be enough when 
gas costs a dealer 7 cents per gal., 
but would it be enough if the cost 
dropped to 4 cents?” 

2. Don’t think in terms of profits 
before taxes. “The 25 per cent 
Federal Income Tax is just as much 
an item of expense as a driver’s 
salary.” 

3. Don’t feel sorry for your cus- 
tomers and doubt their ability to 
afford gas. “The average customer 
in Dallas (might have) a total an- 
nual fuel bill of $120 for cooking, 
water heating, and house heating— 
mighty low when you consider that 
in the Midwest, it costs from $200 
to $400 per year just to heat the 
average house with other fuels. 
I know a man who invested his life 
savings in a business, cut prices, 
went broke in less than a year— 
nobody in town offered him money 
to re-establish his business, but 
they had been glad to help him go 
broke.” 

TBDA President Guy Highnote 
announced the availability of the 
special insurance plan for all asso- 
ciation members and their em- 
ployees. Among its advantages are 
that it provides members with less 
than 25 employees valuable group 
insurance protection they would 
not otherwise be able-to get; but it 
also is attractive to larger dealers 
because mass purchasing power 
brings low cost. The Association 
had previously hired an insurance 


consultant who prepared a set of 
specifications which he submitted 
to 21 insurance companies. The 
program selected was submitted by 
New York Life Insurance Co. 

Climax of the meeting was the 
selection of Ray J. Noblitt of Nob- 
litt Sales Co., Clarendon, for 
TBDA’s highest honor, “Butane 
Dealer of the Year.” 


Ideas to be swapped at 
convention panel sessions 


Idea-swapping sessions designed 
for those who run the industry’s 
marketing operations are one of the 
new features of the 1959 LPGA 
convention and trade show sched- 
uled for May 3-6 at Chicago’s Con- 
rad Hilton hotel. 

Ideas will be swapped at six 
panel sessions covering these top- 
ics: general management, opera- 
tions, accounting, load balancing, 
advertising and radio communica- 
tions. 

Panel leaders picked by conven- 
tion chairman Martin A. Stein- 
licht, Home Gas & Machinery Co., 
Mobridge, S. D., are: Eugene 
W. Schrage, Thermogas Co. (Alli- 
son, Iowa) load balancing; James 
B. Shatto, Dri-Gas Co. (Miami, 
Fla.) accounting; R. H. Wherry, 
Southern Propane Properties Inc. 
(Jessup, Ga.) operations; D. G. 
O’Meara, Pyrofax Gas Corp. (New 
York City) advertising; W. A. 
Schuette, Hausgas Inc. (Washing- 
ton, Mo.) general management; and 
Conrad Clark, Evergreen Supply 
Co. (Evergreen, Colo.) radio com- 
munications. 

All panels will be organized as 
informal give-and-take sessions 
with no prepared speeches and the 
floor open to all guests. 

At these specialized panels and 
at the Marketers’ Section meet- 
ing on Wednesday afternoon (May 
6), the entire emphasis will be on 
distributors’ problems. 

The four-day gathering will in- 
clude sessions for producers, ap- 
pliance manufacturers, equipment 
suppliers, tank fabricators and in- 
ternational operators. 

A highlight will be the presi- 
dent’s address on LPGA accom- 
plishments and programs, to be 
delivered by Arthur E. Bone, East- 
ern Propane Co., Malvern, Pa. Bone 
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will speak at the Monday luncheon, 
the opening general session. On 
Wednesday’s lunch program, the as- 
sociation president for 1959-60 will 
be installed. 

The convention finale is a ban- 
quet and floor show Wednesday 
evening. 


“Need for gas unity in 
Chicago area more evident" 


The Gas Institute of Greater 
Chicagoland held its annual organi- 
zation meeting February 26 in Dun- 
dee, Ill. 

President-elect Len Nyberg of 
Western Propane, Batavia, said 
“the need for a gas unity program 
in the Chicago area is becoming 
more evident. Although a feeling 
of complacency about gas fuel com- 
petitors has been existent, that 
complacency will probably be short 
lived. New energy, full cooperation 
from all interested parties, and con- 
tinued support from present mem- 
bers should be all that is necessary 
to create a strong unity program 
beneficial to gas utilities, L. P. gas 
dealers, appliance manufacturers, 
and gas producers.” 

Other officers elected include: 
Harris A. Goodwin, Bastian-Bless- 
ing Co., 1st vice president; Everett 
Wenzel, Cribben & Sexton Co., 2nd 
vice president; Arthur W. Nepstad, 
Industrial Specialties Co., 3rd vice 
president and Jerome T. Happ, 
North Shore Gas Co., secretary- 
treasurer. 


Carburetion conference 
in Kansas in mid-May 


The Annual Central States Con- 
ference on “LPG Carburetion and 
New Applications” is scheduled for 
May 17-20 at Kansas State College, 


Manhattan. Features include: 
practical demonstrations of six 
major makes of carburetors, an 
expanded trade show displaying 
new equipment, and talks by na- 
tionally-known speakers. 

LPGA produces the conference 
in cooperation with the school. 
Registration fee is $15, including 
all instruction, material, and 
luncheons, 


Alabama LPGA adds to 
code, cities services 


Meeting in Montgomery in mid- 
January, the Alabama LPGA board 
of directors recommended an addi- 
tion to the state code, spelled out 
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its reasons for existence, and laid 
plans for its late summer conven- 
tion. 

Upon the recommendation of its 
safety committee, the board ap- 
proved pamphlet No. 52 (interim 
LPG piping and appliance installa- 
tions) and asked the Alabama L.P. 
Gas Commission to adopt it as part 
of the state code. 

The membership committee asked 
dealers to study an official list of 
association purposes and services 
and make suggestions for improve- 
ment. Among the services cited are: 
statewide 4-H Club Safety essay 


project, school range program for 
high schools, industry film on the 
uses of LPG, educational material 
furnished to interested groups, 
consumer safety booklets, employee 
service school, sales schools, car- 
buretion schools, legislative service 
for dealers, representation for 
dealers in freight rate matters, 
dealer meeting encouraged on 
county and district levels, monthly 
marketing reports, close watch on 
adverse publicity, and press re- 
leases on state activities. 

The convention will be August 
2-4 in Birmingham. 
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the right idea. The 
extra profits he makes 
on sales of Superfiome 
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drop in off-season 
sales. 
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@ SPECIAL DRAFT REGULATOR 
@ LARGE CAPACITY 


@ STAINLESS STEEL BURNER 
@PRES-TOE PEDAL OPENS TOP 


LIKE THIS SUPERFLAME 


INCINERATOR 
SMOKELESS—ODORLESS 

Housewives like the convenience of an in- 
cinerator that eliminates their garbage 
there are no rubbish pick- 

ups. Check the extra fea- 

tures and you’ll agree that 
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The most acceptable line of gas 
heaters made! In performance, 
design and appearance, Super- 
flame offers more for the cus- 
tomer’s mo —and again proves 
that “‘Superflame Superiority 
Sells”’. 
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Albert Lea, Minnesote 


Please send me the kit “‘SUPERFLAME SUPER- 
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NEW... 
SPATZ 


Aluminum 


PAINT 


that cuts 
maintenance 
costs of 
Bulk Storage 
Tanks... 
AMALING 
“RUST STOPPING’ 
“STRONTIUM 
CHROMATE” 


es 
ee: 


Even Resists Tarnishing from 
Salt Spray 


Remains Brighter TWICE as long 
@s ordinary Aluminum Paints. 


Sold throughout the Nation at 
Factory Wholesale Prices. 


Write us for the Name of the 
Spatz Representative that serves 
you. 


FREE! 


A quide to better painting espe- 
cially for the "LP" Gas Industry. 
Write for yours today. 


SPATZ 


PAINT INDUSTRIES INC. 
5237 Manchester Ave. 
St. Louis (10), Mo. 





WILLIAM C. Yocum is now vice 
president in charge of engineer- 
ing, it was announced by the Supe- 
rior Valve & Fittings Co. Previ- 
ously chief engineer, he is responsi- 
ble for all phases of the company’s 
engineering developments. 


W. C. Yocum 
Superior Valve 


Norman Robertson 
American-Standard 


NORMAN ROBERTSON was ap- 
pointed to the newly created posi- 
tion of market research manager 
for American-Standard Air Condi- 
tioning division. The Market Re- 
search department will develop mar- 
keting data for individual areas to 
assist distributors in achieving 
their maximum potential. Robert- 
son will develop sales forecasts, 
conduct research pertaining to spe- 
cific marketing areas, and direct 
long-range studies of market po- 
tentials. With the division one 
year, he was a research analyst in 
the marketing department. 


JOHN U. SIMMONS was appointed 
sales engineer for the state of 
Texas by Robertshaw-Fulton Con- 
trols Co. He represents the firm’s 
Fulton Sylphon and _ Bridgeport 


Thermostat divisions. Simmons 
joined the firm in 1957 and was a 
development engineer at its Knox- 
ville, Tenn., plant prior to his new 
appointment. At the same time it 
was announced that GEORGE H. 
CROCK has been named works man- 
ager of the company’s new Indiana 
division. In 1954, he became works 
manager of the Thermostat divi- 
sion, which he first joined in 1936. 


GEORGE W. MANUEL was named 
New York district manager for 
Norge home appliances. He will 
work closely with Norge distribu- 
tors serving dealers in southern 
New York, Long Island, and north- 
ern New Jersey. 


LEO GADDIS has joined the sales 
staff of the Gas Equipment Co. of 
Denver, distributor of L. P. gas 
equipment and supplies in the 
Mountain States. He formerly was 
departmental manager for the Colo- 
rado Natural Gas Co. 


R. N. Weber 
White-Rodgers 


Leo. Gaddis 
Gas Equipment 


ROBERT N. WEBER, formerly man- 
ager of the St. Louis sales region 
for White-Rodgers Co., was re- 
cently appointed manager of the 
new Product Planning division. 
The new group will guide manage- 
ment in future product develop- 
ment and growth, basing recom- 
mendations on samplings of cus- 
tomer comments and desires, as 
well as industry needs. 


JOHN T. NESSER was appointed 
manager of sales for the Best 
Manufacturing Co., Inc., Baton 
Rouge, La. The company is a man- 
ufacturer of steel products. 


WILLIAM L. Woop has been ele- 
vated to the position of sales pro- 
motion manager of Motor Wheel 
Corp.’s consumer products. He is 
responsible for advertising and 
sales promotion activities on Reo 
power mowers and Duo-Therm 
home and mobile home equipment. 
He succeeds THEODORE D. O’HEARN 
who resigned to join a Detroit ad- 
vertising agency. 


EDWARD J. DOYLE JR. is the new 
general manager of Ardmore Prod- 
ucts. He joins the firm after many 
years with the Commonwealth Edi- 
son Co., Chicago, having served as 
supervisor of industrial sales, divi- 
sion service manager, and division 
commercial manager. 


Four supervisory changes have 
been made in the sales department 
of Tuloma Gas Products Co. The 
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changes were brought about by a 
recent expansion in its marketing 
program. H. D. GROTHUSEN was 
named sales supervisor of special 
products; W. R. LAVERY, refinery 
and industrial sales supervisor; 
W. E. Scott, development super- 
visor; and A. L. BECK, supervisor 
of district sales offices. 


PAUL K. RIEDMAN has been ap- 
pointed a regional manager for 
Chambers Built-Ins Inc. His ter- 
ritory includes Alabama, Tennes- 
see, Georgia, and the Carolinas. He 
will formulate distribution and 
conduct sales and training schools 
for the completely new line of 
matched and packaged built-in 
kitchen appliances. 


Cities Service Oil Co. (Del.) is 
realigning its marketing territory 
into eight regions with managers at 
each of the regional headquarters. 
Regional sales offices and their 
managers are: Cleveland, C. W. 
STARK; South Bend, Ind., G. E. 
KOHLER; Chicago, J. M. Ross; Mil- 
waukee, P. R. SHay; St. Louis, 
G. A. WarRD; St. Paul, with P. L. 
MILLER; Des Moines, V. W. JOHN- 
SON; and Kansas City, R. R. CHAS- 
TAIN. 


FRED MaytTacG II, president of 
the Maytag Co., has been elected a 
director of Minneapolis-Honeywell 
Regulator Co. The third generation 
head of the home laundry appliance 
manufacturing company, he has 
been its president since 1940. 


DAN G. FANELLI is now built-in 
range sales manager for Norge 
division of Borg-Warner Corp. In 
the appliance field for 12 years, he 
was sales manager in charge of 
built-in range sales for Admiral 
Corp. ROBERT L. BROOKMAN is now 
sales manager of clothes dryers and 
combination washer-dryers. As- 
sociated with Norge since 1957, he 
moves from the position of mid- 
western manager of the utility divi- 
sion. 


J. B. Beaird Co., Inc., announces 
six new appointments. RICHARD C. 
YOUNT, assistant to the controller 
of Westinghouse Air Brake Co. in 
Pittsburgh, Pa., and SIDNEY W. 
WOODALL, midwest division pur- 
chasing agent, have been named 
comptroller and purchasing agent, 
respectively. Both will be members 
of the Beaird executive group, 
which directs management policies. 
DAWSON LARY, with the company 
since 1952, was promoted from sales 


MAY, 1959 


engineer to district manager of the 
New Orleans office, where he was 
joined by N. J. CHAMBERLAIN, 
Beaird general products represen- 
tative in Houston since 1957. FRED 
W. BAILEY was named general 
products representative with head- 
quarters in Shreveport. He was 
formerly manager of the pump and 
engineering department of Peer- 
less Pump Co. F. L. McCoy, vet- 
eran L. P. gas salesman with Skelly 
Oil Co., was named sales repre- 
sentative in Kansas and portions 
of Colorado, Wyoming, and Ne- 
braska. 





Two new merchandising divisions 
have been created by the RCA 
Whirlpool Appliance Sales depart- 
ment of Whirlpool Corp. Ranges, 
formerly a product section of the 
refrigeration division, will have 
divisional status under the super- 
vision of RoBertT L. BRINTNALL, 
most recently product manager for 
the kitchen division. As range 
division general manager he will 
be responsible for product develop- 
ment and sales planning. A con- 
tracts division, encompassing sales 
to builders, trailer makers and the 
government has been formed under 








N E W......and even Finer 


MASTER 


your Biggest Dollar 
Value... because 
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isipve 


FLOAT GAUGE 


for LPG and NH3 


it’s TAYLOR-made... 


Completely Corrosion-Resistant 

Balanced Twin Counter Weights 

Extra Large Stainless Float 
Moisture-Proof Dial Assembly 
Easy-To-Mount Die-cast Head 

Sturdy Die-cast Gear Fork 

Hi-tensile Aluminum TUBING Float Rod 
MANY MORE NEW AND FINER FEATURES 


WRITE TODAY FOR FULL DETAILS AND PRICES 


MEEDER EQUIPMENT CO 
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the direction of ROBERT J. GRIDDLE, - 


Jr. As general manager he will 
exercise responsibilities similar to 
those he performed as builder and 
contract sales manager for the 
kitchen division. 


Fritz O. BEFELD has been ap- 
pointed sales representative in the 
southeast United States for W-K-M, 
division of ACF Industries Inc. 
With W-K-M since 1937, he will 
now be located in Atlanta, Ga., and 
will represent the firm in Georgia, 
Florida, Alabama, Tennessee, North 
Carolina, and South Carolina. 


F. O. Befeld 
W-K-M 


Ludwig Otonicar 
H. C. Little 


LUDWIG OTONICAR is appointed 
factory representative for H. C. 
Little Burner Co. Inc. He will 
headquarter in Cleveland and cover 
Ohio, West Virginia, and Michigan. 
His most recent business connec- 
tion was Ohio factory representa- 
tive for Bowser Inc. 


Ansul Chemical Co. has an- 
nounced three promotions in its 
sales organization. JAY H. JARRET, 
former refrigeration sales manager 
in Ansul’s midcontinent region, 
was named assistant to Sales Vice 
President L. C. McKesson. RICH- 
ARD W. DREBUS is now director of 
marketing and administrative ser- 
vices in the sales division. EDWARD 
A. BEACHAM was selected manager 
of refrigeration sales and develop- 
ment. 


RAMON RODRIGUEZ JR. has been 
named manager of sales activities 
in Mexico, the Caribbean, Central 
America and South America for 
the Weatherhead Co. Weatherhead 
products are presently marketed 
throughout a network of local dis- 
tributors in these areas and no 
changes are contemplated in this 
arrangement. Rodriguez joined the 
export division of Weatherhead in 
1958. 


JUEL M. RANUM has advanced to 
a new position as the assistant to 
the chairman of the board of 
Whirlpool Corp. Ranum will retain 


his former responsibility as direc- 
tor of public relations but leaves 
his position of assistant to the 
president. He joined Whirlpool in 
1950. JOHN LIVINGSTON became 
assistant to the president, moving 
to that post from general manager- 
ship of the laundry and vacuum 
cleaner products, Sales to Sears 
division. He came to Whirlpool in 
1956 as director of special products 
in its Hamilton, Ohio, plant. RALPH 
C. ASHLEY was named general 
manager, laundry products, Sales 
to Sears division. He was formerly 
director of manufacturing at the 
company’s St. Joseph, Mich., plant. 


EDWARD R. GILMORE is now em- 
ployed as a consultant by Reynolds 
Gas Regulator Co. of Anderson, 
Ind., a wholly-owned subsidiary of 
Arkansas Louisiana Gas Co. He has 
been associated with the oil and 
gas industry for the past 38 years, 
primarily in design and research 
on gas measurement and control 
equipment. 


Russ D. RELYEA is now a sales 
engineer for Scaife Co. He is re- 
sponsible for the sales of domestic 
system tanks and ICC cylinders in 
Michigan, Indiana, Kentucky, Ten- 
nessee and western Ohio. He was 
previously associated with the Gas 
Equipment Co. (Bastian-Blessing 
Co. representatives in the south 
west), and prior to that was as- 
sistant sales manager of McNamar 
Boiler & Tank Co. 


R. D. Relyea 
Scaife Co. 


M. L. Unversaw 
American Metal 


MYRON L. UNVERSAW is the new 
eastern sales manager for the 
Amerivent division of American 
Metal Products Co. He will head- 
quarter in Indianapolis. 


ROBERT F. DAVIS was recently 
named manager, two-way radio 
sales, of a 13-state Midwest area 
for Motorola Communications & 
Electronics Inc. Taking Davis’ for- 
mer position of regional manager 
in northern Illinois, northeastern 
Indiana, eastern Wisconsin, and 
upper Michigan is ERIC GOLEAS. 
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Davis has been with Motorola for 
12 years in sales and sales manage- 
ment positions; Goleas, 10 years, 
the last three as zone manager in 
Chicago. 


JOHN B. HARBAUGH is Wolverine 
Tube’s (division of Calumet & 
Hecla Inc.) new technical sales rep- 
resentative in the New York dis- 


trict. He was formerly with M. W. A complete city and well 


i : : water conditioner, Elgin’s new Cabinet 
Kellogg Co. as process engineer SS Séedsl Ob asttapeweetee, uemeven sont uk @ibieh 
: for sparkling clarity in one automatic operation. 


STEPHEN DECOSTE has a new as- 
signment as supervisor of plugs, 
receptacles and connectors sales at 
Crouse-Hinds Co.’s headquarters 
office in Syracuse, N. Y. Former 
business affiliations include five 
years as New England sales man- 
ager for Electro Arc Manufactur- 
ing Co. 


GEORGE F. ARNOLD has_ been 
named district sales manager for 


The Model 50 is easy to install ane 
requires minimum maintenance and 
salt attention. A “most wanted” appli- 
ance, easily sold on its looks and a. 
formance in city and rural areas 
it is a natural tie-in with home 
sy nage ns plans. 

Elgin also produces a sales-mate 
for the Model 50— the economical, 
semi-automatic Model 60 tank-type 
unit. A 3-year guarantee, plus a 10- 
year warranty, is furnished on both 
units. And Elgin provides you — the 
dealer — with sales stimulating mer- 
chandising aids and demonstrators to 
make your selling job easier and 
more professional 


the General Electric Communica- a 
tion Products office in Cleveland. ss Medel 60 fully oor 
Previously associated with the ‘ 


company’s regional office in Co- . Write fer Full Resale Facts TODAY! 
lumbus, Arnold succeeds M. S. Mc- fe : a me Appliance Division 


ILWAIN who has joined General ELGIN SOFTENER CORPORATION 
Electric’s mobile radio marketing 243 N. Grove St., Elgin, Hlinois 
headquarters in Lynchburg, Va. 

The G-E district office in Cleveland 
coordinates two-way radio sales to 
business, municipal and military 
users. 








Deaths 


EDWIN C. ADAMS, 72, president 
ef Adams Bros. Manufacturing Co. 
Inc., died February 15, at his home, 
after a brief illness. In addition 
to manufacturing, he was presi- 
dent of Adams Sales Corp., whole- 
sale appliance distributors. He had 
been prominent in trade association 
work for many years, was chair- 
man of the Direct Heating Equip- 
ment division of GAMA and chair- | 
man of the American Gas Associa- uy 
| 





tion Technical Advisory group on 
gas direct heating research. He 
authored numerous technical artic- 
les on gas heating and venting. 





ae SENTRY gos 


offering decorative...yet ECONOMICAL 
outdoor lighting 


Companion for today’s trend to OUTDOOR LIVING... 
gracious lighting at a popular price. 
in L. P. gas organization activities, | The thrifty SENTRY is a new model Gaslite by Arkla, using natural, 


Cot. T. G. TACKETT, age 58, 
president of National Butane Gas 
Co. since 1948, died January 31 
following a year’s illness. He joined 
National Butane in 1938 as office 
manager. Col. Tackett was active 


thane: the Kentacky 1. BP: Gus At manufactured, propane or butane gas for fuel. 
sociation. For his assistance with | \ — Write ARKLA, Gaslite Division, Dept. W, 
safety projects in Kentucky, he was | Gasiste| Shannon Building, 


commissioned a Kentucky Colonel. ieee Little Rock, Arkansas 


addressing many groups, among | 
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SEALING 
COMPOUNDS 
Heat and ee 
proof, non-solvent, 
will not shrink, crack 
or crumble. Makes all 
assemblies leak-proof 
and pressure-tight. 
Prevents rust, cor- 


/ BASIC 
rosion, joint seizure. 


BLENDS 


LIQUID WRENCH 





LOOSENS 
rusted bolts, nuts, 
*frozen’ 


screws, ‘frozen’ ports 


Liquid Wrench works 
fast...yet is absolutely 
safe for all metals and 
alloys. 





MST 


GAS HEATER 








12,000 BTU Vented Circulator 


Perfect for the small room. Ultra-modern ap- 
pearance added to tested performance makes 
this a must for dealers. Finished in durable 
baked-on tan enamel. The attractive expanded 
metal front assures rapid distribution of heat. 
Can be installed close to wall. Has optional 
horizontal and vertical vent openings with in- 
ternal draft diverter. Available with manual 
or 100% safety pilot and automatic tempera- 
ture controls. 


MODEL 9120 is AGA Approved for use with any 
gas. I7!%"' high, 15" wide, II" deep. 


Write for Literature and Prices 
on 60 Armstrong models and sizes 


Armstrong Products Corp. 


Dept. BP, Huntington 12, W. Va. 


| Washington Report 





Federal fair trade law 
in House subcommittee 


Efforts in Congress to substitute 
a new federal fair trade law for 
present sagging state resale laws 
are running into the usual bitter 
opposition by Government anti- 
trust agencies, farm and consumer 
groups, and labor unions. 

A House Commerce subcommit- 
tee opened public hearings on the 
fair trade proposal in March. Prin- 
cipal measure under consideration 
is sponsored by Rep. Oren Harris, 
(D.), Ark., chairman of the Com- 
merce Committee. 

Present laws permit the states to 
enact their own fair trade laws. In 
some score of states, these laws 
have been ruled invalid. The Har- 
ris proposal would permit fair 
trade to operate in any state which 
does not specifically have laws for- 
bidding it. 

Under the proposal, a manufac- 
turer could set resale prices and 
require that they be observed 
throughout a state by notifying one 
distributor in the state. 

The Harris bill would give a 
manufacturer or any other busi- 
nessman damaged by a violation of 
the price provision to sue in state 
or federal courts for damages and 
for an injunction to prevent fur- 
ther price cutting. It is one of the 
strongest fair trade bills intro- 
duced in recent years. 

Fair trade backers argue that 
the system does not hurt the con- 
sumer. They say surveys show that 
consumers in non-fair trade areas 
usually pay the same prices as 
those in areas with fair trade. In 
addition, they say, it promotes com- 
petition by enabling the small firm 
to compete with bigger rivals. 





Co-op advertising may 
again be tax free 


Efforts to override a tax ruling 
which has caused cutbacks in 
many co-op advertising programs 
are gathering steam in Congress. 

Rep. Don Magnuson (D.), 
Wash., has introduced a bill which 
would write into law the previous 
position of the Internal Revenue 
Service that co-op advertising al- 
lowances are free of excise taxes. 

The IRS threw a monkey 
wrench into the co-op ad practice 
last fall by ruling that allowances 
paid to merchants by manufactur- 





ers or wholesalers are subject to 
the excise tax when achieved by 
rebates to the purchaser. This in- 
cludes almost all such allowances. 

Tax agents ruled that this 
method of paying ad allowances 
made them a part of the original 
taxable cost of the merchandise. It 
pointed out that this is consistent 
with another ruling that a manu- 
facturer cannot deduct from the 
taxable price of goods his costs for 
fulfilling a guarantee or service 
warranty. 

These allowances were deduct- 
ible as “price adjustments” under 
previous IRS rulings. 


Host of small business 
measures pending 


A host of new small business 
measures is piling up in Congress. 
Few, if any, will pass this year, 
but they will be pending next year, 
when chances will be better. 

Among the latest bills to help 
small firms are seven measures 
sponsored by Sen. Hubert Hum- 
phrey (D.), Minn. Three are tech- 
nical amendments to the antitrust 
laws. The others would: 

Establish a graduated income tax 
to give substantial tax cuts to small 
corporations by cutting the tax 
rate on profits under $100,000 a 
year. 

Strengthen the prohibition 
against sales of goods at “unrea- 
sonably low prices” where the ef- 
fect is to destroy competition. 

Provide disaster loans to small 
firms forced to relocate because of 
federal highway construction. 

Prohibit loss-leader selling. 


Independent REA plan 
gets committee okay 


Backers of the REA program are 
making headway with legislation to 
strip the Agriculture Department 
of control over the REA by again 
making it an independent govern- 
ment agency. They are also show- 
ing strength in a bid to broaden 
the power of REA power co-ops to 
“raid” areas served by private elec- 
tric utilities. 

The bid to return REA to the in- 
dependent status it had before 1939 
was touched off by a decision by 
Agriculture Secretary Benson to 
personally approve larger REA 
loans to co-ops. Power co-ops say 
Benson’s move is part of a “master 
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plan” of the Eisenhower Admin- 
istration to destroy the REA pro- 
gram as it is now set up. 

The House Government Opera- 
tions Committee has approved the 
proposal. 

A congressional resolution to re- 
inforce the right of REA power 
co-ops to expand into areas served 
by private utilities was triggered 
by the government’s fiscal watch- 
dog, the General Accounting Office 
(GAO). About a year ago, it ruled 
that the basic REA law did not 
permit a power co-op to serve per- 
sons in rural areas already receiv- 
ing central station power service. 

The issue arose over a $120,000 
REA loan to a co-op to serve a new 
building at an Iowa industrial firm. 
The firm’s other buildings received 
private power, but the co-op offered 
cheaper rates to hook onto the new 
building. The GAO ruled that the 
plant was already receiving power, 
and because the private utility has 
offered to extend its lines, the REA 
loan was illegal. 

Co-op backers argued that the 
cO-ops serve persons and not areas, 
and therefore it was legal. The 
loan subsequently was permitted to 
be repaid at a normal rate. The co- 
op later took over the entire plant, 
as well as the town in which it was 
located, because of its cheaper 
rates. REA backers contend that 
the GAO ruling means a private 
power firm can exclude REA co- 
ops from an entire area simply by 
running a line through it. 

Opponents claim it will make 2 
per cent federal money (the legal 
interest rate on REA loans) avail- 
able to power co-ops to help them 
raid customers of private tax-pay- 
ing electric utilities. 


Tax-free days may 
be over for co-ops 


While many of the President’s 
recommendations for correcting tax 
inequities and removing hidden or 
indirect subsidies will undoubtedly 
fail this year, his proposals to re- 
quire normal taxes on profits of 
farm co-ops may be the exception. 

Two bills to remove a 1951 court- 
created loophole giving co-ops vir- 
tually tax-free status are now pend- 
ing in the House. Both follow gen- 
erally the lines laid down by Trea- 
sury Secretary Robert B. Ander- 
son. 

One measure, introduced by Rep. 
Clifford Davis (D), Tenn., would, 
for tax purposes, consider all re- 
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bate certificates issued by co-ops 
to members as “patronage divi- 
dends” and require that taxes be 
paid on them. It would require a 
co-op to determine its taxable in- 
come and gross receipts without 
considering any such refunds or 
rebates, and to pay taxes at nor- 
mal rates. 

Rep. Thomas B, Curtis (D), Mo., 
introduced legislation to tax co-op 
income when it is earned. At pres- 
ent, under the court ruling, a co-op 
may issue rebate certificates, which 
may never be redeemed, retaining 
its profits for working capital or 
cut prices. The farmer who re- 
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ceives the certificate does not pay 
taxes until he actually receives 
cash, if ever. 

This tax loophole has been a par- 
ticular thorn in the side to private, 
tax-paying businesses when they 
compete for customers with co-ops 
which are principally in the busi- 
ness of selling goods to consumers. 


These are usually, but not always, 


farmers. The lack of taxes permits 
them to cut prices. 

Co-op competition is growing 
rapidly. In the latest figures avail- 
able, the U. S. Agriculture Depart- 
ment reports that in the fiscal year 
ending in mid-1957, there were a 
total of 9872 farm co-ops with 7.7 
million members. These co-ops did 
a net business of $10.4 billion, an 
increase of 6.4 per cent over the 
previous year. Of the total, $2.1 
billion was in supplies sold to farm- 
ers and others, an increase of 5 per 
cent. 

Farm supply co-ops — organiza- 
tions formed primarily to sell to 
farmers—represent 34 per cent of 
the total. Petroleum products— 
L. P. gas, gasoline, oil, and other 
products—accounted for some $530 
million of the total of goods sold to 
farmers, second only to feed. 

Not all cooperatives are fighting 
the move to restore tax equity. Sen. 
Wayne Morse (D.), Ore., recently 
inserted in the Congressional Rec- 
ord a resolution of North Pacific 
Grain Growers, Inc. It calls for 
Congress to “establish clear and 
concise legislation to once and for 
all establish the single tax prin- 
ciple for farm cooperatives and es- 
tablish concise laws to provide 
that any and all patronage refunds 
be taxed at face value in the farm- 
er’s hands at the date of issue or 
notification.” 
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House to reach vote on 
independent TVA loan 


Efforts of public power support- 
ers to break away the Tennessee 
Valley Authority from congress- 
sional control are making headway. 
The House Public Works Commit- 
tee has approved legislation to per- 
mit TVA to sell its own revenue 
bonds to finance up to $750 million 
for expansion of its electric gen- 
erating facilities. 

Neither Congress nor the tax- 
payers could control future TVA 
expansion if the legislation be- 
comes law, opponents complain. The 
bond issuing authority would be 
left to the discretion of the TVA. 

The self-financing plan was pro- 
posed after Congress repeatedly 
refused to appropriate funds for 
construction of additional TVA 
power-generating plants. The full 
hydroelectric power potential of 
huge TVA area has been tapped 
for some time. Some steam gen- 
erating plants have been author- 
ized, but not in recent years. 

The plan won Senate approval 
last year, but it was held up in the 
conservative House Rules Commit- 
tee. However, House Speaker Sam 
Rayburn (D.), Tex., has promised 
it will reach the floor for a show- 
down vote this year now that it 
has won Committee approval. 

Public power foes, as well as 
spokesmen for high power cost 
areas who complain they lose in- 
dustry to the TVA areas, are fight- 
ing the self-financing measure. 
Precedent for a new expansion of 
federal electric power systems free 
from congressional control would 
be set if the self-financing plan for 
TVA is approved, the Chamber of 
Commerce of the United States 
contends. Opponents also point out 
that repayment of the revenue 
bonds would take priority over re- 
payment of the $2 billion the tax- 
payers have already invested in 
TVA over the years. They also 
claim that alleged limitations on 
territorial expansion in the self- 
financing program would not pre- 
vent expansion in up to 25,000 
square miles now served by private 
power utilities. 

President Eisenhower supports 
the revenue bond proposal, but has 
urged that the government Budget 
Bureau keep control of the bond 
issuance. He also wants Congress 
to specifically limit expansion of 
the TVA service area to the pres- 
ent territory now served, 80,000 sq 
miles. 
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Getting Rid of 


Oil and Gum 
Deposits 


HARRY W. BLACK 
Chief Chemist 
Lone Star Gas Co. 


The steadily increasing use of LPG 
in combustion engines has heightened 
the importance of eliminating con- 
taminating materials in the gas. 
Chemists at Lone Star Gas Co. have 
worked out procedures for tracing oil 
and gum deposits in LPG to their 
source. In the article starting on 
page 123, Harry W. Black, Lone 
Star's chief chemist, discusses the 
findings and recommendations for 


removing the materials. At left, he 
is shown sampling LPG from a char- 
coal filter, one of the recommended 


devices. 
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Getting rid of 
oil and gum 
deposits 


HARRY W. BLACK 
Lone Star Gas Co. 


VEN newer than the LPG in- 

dustry, itself, is the use of 
LPG as a fuel in combustion en- 
gines. As in most infant industries, 
major problems have been solved 
first with the less important ones 
left for later. 


Such has largely been the case 
with nuisance materials left when 
LPG is vaporized. Such deposits 
usually are a light, straw-colored 
“oil” or a dark brown or black semi- 
solid “gum.” 


The steadily increasing use of 
LPG in combustion engines height- 
ens the importance of eliminating 
contaminating materials. For such 
use, LPG is normally withdrawn 
in the liquid state from the bottom 
of the vehicle’s fuel tank. It passes 
through a filter to remove solids, 
such as scale, rust, and dirt, then 
into a combination regulator and 
vaporizer. This device controls the 
pressure at which fuel enters the 
carburetor and supplies heat neces- 
sary to convert the liquid into a 
gas. The non-volatile material nor- 
mally drops out and accumulates 
in the low pressure compartment 
of the regulator, since vaporization 
is completed here. Sometimes it is 
swept into the lines connecting the 
vaporizer to the carburetor. 


Sufficient volumes of deposits may 
cause malfunctions, such as stick- 
ing regulator valves, blocking or 
partially blocking flow of fuel to 
the engine, altering idle adjust- 
ment, etc. We suspect that in many 
cases it carries into the engine 
where it may restrict intake mani- 
folds, cause valve trouble, and foul 
spark plugs. Often large amounts 
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“Before” and “after” photos of the same vaporizer show the extent to which gum will 
build up when an activated charcoal filter is not used. 


of oil or gum are trapped in va- 
porizers without causing engine 
trouble or loss of power, but their 
very presence may make them 
scrape goats if malfunctions de- 
velop. 

For some time, we have collected 
information and made tests to de- 
termine the sources of these con- 
taminants. At first glance it would 
seem a simple matter to identify 
them by analytical means. 


Experience has proved, however, 
that they exist as complex mixtures 
of organic materials accompanied 
by iron rust on some occasions. 
Such mixtures are virtually impos- 
sible to analyze completely and very 
tedious to analyze even in part. 
Analysis is made more difficult by 
the fact that large samples are sel- 
dom available. Further, the deposits 
are considerably different from one 
location to another and from time 
to time. Virtually every sample is 
slightly to considerably different. 
Thus, identification of all individual 
components impossible, 


This does not prevent gaining 
considerable information from a 
study of the chemical and physical 
properties of the whole sample or 
the parts that can be easily sepa- 
rated. Rust is easily separated by 
diluting the sample with an organic 
solvent and filtering the solution. 
Sodium fusion, followed by tests 
for sulfur, nitrogen, and the halo- 
gens, has also proved informative. 
A bromine number determination 
is useful in establishing the degree 
of unsaturation. Engler or other 
distillation processes are sometimes 
helpful in comparing the material 


(if it is distillable) with its pos- 
sible sources. Infra red, flame, and 
ultra violet spectrographic tech- 
niques may be helpful short-cut 
methods of determining properties 
of the material, but they do not 
yield much information which can. 
not be gained by chemical means. 
Castor oil, often used as a pump 
lubricant, can be detected qualita- 
tively by saponification and pyroly- 
sis and identification by odor or 
chemical means of the capry! alco- 
hol (octanol-2) formed. 

The most useful technique we 
have found has been to determine 
concentration of contaminants at 
various points in the handling proc- 
ess, drawing inferences from the 
points at which increases in con- 
centration are noted. A measured 
volume or weight of LPG is vapor- 
ized and the amount of residue de- 
termined by weight or volume. 

A procedure! which we have 
found adaptable to most cases be- 
gins by withdrawing, from a partic- 
ular point of the system to be 
tested, enough LPG to fill a one 
liter graduated cylinder. This 
should be done in open air, since 
much of the combustible LPG will 
vaporize and diffuse during the op- 
eration. The sample is allowed to 
boil off at atmospheric temperature, 
or at slightly elevated temperature 
in a water bath if it is desired to ac- 
celerate vaporization. The residue 
is washed out of the graduate with 
acetone into a Buchner funnel of 
about 15-ml capacity with an ultra- 
fine porosity fritted disc. To hasten 


1. This is a somewhat modified form of 
procedures worked out by the Phillips 
Petroleum Co. and the Chicago Transit 
Authority. 
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filtering, pressure from clean air 
may be applied to the top of the 
filter. The filtrate is caught in a 
weighed beaker and the acetone is 
allowed to evaporate at room tem- 
perature. Then the beaker is heated 
to 110-120 deg. C for 1 hour, cooled 
in a desiccator, and re-weighed to 
calculate the concentration of gum. 
The weight of the solid material 
caught in the filter can also be de- 
termined if desired, but results will 
be highly unreliable since it is 
nearly impossible to remove rust 
from the graduate quantitatively 
and just as difficult to get a repre- 
sentative sample of the suspended 
matter. 

It should be realized that this 
procedure is only semiquantitative, 
since the actual amount of sample 
withdrawn is larger than that mea- 
sured, due to rapid evaporation 
while sampling. Actual amounts of 
sample withdrawn compared to 
sample obtained will be determined 
by such variables as the speed of 
withdrawal, ambient temperature, 
and composition of LPG. Results 
should be compared statistically 
rather than individually, particu- 
larly if the differences are small. 
It would be helpful to weigh the 
sample, but this is seldom possible. 
Sampling lines should be made of 
metal because of the possibility of 
contaminating the sample if hoses 
are used. 

Our investigations, we believe, 
have uncovered most of the sources 
of contamination commonly en- 
countered in the Southwest with 
LPG produced at natural gasoline 
plants. However, we may have over- 
looked some and new ones may be 
expected in the future as methods 
and uses change. 

Contaminants apparently get into 
LPG after it leaves the fractiona- 
tor; i.e., in the process of handling. 
Over a hundred determinations 
from primary plant storage tanks 
showed an average contaminant 
concentration of 1.2 mg./liter or 
about one part per million. This is 
as clean as a product can be ex- 
pected to be. So all indications 
from field experience are that there 
is not enough non-volatile material 
to cause trouble in LPG as it comes 
from a properly designed and prop- 
erly operating fractioner in a nat- 
ural gasoline plant. After one han- 
dling, from the producer’s storage 
tank to the transport tank of a 
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truck, and one or two days resi- 
dence in this tank, the average con- 
centration of dissolved contaminant 
was 5.5 mg./liter. In isolated cases, 
amazingly high concentrations of 
contaminants were found along the 
route from producer to consumer. 
Generally speaking, the amount of 
contamination increases at least a 
little every time the fuel is trans- 
ferred from one tank to another. 

Among the contaminants, known 
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or suspected, are: lubricants, odo- 
rants, packing oil and grease, rust 
and mill scale, polymerization prod- 
ucts and extracts from hoses. 
Lubricants. are often required 
in the pumps and valves necessary 
to handle LPG. All lubricants we 
have tested are soluble in LPG to 
at least a limited degree and end up 
as contaminants. Castor oil, used 
for pumps, had been a particularly 
serious offender, but most currently 
produced pumps are mechanically 
sealed, eliminating the need for 
eastor oil. Plug valves which require 
stick lubricants should be replaced 
by gate or diaphragm valves. The 
latter, however, can contribute some 
contamination if the diaphragm is 
made of a semi-soluble material. 
Sometimes LPG is moved from one 
tank to another by connecting a va- 
por compressor between them. In 
many compressors, lubricating oil 
leaks past the piston rings, gets into 


the LPG vapor and is carried into 
the liquid. Overhauling compressors 
as soon as oil consumption becomes 
noticeable will minimize this type 
of contamination. 

Odorants used for LPG contain 
a wide boiling range of materials. 
One odorant now removed from the 
market had a mixture of sulfides 
and thiophenes dissolved in kero- 
sene. A substantial part of this 
odorant was non-volatile and left 
an oil residue when LPG was vapo- 
rized. Our experience is that ethyl 
mercaptan is a satisfactory odorant 
and will leave no detectable residue 
if a high purity product is used. 

Packing oil and grease, often 
used to ship such new equipment 
as pumps, automatic valves, etc., 
may not be thoroughly removed 
before installation and may become 
a contaminant. If no better method 
of cleaning is available, substantial 
volumes of LPG should be sent 
through the equipment after in- 
stallation is completed. The con- 
taminated LPG should be wasted in 
a safe manner or used for some 
purpose where contamination is not 
objectionable. 

Rust and mill scale often coat 
the inside of new equipment. This 
is particularly true of tanks, such 
as tractor and truck tanks. The 
manufacturer gives them hydro- 
static pressure tests and the water 
is seldom completely removed. If 
openings are left unplugged during 
storage, condensation of atmos- 
pheric moisture may increase this 
amount of water, and by the time 
they are put in service, inside sur- 
faces are quite rusty. Perhaps 
some corrosion continues after the 
tanks are in use. At any rate, we 
have seen cases where rust re- 
mained in tanks that had been in 
service for several years. Rust is 
not soluble in LPG, but it often 
exists as such a fine powder that it 
becomes suspended in agitated 
LPG. To remove rust and other sol- 
ids, most mobile units have a fuel 
line filter, which must be very ef- 
ficient because particles small 
enough to stay in suspension are 
mostly 1 micron or less in diam- 
eter. 

Polymerization of LPG might 
cause gum to be formed under cer- 
tain conditions, or so we suspected 
in the early stages of our investiga- 
tion. This theory is based on the 
common knowledge that polymeri- 


BUTANE-PROPANE Nows 








The Best Known Is Best To Sell—Zenith is the oldest and Clark, a foremost manufacturer of materials handling 
most experienced manufacturer of industrial engine equipment, now offers a complete line, with capacities 
carburetors. This experience has been applied to LP- from 2,000 to 5,000 Ibs. using Zenith LP-Gas Systems. 
Gas Systems to deliver all the advantages of this fuel. Zenith Conversion Units are for all makes and types. 











OUTLINE OF UNUSUAL OPPORTUNITY: 


Zenith* LP-Gas Conversion Systems for materials handling equipment 


offer exceptional profit possibilities ... Here are Facts— 


. Materials handling equipment powered by LP-Gas b) Every unit provides additional fuel customers! 
has increased tremendously. A 


a) Demand last year reached all-time peak—and is 
still growing. 


. Zenith, leading manufacturer of industrial carbure- 
tion for many years, applies this experience to its 


LP-Gas conversion units. 
. Much of this demand is being met by converting 


present units to LP-Gas. 
a) Conversion installations are quick, easy and 
profitable to make. 


a) Zenith conversion units are for all makes of lift 
trucks, tractors, and industrial engines. 


Get the complete story. Write us now for information 

. Profit is attractive 2 ways: on conversion units for materials handling equipment. 

a) Zenith conversion units give trouble-free perform- LP-Gas Sales Department, Zenith Carburetor Division, 
ance—keep operators satisfied. 696 Hart Avenue, Detroit 14, Michigan. 


Zenith Carburetor Division Rye 


MAY, 1959 





zation often causes gum in gaso- 
line. We found no evidence to sup- 
port this theory. Our LPG contains 
less than 1.0 per cent of unsatu- 
rated hydrocarbons and polymeri- 
zation of parafin hydrocarbons un- 
der these conditions is not possible. 
We had no experience in this area 
with LPG from cracked gas sources, 
but it is possible that gum might 
be formed if appreciable amounts 
of unsaturates were present. We 
have experimented with several 
gum inhibitors of the type used in 
gasoline motor fuels, but have not 
found any that are sufficiently vol- 
atile for use with LPG. 

Extracts from hoses needed in 
distributing and dispensing LPG 
were not too suspect because prac- 
tically all such hoses have synthetic 
rubber liners which are supposedly 
unaffected by LPG. We were very 
much surprised to find gum from 
an automotive vaporizer contained 
organic halogen, indicating it came 
from synthetic rubber. Then, when 
a sample was taken from the free 
end of the delivery hose on a newly 
installed commercial LPG dispens- 
ing unit, high concentrations of 


gum were also obtained. But when 
the sample came directly from the 
tank the concentration was nomi- 
nal. Samples taken from this de- 
livery hose at intervals of one 
week showed a steady decline, 
eventually approaching that found 
in the tank. 

To make certain LPG would ex- 
tract material from synthetic rub- 
ber, we put strips of neoprene and 
buna-n synthetic rubber in clean, 
stainless steel containers filled with 
uncontaminated butane. After three 
days, we drained the butane and 
determined the amount of material 
extracted. It was amazingly high. 
Neoprene showed an initial extrac- 
tion rate of 22 mg/sq in./day, 
while buna-n had a rate of 4 mg/- 
sq in./day. The concentration of 
neoprene extract in the butane was 
about 1.5 per cent by weight com- 
pared to a buna-n concentration 
of about 0.15 per cent. 

When neoprene and buna-n strips 
were repeatedly immersed in bu- 
tane, there was a gradual decline 
in the extraction rate. Presumably 
all extractable material will be re- 
moved in time. The physical ap- 
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pearance of the synthetic rubber 
strips was not altered. The extract 
from neoprene was a _ semi-solid 
gum at room temperature, while 
buna-n left an oil having about the 
viscosity of SAE 40 lubricating 
oil. 

Liners from hoses of several 
manufacturers showed the same 
properties but some variation in 
the rate of extraction, particularly 
on the first contact. One manufac- 
turer submitted samples of neo- 
prene and buna-n with “extrac- 
table’ and ‘‘non-extractable’’ 
plasticizers. The latter were con- 
siderably better in both cases, but 
even these showed a fairly high ex- 
traction rate. A thiokol synthetic 
rubber without a plasticizer was 
the best sample this manufacturer 
furnished. 

In addition to synthetic rubbers, 
we have tested several flexible or 
semi-flexible plastic materials in- 
cluding tygon, poly-ethylene, viny- 
lite, nylon, teflon, and compar. The 
first three were at least as soluble 
as the best synthetic rubbers. Ny- 
lon, teflon, and compar showed no 
detectable solubility. Compar is in 
the same price class as the best 
snythetic rubbers, but is quite sol- 
uble in water. It should be satis- 
factory for use with LPG which is 
up to specification, but water would 
ruin it. 

In view of the extensive use of 
synthetic hoses in the LPG indus- 
try, not only in distribution facili- 
ties, producing plants, and termi- 
nals but also for fuel lines on 
vehicles, tractors, and construction 
equipment, we feel that the mate- 
rial extracted from them is one of 
the major contributors to the gum 
problem. Hence, it is highly desir- 
able to find a comparatively inex- 
pensive hose liner that is completely 
insoluble in LPG. 

Contamination of LPG with gum- 
like materials can undoubtedly be 
reduced, but probably will never 
be entirely eliminated. It is there- 
fore desirable to remove all foreign 
material from LPG immediately 
before vaporization or consump- 
tion. Since gum is soluble in LPG, 
an ordinary mechanical filter will 
not remove it. 

We have experimented with acti- 
vated charcoal filters for removal 
of oil and gum from liquid butane 
and propane by adsorption. Field 
results are excellent, and seem to 
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offer a practical and economical so- 
lution. 

Filters holding 61% lb of activa- 
ted charcoal were inserted in the 
liquid fuel lines of large transport 
trucks between motor fuel tanks 
and vaporizers. Numerous checks 
before and after the filters showed 
that they materially reduced the 
gum content. 

The trucks operated for eight 
months or longer with only minute 
deposits of gum in the regulators, 
while trucks operating under paral- 
lel conditions with no filters had 
large deposits. Average concentra- 
tion in the fuel tanks ahead of the 
charcoal adsorber was 5.5 milli- 
grams/liter. With this concentra- 
tion, about 41,000 gal. of fuel 
passed through the charcoal before 
it became saturated to the point 
where the filter wasn’t effective. 

The possible removal of odorant 
by the charcoal does not appear to 
be a major deterrent to its use. We 
found no decrease in odor intensity 
after the filter had been in service 
one week. Probably, the filter ma- 
terial could be pre-saturated with 
odorant to insure no decrease from 
the start. 

Our experience shows that the 
design and mounting of vaporizers 
is all important. Some vaporizers 
can handle teacups of oil without 
engine malfunction while others 
will be upset by only a milliliter or 
so. Regulator valves which operate 
part of the time in a nearly closed 
position are subject to sticking if 
any gummy substance is present. 

A common practice is to install 
the vaporizer in such a position 
that the oil will drain downward 
to the outlet and not collect in the 
low pressure compartment. This 
system is usually successful in pre- 
venting trouble in the vaporizer it- 
self, but we suspect it may be 
damaging to the engine in that the 
oil may carbon valves and foul 
spark plugs. 

Ideally, the vaporizer should be 
so constructed that any oil will 
drain into a sump or drip out of the 
flow stream to the carburetor. A 
drain cock at the bottom of the 
sump would aid removal. Construc- 
ting the vaporizer so the low pres- 
sure chamber may be opened and 
cleaned out without removing it 
from the vehicle greatly facilitates 
maintenance when the material col- 
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lected is too solid to drain out of 
the flow stream. Naphtha and kero- 
sene are good solvents to clean 
gum and oil out of equipment. 
Where used as fuel for burners, 
vaporized LPG is usually with- 
drawn from the upper portion of a 
comparatively large storage tank. 
Since vaporization takes place in 
the tank, most of the non-volatile 
material remains there and each 
re-filling adds to the amount of non- 
volatile material. It is not at all un- 
common for the contaminating ma- 
terial to reach a concentration of 


the revolutionary 


new 


MODEL FL-417 


{ Compact, 


Efficient Combination of 


LP-GAS FILTER and 
SOLENOID VALVE 


CHECK THESE 
ADVANTAGES: 


Filter or Solenoid may 
be Disassembled Separ- 
ately 

Sintered Bronze Filtering 
Element Traps Particles 
as small as .001 
Available 6, 12 or 24 
Volt D.C. 

Operates on 9 Watts 


1 per cent or more in such tanks 
after years of service. Use of a 
“foul” liquid of this sort for in- 
ternal combustion engine fuel is 
bound to result in considerable 
trouble in carburetion equipment. 

LPG has definite advantages over 
gasoline and diesel oil. A con- 
certed effort should be made by the 
industry to enhance these advan- 
tages. Using the methods suggested 
here and better ones yet to be 
found, we could materially reduce 
the spasmodic troubles caused by 
LPG contamination. # 








Delaware Truck Center's 1000 gal. propane 
tank nestles in e on prefab base. 
Trucks pull up in foreground. 





A propane-refrigerated truck from Florida 
is refueled at the Center, located on the 
DuPont Highway. 


Delaware gets first round-the-clock 
refueling station for truckers 


Delaware’s first 24-hour-a-day 
propane refueling station was in- 
stalled recently by SchagrinGas 
Co., Middletown, Del. 

Site of the installation was the 








WOW ccccves 
Rebuilt Exchange 


ON ENSIGN MODEL 
“R" REGULATORS 


$19.50 Net!!! 
Model "R" Regulators Rebuilt to 


FACTORY SPECIFICATIONS with 
GENUINE FACTORY PARTS 





Backed by our 20 years of L.P.G. 
Carburetion experience ELLIS 
MANIFOLD CORPORATION now 
offers you the following exchange 
prices, 
ENSIGN MODEL “R’’ 34893 
ENSIGN MODEL ““R’’ +8074 
ENSIGN MODEL ““R’’ #8391 24.50 NET 
ENSIGN MODEL “R 78392 25.60 NET 
(Exchanges on other makes available soon) 
Dig those old Model “R”s out of 
your shop and send them to us, we’ll 
exchange them with rebuilts AL- 
MOST as good as NEW and you'll 
have something to SELL! !! 1! 


All Exchanges Fully Guaranteed}!!! 


TERMS: C.O.D. until credit has 
been established. Naturally, we must 
charge for broken or damaged parts. 


Ellis Manifold Corp. 
(Mfr. of Ellis Bu-Power “COLD’’ Manifolds) 
3134 E. Washington Bivd., Los Angeles 23, Calif. 
Phone ANgelus 2-4162 


$19.50 NET 
22.50 NET 
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MILTON LEVINSON 
SchagrinGas Co. 


Delaware Truck Center, a huge 
service station on the DuPont 
Highway, just a short distance 
from the intersection of routes 13 
and 40. For years a mecca for 
truckers, the center was complete- 
ly equipped with facilities for: re- 
fueling gasoline and diesel oil, re- 
pairing, icing, sleeping — every- 
thing but refueling propane. 
Many trucks going through the 
area use propane for fuel, so they 
had to plan not to run low on fuel 
in Delaware at night because that 
would mean laying over until an 
LPG dealer opened the next day! 
Two of the Truck Center’s neigh- 


Close-up of the tank installation shows the 
direct reading Neptune meter that tells 
the trucker how much he's bought. 


bors, Colonial Trucking Co., and 
V. J. Tovatt, are freight companies 
with a large number of propane- 
refrigerated trucks. Colonial alone 
has over 75 such units. 

When Warren Petroleum Corp. 
representative Jim Barrick brought 
the situation to the attention of 
SchagrinGas, the firm installed a 
1000 gal. Pressed Steel tank.. 
Equipped with a Corken Model 10 
pump with a 11% hp motor, the unit 
was mounted on a prefab base. A 
Neptune direct reading meter re- 
cords sales. 

Now several months old, the in- 
stallation has had good business 
with the promise of much larger 
gallonage in the future. Schagrin- 
Gas hopes that it will be the first 
of many. 


ee 
qa 





Parkhill Nozzles 
lock on and open fuel 
valves in 3 seconds... 
On release, automati- 
cally vent away from 
hands. 


Two sizes: Domestic 7” 
Truck 11” overall. 


arkhill 





Safety Hose Nozzles 


1. Long Life 

2. Steel-Ductile Iron 
3. Easy to Repair 
4. Sofe 


Write for Information 
PARKHILL-WADE 


475 Huntington Drive, San Marino, Calif. 
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CLASSIFIED Advertising 


All Classified Advertising payable with order. 
Copy must o—_ publisher’s office prior to 
the Ist of month iY receding publication. 
Address:  Caaseified dvertising Materials, 
BUTANE-PROPANE News, 198 S. Alvarado 
Street, Los Angeles 57, Calif. 





DISPLAY CLASSIFIED 


$12.00 a column inch per issue. Choice of 18, 
14, 12, 10 pt. display type for headings. Set 
with 1 pt. border. Maximum ad size 3”. No 
cuts permitted. Publisher will set ad for 
maximum effect in space purchased. 
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DISCOUNT OF 10% if om pone | is mats 
in advance for four consecu insertions 
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SITUATIONS WANTED 





HELP WANTED—Cont. 


FOR SALE—TRUCKS - TRAILERS - Cont. 








A JUNE GRADUATE OF THE GAS-FUEL 
Department, Southern Technical Institute, unit 
of Georgia Tech, with 10 years’ previous experi- 
ence, desires a position in technical or engineer- 
ing type work. Service obligation fulfilled 
Married. Will relocate. Write Box 262, 
Chamblee, Georgia. 





STEADY EMPLOYMENT WITH GOING 
L.P. Gas Company. Have nine (9) years’ ex- 
perience as bulk delivery, service man and in- 
stallations. Some careburetion and management. 
Prefer mountain or coastal states. More in- 
formation on request. Reply Box 23, BU- 
TANE-PROPANE News, 198 So. Alvarado 
St., Los Angeles 57, Calif. 





WELL QUALIFIED MANAGER aye Fees 
man seeks position as manager in L. G. gas 
business. Will exchange references. Rep, Box 
26, BUTANE-PROPANE News, 198 So. Alva- 
rado St., Los Angeles 57, Calif. 





HELP WANTED 





HELP WANTED: EXPERIENCED MAN IN 
LPG bottles and bulk. Agency Agreement. 
Better Soportunity if has railroad siding and 
spur. ED TERRITORIES. WE 
FURNISH EVERYTHING. Tank car mate- 
og available. Ross Refineries Inc., Belleville, 





REPRESENTATIVE WANTED 


We have territories open with exclusive rights for 
individuals or coneerns to sell the Max Sievert line 
of L-P gas tools, such as different types of solder- 
ing irons to be used by plumbers, sheet metal men, 
electricians, refrigerator repairmen, etc. Special 
burners for brazing and soldering, paint burners, 
and several other items to be used with propane gas. 
For further information, write REXO-THERKM, 
Inc., P. O. Box 1051, Aurora, Ilinois. 








UNLIMITED 
Employment Opportunities 


Servicemen—Installation Men— 
Salesmen—Bulk Plant Managers 


In our fast growing company we have 
many employment situations available for 
those with some experience in the LP-Gas 
Industry. Opportunities for advancement 
are constantly developing. We have over 
90 districts and operate in the east coast 
states from Maine to Florida, and in Ohio, 
Kentucky and Indiana. If you have ex- 
i agen in service, installation, selling or 
ulk plant management send me your de- 
tailed employment history, and state the 
general area in which you would be inter 
ested in being assigned. 


ROBERT GANTERT, 
Personnel Manager 


SUBURBAN PROPANE GAS CORPORATION 
WHIPPANY, N. J. 








LPG RETAIL BRANCH MANAGERS 
WANTED by progressive chain of LPG and 
appliance sales outlets on West Coast. Men 
chosen must have proven sales, collection and 
technical background. Good salary with fringe 
benefits. Write Box 24, BUTANE-PROPANE 
News, 198 So. Alvarado St., Los Angeles 57, 
Calif. 





BUSINESS OPPORTUNITIES WANTED 





WANTED TO BUY: PROPANE PLANTS 
Upper Mid-West, also used tanks 100% to 
30,000 gallon size. Reply Box 99, BUTANE- 
PROPANE News, 198 So. Alvarado St., Los 
Angeles 57, Calif. 





BUSINESS OPPORTUNITIES OFFERED 





LPG BULK PLANTS. WE SPECIALIZE in 
selling petroleum properties throughout Midwest 
Have number desirable plants for sale. OLE 
BRODD, PETROLEUM MARKETERS, 605 
Produce Bank Blidg., Minneapolis, Minnesota. 





DISTRIBUTORS WANTED. FISK PRO- 
PANE TANK TRAILER distributorship avail- 
able. East and S. Eastern States, Southern 
and North Central (West) States. Reply by 
letter only. Trade reference required. Fisk 
Trailer Sales, P. @. Box #3093, Madison 4, 
Wisconsin. 





LP GAS BUSINESS FOR SALE in south 
ern Missouri; over 600 customers; two trucks, 
36,000 gallon storage; a real moneymaker 
$40,000 will sell for $20,000 down. Reply Box 
25, BUTANE-PROPANE News, 198 So. Alva- 
rado St., Los Angeles 57, Calif. 





FOR SALE — TRUCKS - TRAILERS 





USED PROPANE DELIVERY TRUCKS, 
1200 GALLONS W.C. Presently in use and 
being replaced with larger units. United Pe- 
troleum Gas Co., 4820 Excelsior Blvd., Minne 
apolis 16, Minnesota. 





FOR SALE: USED PROPANE TRANS 
PORT, 6700 water capacity twin barrel. Per 
fect condition. New drums and lining. com 
plete new torsion suspension and good rubber 
Legal in all Western States. Will finance to 
right party. $4750.00. Utah Colorado Gas 
Company, Box 348, Vernal, Utah. 





USED PROPANE DELIVERY TRUCKS. 
1191 W.G. 1953 Ford F 600... 1656 W.G. 
1955 Ford F700 . . . Presently in use. Contact 
Service Gas Inc., P. O. Box 189, Morris, 
Illinois. 

FOR SALE: 2 PROPANE TRANSPORTS 
5600 W. Gallons, $3500.00 and $3200.00. Block- 
ton Oil Co., Bloekton, Iowa. 








TRANSPORTS: SINGLE OR TWIN 
barrel; new or used; for lease, or sale on 
budget or rental sale plan. If you want 
maximum payload, with all of the latest 
equipment engineered to fit your truck, 
roads, and your hauling problem, get the 


LMC PAYLOADER 
Contact Lubbock Machine & Supply Co., 








Inc., Drawer 1589, Lubbock, Texas 





HAUL MORE PROPANE AND LESS 
STEEL! LOAD AND UNLOAD FASTER! 
Save the annual Federal tax on trucks that 
weigh more than 13,000 Ibs! Users praise the 
Nor-Tex 2500 WG Single Barrel Payload 
Special of 202B X-rayed material and stress 
relieved. Weighs only 12,890 lbs. completely 
equipped with High Flow Plumbing, Meter, 
Hose, Hose Reel, Fire Extinguisher and mounted 
on cab-forward truck with 108” cab to axle di- 
mension. Increased capacity pump boosts de- 
liveries to 50 GPM. Vapor manifold permits 
easy simultaneous loading and unloading of 
twin tanks with either compressor or liquid 
pump. These popular, carefully engineered and 
sleek designed Nor-Tex Single and Twin units 
are produced in four attractive models: The 
“Standard”—the “Custom”’—the payload “Spe- 
cial” and the “DeLuxe.” That’s not all! Twin 
units, up to 2000 WG, are mounted on 85” 
cab to axle. Start hauling more gas and less 
steel. De it profitably and in much less time. 
Phone, wire or write for prices now. NORTH 
TEXAS TANK CO., Denton, Texas. Phone 
DUpont 2-5416. 


TRINITY BULK TRUCK UNITS 


In stock, ready for immediate delivery. 
Buy early and avoid steel price in- 
creases. 

Write, wire or phone RAY REEDY 


TRINITY STEEL CO. 
jas, Texas 
Phone: FL-7-3961 











USED 100# CYLINDER TRUCK 


International L-180 Special all steel 
body, 2 side openings, Anthony 1% ton 
lift gate. 9:00 x 20 tires. Complete motor 
overhaul less than 10,000 miles. Capacity: 
71 cylinders. 

HARTHMOR CORPORATION 
P. O. Box 6 Vincennes, Indiana 


WE SAVE YOU MONEY 
LOOK at this typical SPECIAL 


BRAND NEW 1959 Chev. 2 ton 
with 1800 gal. twin propane tanks, 
PIPED COMPLETE with Viking 
pump, Neptune Printer Meter, 20# 
fire ext. 75’ each filler & vapor 
hoses, ICC lights, full size rear cabi- 
net & controls, READY TO USE— 
ONLY— 








$636.00 Down and 36 payments 
of $181.45 including interest. 


You SAVE over $1,000.00 by buying 

instead of leasing. Other sizes (1400- 

2200 WG) & other makes new trucks 

(at FLEET PRICES) available. WE 

TRADE. We have USED TRUCKS 

& TANKS also. Call me anytime. 
Preston Grace 


WHITE RIVER DISTRIBUTORS 
Ph. 570—Batesville, Ark. 
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FOR SALE—TRUCKS - TRAILERS - Cont. 





FOR SALE—TANKS-CYLS—Cont. 


FOR SALE—MISC.—Cont. 








NEED A NEW OR USED 
PROPANE BULK TRUCK? 
8 


Why don’t you call s man who KNOW! 
likes to TRADE, makes 
TERMS 


YOU Mo’ 
SATISFIED 


Preston Grace 
WHITE RIVER DISTRIBUTORS 
Ph. 570—Batesville, Ark. 








DELIVERY UNITS: SINGLE OR 
Twin Barrel. Our prices are competitive. 
We invite comparison between the equip- 
ment and price on our units with any com- 
petitive units. We believe we can give you 
the highest yloads per pound of gross 
vehicle t. Write, wire, or phone. 
Lubbock Machine & Supply Co., Inc. 
Drawer 1589, Lubbock, Texas. 








TRADE WITH A TRADER! 


NEW & USED 
PROPANE TRUCKS 


I'll trade with you on the phone! 
My ONE MAN SALES FORCE (my- 
self) SAVES you the usual 10% sales 
commission, eliminates any mix-up on 
order, delivery date, financing, etc., 
yet this year, as in every year for 
past 10 years, I SELL MO tank 
trucks than anyone else. If you have 
a trade-in, send me photo and descrip- 
tion. Used and NEW units (1400- 
2200 WG) in stock for delivery NOW. 
EASY TERMS — (10% Down — 36 
Mos. on balance—I carry my own 
paper). DON’T BUY OR LEASE a 
unit until you CALL ME—Day or 
night. WHO AM I? 
Preston Grace—Ph. 570 
WHITE RIVER DISTRIBUTORS 
Batesville, Arkansas 





FOR SALE: USED 1144 GALLON W.C. 
export type skid tanks uipped with extra 
heavy protective ard. xcellent condition. 
1 to 30 available. Reply to Mutual Liquid Gas 
Corp., Inc., P. O. Box 392, Gardena, Calif. 





SKID TANKS 
— iM STOCK NOW — 


3000 gallon size built especially rugged for 
od field use. Write, wire or phone 





DIXIE SEMI- oe, HOODS, ALUMINUM 
and Aluminum coated steel. Wal bracket or 
free standing. GUARANTEED mechanically 
for life. $3.00 up. Dixie Manufacturing Com- 
ig rr Kentucky, Box 65. Phone 
‘ol RO-5-922 





SERVEL GAS REFRIGERATORS 
4 to 8 cu. ft. Used Good Condition 
Some with top freezers 
Send for Prices 
FRED A. BROWN COMPANY 


170 W. Cumberland St., Philadelphia 33, . 
REgent 9-1130 Est’d 191 








PROPANE GAS SYSTEMS 


“Listed by Underwriters’ Laboratories, 
Inc.”” If you use as many as one load 
of tanks per year, it will pay you to 
contact us. Distribution throughout the 
Mid-West and Southern states. 


LOWRY TIMS COMPANY 
Quality Steel Products Division, Cleveland, Miss. 














FOR RENT or LEASE 





6,000 to 18,000 GALLON PROPANE STOR- 
AGES for rent or lease. Reply Super Petroleum 
Corp., Box 776, Tulsa, Oklahoma. 





FOR SALE—MISCELLANEOUS 





FOR SALE—IMMEDIATE DBELIVERY! 
Eureka Smokehouse Burner Assemblies! For 
meat smoke houses using bottled gas. Completely 
automatic. Clean filtered smoke. Distributes 
heat uniformly. Low gas consumption. Auto- 
matic temperature and pilot control. Less prod- 
uct shrinkage. Easily installed. Write Ay de- 
scriptive pamphlet. Eureka Equipment Company, 
O. Box 396, Beloit, Wisconsin. 














FOR SALE—TANKS - CYLINDERS 








STORAGE TANKS 
Immediate Delivery 
250% WP Propane Storage T: 
pen 5 te WG: 


through 20,500 WG, ‘95” diameter. Ready 
mediate delivery, our an an ORDER EARLY 
and AVOID STEEL INCREASE. 

Write, wir. , ‘or Tae RAY =" 


DALLAR vaKAS” 
Phone: FL-7-3961. 











WE'LL HELP YOU.... 


(Financing and Installation) 


PROPANE STORAGE PLANTS 

. - 6,000-12,000-18,000 and 30,000 
any location except West Coast. 
We'll sell, lease or rent. Immediate 
action! Remember, we'll finance 
for you. If interested 


Write Box 9, BUTANE-PROPANE News 
198 Se. Alvarado St., Los Angeles 57, Calif 


‘eG Ge SSeS eS SSeS ee eae ae eeeeees 
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DECALS MADE FOR TRUCKS, EQUIP- 
MENT. Small or large quantities. Catalog free 
Mathews Co., 827 S. Harvey, Oak Park, Ill. 





EQUIPMENT SALE 20% 
Carburetion, Lift Truck Cylinders. E. H. Steel 
and brass fittings to 4”, etc. For list, write 
Box 27, BUTANE-PROPANE News, 198 So. 
Alvarado St., Los Angeles 57, Calif. 





FOR SALE: 1952 PROPANE Transport- 
Trailer-Columbian 6,017 w.g., good condition 
(will deliver up to 500 mi.), $3,750.00. Used 
Propane skid tanks from 3,000 to 5,000 gallons. 
Several tool bar equipped ‘with ANHYDROUS 
AMMONIA applicators with John Blue Pumps. 
Also, vapor pumps. I. Whitlock, Stafford, 
Kansas. Phone 326. 


SERVEL GAS REFRIGERATORS 
W600A and BN6OOA 


We made a lucky buy— 
GUARANTEED Servels—Used, good 
condition and complete. 

Special low price for this month only. 
Very low delivery cost on 30 or more— 
anywhere in the U.S. All units guaranteed. 
Test them before you pay. Send for pic- 
tures and full information NOW. 


BEACH REFRIGERATOR CO. 
196-11 Northern Blvd. Flushing 58, N. Y. 
Phone Flushing 7-616! 




















WANTED—MISCELLANEOUS 





WANTED TO BUY: USED TWIN barrel 
Propane transport of approx. 6600 gallon Water 
Capacity. Please give complete information in 
first letter. A-One Butane, 4901 No. Broad- 
way, Wichita, Kansas. 


WANTED: USED BLIMP TRANSPORT in 
excellent condition only, legal for Delaware, 
Pennsylvania, Maryland. Approximately 7000 
Net. Propane. SchagrinGAS Co., Middletown, 
Del. FR 8-2000. 


SEMI-TRAILERS WANTED — SEVERAL 
used Semi-Trailers 4000 U.S.W.G. and wu 
— — and particulars to Box 16, BUTAN 

NE News, 198 So. Alvarado St., Los 
plowres 57, Calif. 


WANTED—30,000 GALLON USED tanks; 
will consider 18,000 gallon also. Rerly to Mid- 
west Bottle Gas Co., 119 North 3rd Street, 
LaCrosse, Wisconsin. 


WANTED TO BUY: USED 2000 to 5000 WG 
Propane Tanks, state price and location. Also 
wanted small LPG bottle gas plants with rail- 
road siding with tank car deliveries, tank car 
materiel available. Ross Refineries, Inc., Belle- 
ville, 

















WANTED TO BUY: USED 1800 to 2200 
propane gas delivery truck, in good workable 
condition, ready to deliver. State age, equip- 
ment, location and price in first letter. Reply 
Box 22, BUTANE-PROPANE News, 198 So. 
Alvarado St., Los Angeles 57, Calif. 





EDUCATIONAL SERVICES 








LPG HOME STUDY COURSE 
A practical course of study for men 
engaged in service, installation and 
fuel delivery, and others interested in 
the basic fundamentals of LP-Gas. 

Earle A. Clifford 
INDUSTRY TRAINING SCHOOL 
Route |, Farmington, Maine 














BUSINESS RECORDS 


BUSINESS RECORD FORMS. ALL. 

WEATHER EZE-SNAP delivery invoices, for 

use when making LP gas metered truck de- 

a — = (3 part A rinted = “~s 

address and telephone. 

Advise make of meter. EGREE E DAY vs: 
TEMS, Dept. BP WOODSIDE 77, L. I., N. Y 








SERVING 20,000 PETROLEUM COMPA- 

NIES over 30 years with Foire price 
whe customer reminder Eze-Stik labels, tele- 
phone call—service order—L/P metered deliv- 
ery invoices, Eze- Snap Service Form, Duralu- 
minum ticket holders, Sort-O-Matic Rack, ete. 
Write us for details, no obligation. DEGREE 
DAY SYSTEMS, Dept. BP., WOODSIDE 
77, NEW YORK. 
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CLASSIFIED ADVERTISING 


PROFESSIONAL SERVICES 














INDIVIDUALLY DESIGNED 
Ammonia and LP Gas Plants 


H. Emerson Thomas 
& Assoc., Inc. 
Westfield, N. J. 











LET MY 30 YEARS OF PRACTICAL “LP” 
experience assure you maximum profits. Equip- 
ment revisions, property evaluations for sales 
or refinancing, and assistance on legal suits also 
supplied. Campbell ‘anagement 


joy: 
tae 821 Crofton Ave., Webster Groves, 





PROPANE GAS PLANTS 


ANHYDROUS AMMONIA PLANTS 
Designed and Installed 
PEACOCK CORPORATION 
Box 268, Westfield, N. J. 








L. P. GAS 
INSURANCE 


Have your agent write us about our Com- 
plete and Comprehensive Coverage for Ade- 
quate Limits of Liability at Reasonable and 
Normal Rates with Specialized Safety En- 
gineering and Claim Service. Available only 
in Alabama, Arkansas, Arizona, Florida, 
Georgia, Kansas, Louisiana, Mississippi, 
New Mexico, Oklahoma and Texas. 

PAN AMERICAN FIRE & 

CASUALTY COMPANY 

Earl W. Gammage, President 

P. O. Box 1662 Houston, Texas 








the KNOW-HOW 
BOOK for LPG 


* DEALERS 
* SALESMEN 
° SERVICEMEN 


The Bottled Gas Manual has 
been accepted by many com- 
panies as the quickest way 
to acquaint new sales and 
service men with typical 
bottle gas problems. This 
352 page (24 chapter) text 
book brings practical “work- 
ing” facts to your entire 
staff in non-technical lan- 
guage. Nearly 10,000 copies 
in use. 


$4.00 per copy 


We pay postage on orders accompa- 
nied by check or money order. In Cal- 
ifornia add 4% for sales tax. 


Butane-Propane News 


198 S. Alvarado Street 
Los Angeles 














CALENDAR 


Coming events 
in the Industry 


1959 


May 3-6—Liquefied Petroleum Gas As- 
societion 28th Annual National Con- 
vention and Trade Show—Conrad 
Hilton Hotel, Chicago. 


May 4-6—National Tank Truck Carriers 
Inc. Annual Convention and Tank 
Truck Equipment Show — Shoreham 
Hotel, Washington, D. C. 


May 14-23—International Petroleum Ex 
position—Tulsa, Okla. 


May 20-22—Management Course Spon- 
sored by Florida LPGA—University of 
Florida, Gainesville, Fla. 


May 25-26—Montana-Wyoming LPGA 
Joint Convention — Northern Hotel 
Billings, Mont. 


May 25-28—Midwest L. P. Gas Engine 
School—lowa State College, Ames, 


lowa. 


May 26—Maryland LPGA Annual Con- 
vention—Lord Baltimore Hotel, Balti- 
more, Md. 


May 30-June 5—5th World Petroleum 
Congress—Coliseum, New York, N. Y. 


June 3-5—Oklahoma LPGA Carburetion 
School—Oklahoma State University 
Stillwater, Okla. 


June 7-8—Butane-Propane Institute of 
Louisiana Convention—Bellemont Mo- 
tor Hotel, Baton Rouge, La. 


June 7-9—Northwest District LPGA Con 
vention—Portland, Ore. 


June 7-9—Tennessee LPGA Annual Con 
vention—Gatlinburg, Tenn. 


June 8-10—Missouri LPGA and Illinois 
LPGA Joint Convention and Trade 
Show—Known as the Mo-Il] L. P. Gas 
Exposition—Sheraton-Jefferson Hotel, 
St. Louis, Mo. 


June 14-16—Colorado LPGA Conven 
tion— Colorado Hotel, Glenwood 
Springs, Colo. 


June 14-16—Arkansas LPGA Annual! 


Convention. 


June 14-16—Gas Industry's First Na 


tional Public Relations Conference 


All associations are invited to send in 
dates of their forthcoming meetings for 
this calendar. 


Sponsored by the American Gas Asso- 
ciation and the Independent Natural 
Gas Association of Americo—Edge- 
water Beach Hotel, Chicago, Ill. 


June 22-23—Minnesota LPGA Summer 
Convention — Madden Lodge, Gull 
Lake, Brainerd, Minn. 


June 24-26—Texas Butane Dealers As- 
sociation Convention and L. P. Gas 
Market—Adolphus Hotel, Dallas, 
Texas. 


August 2-4—Kentucky LPGA Annual 
Convention and Trade Show—Ken- 
tucky Hotel, Louisville, Ky. 


August 2-4—Alabama LPGA Annual 


Convention—Birmingham, Ala. 


August 3-5—Oklahoma L. P. Gas Ser- 
vice School—University of Oklahoma, 
Norman, Okla. 


August 9-14—L. P. Gas Service and 
Carburetion Conference — Sponsored 
by the Florida LPGA—University of 
Florida, Gainesville, Fla. 


August 16-18—Nevada, Idaho, Utah 
—Joint Convention and Trade Show— 
Holiday Hotel, Reno, Nev. 


September 13-15—North Carolina LPGA 
Annual Meeting and Convention— 
Sir Walter Raleigh Hotel, Raleigh, 
N. C. 


September 17—Pennsylvania LPGA Con- 
vention—Cocoa Inn, Hershey, Pa. 


September 18-19—Florida LPGA Annual 
Convention — Golden Gate Hotel, 
Miami Beach, Fla. 


October 4-6—Oklahoma LPGA Conven- 
tion—Biltmore Hotel, Oklahoma City, 
Okla. 


October 5-7—American Gas Association 
41st Annual Convention — Conrad 
Hilton Hotel, Chicago, Ill. 


October 8-9—California Natura! Gaso- 
line Association 34th Annua! “all 
Meeting—Huntington-Sheraton Hotel, 
Pasadena, Calif. 


October 12-14— Northeast Regional 
LPGA Convention and Trade Show 
—Sheraton-Park Hotel, Washington, 
D. C. 
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LPG is aclean, neat fuel...and this gleaming, snow-white 
storage installation reflects that quality. These QC f tanks 
look clean and stay clean because we steel-grit-blast them 
before the prime coat of paint. 


The attractive appearance of QC f tanks adds to a com- 
pany’s reputation...and it saves money. The paint you put 
on stays on, and stays good looking, for a long, long time 
without repainting. 


You save on the first painting, too, because they’re ready 
for painting when you get them. No need to weather them 
for a year and then prepare them. 


aCf 


AMERICAN CAR AND FOUNDRY 


DIVISION OF ACF INDUSTRIES, INCORPORATED 
750 THIRD AVENUE, NEW YORK 17, N. Y. 


CRI 


aaa ens 


2 gn 


Battle Creek Gas Company, Battle Creek, Michigan 


Last but not least, we steel-grit-blast the inside as well, to 
clean off all the mill scale and minimize your maintenance 
problems! 


Grit-blasted surface is only one of all the AC f features, 
to be sure. Others include stress-relieving...complete 
x-ray inspection of all seams (including manway seams) 
...unique one-piece Flued Manway...prices right in line 
with ordinary tanks...prompt delivery in all sizes of 
tank from 2400 gallons to 74,000 gallons capacity. 


Call your nearest QC f sales office: they’ll be glad to give 
you all the information or technical advice you want. 


See the NEW ACF Propane Transport 
at Booth #152 LPGA Convention, May 3-6 
Conrad Hilton Hotel, Chicago 


SALES OFFICES: New York » Chicago + Cleveland » Washington, D.C. + Philadelphia + San Francisco + St.Louis + Berwick, Pa. + Huntington, W. Va. 





do you sell all the gas you buy? 





vapor 


metering 


will improve your 
profit picture 


Vapor metering will uncover those hidden 
losses and provide a record to check the gas 
sold against the gas you purchased. 

Vapor meters ‘©n customer tanks will re- 
cord exactly how much gas each account 
consumes—will give you a strong system of 
inventory control. 

There are seven good, valid reasons why 
vapor metering will improve your profit 
picture. They are fully discussed in our 
bulletin ADV-41. Write for your copy to- 


: 1 | Meter For Your Servi 

day. Rockwell Manufacturing Company, Lhe nh seca meees 
° The Rockwell LPG meter is especially designed for meas- 
Pittsburgh 8, Pa. uring LP-Gas from storage tanks, bottle sets and dis- 
tribution systems. It is lightweight, easy to install. Small 
in size but has a big capacity—up to 240,000 Btu's 
per hour. The sturdy aluminum outer case is impervious 

to weather and impact. 


LP-GAS VAPOR METERS 


ROCK WELLO 








